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Inspectors Checking 
Up On Conditions In 
Areas Hit By Flood 


Looking Over Water Supply, Fire 
Department and Sprinklered 
Risks in All Districts 


AIDING PUBLIC UTILITIES 
Full Engineering Facilities of Insur- 
ance at Work on Reduction 

of Fire Hazards 





Scores of inspectors and engineers of 
the Eastern Underwriters Inspection Bu- 
reat, the Middle Department Rating As- 
sociation, New England Insurance Ex- 
change and New York Fire Insurance 
Rating Organization have been going 
over carefully all territory hit by the 
recent floods to check up on the fire 
hazard situation. Particular attention is 
being given to water supply systems, lo- 
cal fire departments, fire alarm systems, 
electric power facilities and sprinkler 
systems in sprinklered risks. The pur- 
pose of all this work is to discover dan- 
yerous fire hazards where they may have 
been created by flood waters and toas- 
sist in the correction of bad conditions 
wherever they may be found. 

Fine Co-operation From Utilities 


Cordial and full co-operation is being 
received from public utility companies in 
all affected districts. Insurance engin- 
eers and those of the electric light and 
power companies are working together in 
this important task of removing all risks 
of a general conflagration in any town or 
city and of restoring full power to these 
communities as soon as electrical equip- 
ment inspections have been made. In 
many places the public utility companies 
have not turned on the gas and electric 
current until after the insurance organ- 
ization engineers have finished inspec- 
tions and replacements and given the 
word that all is well. 

In looking over sprinklered risks in 
the inundated territory it has been found 
that, generally speaking, the sprinkler 
€quipments are in service. Where power 
and light service last week was not yet 
available watchmen’s supervisory service 
Was maintained in most instances so that 
any outbreak of fire would be reported 
immediately and steps taken to check the 
flames before they gained headway. No 
serious fires have been reported in the 
areas hit by the flood since this inspec- 
ion service was put into full operation. 

Inspection reports from hundreds of 
communities in New England, New York 


(Continued on Page 44) 
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The Air Route 


And it closed a halted sale. For some time, recently, one 
of our representatives had tried to obtain his prospect's policies, 
to fit them into a plan which the two men had discussed. But 
the prospect was reluctant to lose even temporary possession of 
them. The representative's office was 150 miles distant. One 
day he boarded his private plane and flew to his prospect's 
office. Rushing in, he said, “I have flown down here, Mr. 
Blank, to get those policies, so that I may have the needed 
data to make up the plan we have been talking about.” The 
prospect walked to the window, saw the plane in front of 
his factory, and, impressed, told his secretary to give the poli- 
cies to the Agent. The result, a sale, in which the insurance 
of the other companies was respected and was used, and a 
liberal-sized policy of this Company was added. 

Ingenuity, at the command of a working imagination, wins 
many a case that otherwise would have been lost. 


THE PENN MUTUAL LIFE INSURANCE CO. 


Wm. H. Kincstey, President 


PHILADELPHIA 


Independence Square 








Pittsburgh Life 
Offices Reopen As 
Big Flood Recedes 


Some Agencies Met Situation by 
Opening of Temporary 
Quarters There 


RELIANCE’S SITUATION 


Departments Functioned Quickly 
on Emergency Basis; Woods 
Agency Experience 


Following the shock of the flood and 
the fact that for some days they could 
not reach their offices Pittsburgh life in- 
surance men are at their desks again. 
The home office of the Reliance Life got 
back to normal working conditions after 
some days during which most working 
conditions were suspended. The river 
water had surged as far inland as Fifth 
Avenue and Wood Street where the 
Farmers Bank Building houses the Re- 
liance Life home office, and the entranc« 
to that building was submerged. 

The general agents met the emergency 
by opening temporary offices. Two were 
at the University Club; one was at the 
Schenley Hotel. The State Mutual Life 


general agency had its headquarters for 


a time with the Edward A. Woods 
agency. Big relief came when the Clark 
Building was again occupied on Monday 


Ten general agencies there could not 


work in the building for days because 
of the water. There was some fear early 
this week of explosion possibilities be- 
cause buildings were full of sewer gas 
and regular gas from broken mains 
Abbott’s View of a Lesson Learned 
From Flood 


Henry W. Abbott, Pittsburgh general 
agent of the Massachusetts Mutual Life, 
said to The Eastern Underwriter 
“About a quarter of a billion dollars of 
damage was done in the Pittsburgh sec- 
tor. It will take many months for Pitts- 
burgh to overcome the tragedy 

“We are not discouraged,” he said 
“We are going to picture this terrible 
calamity as being exactly what overtakes 
the family of an inadequately insured 
father and then step out and tell the 
public what it is all about. Everyone 
in this community asks why there wasn’t 
flood insurance. It was never needed here 
for the past one hundred vears. If peo- 
ple would read the obituary columns in 
the daily papers and realize the conse- 
quences they would be talking about our 
kind of insurance instead of fiood insur- 
ance 

“In spite of our difficulties we are 
servicing policyholders just as if noth- 
ing ever happened. Yesterday we deliv- 
ered three death claim checks; put 
through a disability claim; recorded a 
couple of assignments; made a few loans, 


(Continued on Page 52 
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“Time control—my eye! It’s time to go to lunch!” 


Do you need supervision that Shoves and Pushes you,—for a bare living? OR have you 
an incentive that Fascinates you into continuous and profitable production, such as— 


THE NEW “COMPRESENTATION” 


AVAILABLE ONLY AT 


The NEW Pershing Square AGENCY 


100 E 42d St 


Massachusetts Mutual Life Insurance Company 
LLOYD PATTERSON 


GENERAL AGENT 
ASHLAND 4-8610 
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Connecticut General’s Field 
Held at Miami Biltmore 


By Jerome Philp 


It was a fieldman’s convention the Con- 
necticut General put on at Miami Bilt- 
more, Miami, last week with the com- 
pany’s top qualifiers as the speakers. 
They told, for the benefit of their fel- 
low ‘producers, in concise, practical talks 
how they did the job. A high grade body 
of men—about 450 attended—they fully 
reflected the Connecticut General’s ob- 
iectives for its organization—a _ profes- 
sional service for quality clients, with- 
out stunts or tricks of pseudo salesman- 
ship. 

Most of the executives of the company 
were there with one notable exception. 
Robert W. Huntington, for many years 
president and now chairman of the 
board, missed a Connecticut General con- 
first doctor 
advising against the trip because of his 
recent illness. One of the first comments 
of President Wilde in 
ing the convention and among his last 
references to their ab- 


vention for the time, his 


Frazar B. open- 

in closing were 

sent leader. 
Qualifiers Put in Busy Days 

In arranging the four days’ program 
due allowance was made for the circum- 
stance that it was March in Miami. The 
weather was perfect, the atmosphere 
balmy and after the concentrated busi- 
ness sessions the lures to recreation were 
a problem of choice. Those select indi- 
viduals, the double qualifiers, had special 
trips one day including flights to Havana 
or Nassau and several experienced the 
thrill of catching their first sailfish. 

The meeting got away to a good start 
with President Wilde 
there were bursts of enthusiasm for the 
leaders’ records reported by Superintend- 
ent.of Agencies J. L. Cole particularly 
the showing of the five top agents who 
had an average of $16,600 per man pre- 
mum credits. 


presiding and 


Details of the production 
tecords appear elsewhere in this paper. 
S. F. Smith, head of the Philadelphia 
agency, started the 
the fieldmen with a discussion of pro- 
duction plans and objectives for the Con- 
necticut field. 
other talks are given in this issue. 

President Wilde on Current Situation 
The four very full days were brought 
'oa close by President Wilde with some 
comments on the 


series of talks by 


General Summaries of 


current situation and 
its bearing on life insurance. 

_ The Statement has been made that 
life Msurance was not making any par- 
ticular progress this year; that it didn’t 
show last year an increase proportionate 
- other business,” said President Wilde. 
To my mind that is a half-truth and 
We in the insurance business are largely 


"sponsible for it. We over-emphasize 


the place of new production. New pro- 


duction is vital but it is not the whole 


story. The story of life insurance is the 


amount of insurance protection which 
the people of this country are maintain- 
It is vital that 


ness be written because there are large 


ing in force. new busi- 
numbers of people who by any standard 
of measurement are under-insured. 

“The life insurance business gained last 
When 


consider ‘the total insurance in force and 


year, is gaining this year. you 
the total renewal premiums being paid it 
that the life 
forward. It is 


cannot be said insurance 


industry is not going 
rather a pity that by over-emphasizing 
the relative importance of new business 
we create the thought that life insurance 
is not holding up as well as it should. 
Competition in Material Appeal 
“While I think the record of insurance 
is most encouraging at this time it may 
be appropriate to give this warning. It 
seems to me that other businesses have 





FRAZAR B. WILDE 


Convention 


the very definite advantage of the ma- 
terial appeal with the concrete shiny auto- 
mobile, new radio, etc., and that this 
sales technique will give life insurance 
real competition, far more stiff than in- 
dividual competition between agents, 
agencies and companies. So it is proper 
for us not to be too complacent because 
the record of insurance is good. 

“We will probably have this year a 
lot of talk about politics; many oppor- 
tunities for you and for the public to 
offer alibis as to why sales should not 
be entered into now; new reasons for 
postponement; lack of confidence in the 
administration, in ability to determine 
what changes will be effected. It is an 
old story.” 

President Wilde closed the convention 
with expressions of appreciation for the 
loyalty and cooperation of both the field 
and the home office and confidence that 
the Connecticut General, possessing basic 
conservatism together with aggressive- 
ness and proper liberalism would go for- 
ward to continuing greater service in its 
high responsibility as a trustee of the 
people’s future. 





Chairman R. W. Huntington’s 
Message to Miami Meeting 


Robert W. Huntington, now chairman 


of the board of the Connecticut Gen- 
eral, has attended all previous annual 
conventions of the company but due te 


his recent illness he was unable to make 
the trip to Miami for the meeting last 
weck. He 
which was read to the assembled lead- 
ers by Vice-President George E. Bulk- 
ley, the convention then appointing a 
to draft an ap- 
Mr. Huntington’s mes- 


sent the following message 


committee of fieldmen 
propriate reply. 
follows: 

“T am with you in spirit if not in body 


sace 


and I cannot refrain from sending a 
vreeting and a message. 
“Last fall, before I had this illness 


from which I am not yet fully recovered, 
I made up my mind that it was time to 
hand over the reins (to use a horse and 


buggy day simile) to a younger man. 
I told the directors one by one that I 
thought it was time for me to partly 
retire and that I thought Frazar Wilde 


should be elected president. While there 
was, I am pleased to say, some objection 
to my relinquishing the office, there was 
universal approval of the successor I 
had nominated. 

“Now the duties of the president of a 
life insurance company are manifold and 
it does not usually happen that he is, 
among other things, the active home of- 





HUNTINGTON 


ROBERT W 


fice field supervisor. I know you will 
all agree with me that he has performed 
this office as nearly satisfactorily to all 
concerned as is humanly possible. So 
we are all at the home office trying to 
lighten his burdens. This is not simple 


Photos of Connecticut General. Convention by W. L. Hadley are on Pages 17 to 23 of this issue. 


as in all important matters he is the final 
arbiter. But we can use our best judg- 
ment as to what it is necessary to bother 
him with and we can have it well studied 
before we do. I am telling you this 
because I am asking you to help along 
this line. 

“I know that both thé field and the 
home office rejoice that in our own force 
we had a young man whom we loved and 
relied on and under whom we were proud 
to serve. I know that he has your loy- 
alty and enthusiastic support. I wanted 
to be with you to say this at perhaps 
greater length. But I obey orders and 
don’t try it. I have been at every con- 
vention the company ever held and I 
have always felt that if the rest of you 
got as much enthusiasm and enjoyment 
out of them as I did, they were amply 
justified. My regards and affection to 
you all.” 





Must Preserve Ag’cy System, 


Says Commissioner Blackall 


In introducing John C. Blackall, insur- 
ance commissioner of Connecticut, who 
addressed the convention of the Connec- 
ticut General at Miami last week, Presi- 
dent Frazar B. Wilde spoke of the im- 
portance of the insurance business to 
that state, the great responsibility rest- 
ing on the insurance commissioner. Com- 
missioner Blackall, a prominent attorney 
of Hartford for many years, brought 
high ability and experience to the office, 
he said, and the insurance business was 
fortunate in having him in that post of 
responsibility. 

There had been some doubt about the 
possibility of Commissioner Blackall be- 
ing able to get away from Hartford be- 
cause of the disruption of business rout- 


(Continued on Page 4) 
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Production Leaders and Awards 
Announced By Superintendent Cole 


The production leaders of the Connec- 
ticut General during the past year were 
presented to the convention at Miami 
last week by Superintendent of Agencies 
J. L. Cole. There was a group of twenty- 
six agents who exceeded their convention 
qualification requirements from two to 
five times. The premiums of this group 
averaged over $10,500 -*r agent with a 
total of $274,000 in honor roll premiums 
from the group as a whole. These agents 
were P. T. Aubin, Haviland agency, Chi- 
cago; H. T. Bass, Russell agency, Hart- 
ford; H. M. Carrothers, O’Keefe agency, 
Detroit; P. R. Clark, Murrell agency, 
New York; Charles Claxton, Smith agen- 
cy, Philadelphia; A. D. Coe, Goulden, 
Woodward, Cook & Gudeon agency, New 
York; Frank H. Fuhrman, Smith agency, 
Philadelphia; George E. Griggs, Goulden, 
Woodward, Cook & Gudeon agency, New 
York; Truman D. Hayes, Gridley agen- 
cy, Boston; Jess E. Hoyt, O’Keefe agen- 
cy, Detroit; G. H. Jackson, Goulden, 
Woodward, Cook & Gudeon agency, New 
York; J. Kendall Joy, Jr., Barlow agen- 
cy, Springfield, Mass.; I. F. Kauffman, 
Luick agency, Minneapolis; W. J. Lane, 
Goulden, Woodward, Cook & Gudeon 
agency, New York; H. Langenheim, Gas- 
til agency, Los Angeles; R. S. McClure, 
Jr., Smith agency, Philadelphia; Earl B. 
McElfresh, Markham agency, Olean, N. 
Y.; J. S. Mason, Yungman agency, Pitts- 
burgh; H. K. Nickell, Haviland agency, 
Chicago; M. D. Pomeroy, Barlow agency, 


Springfield, Mass.; Douglas T. Smith, 
Russell agency, Hartford; Harold M. 
Sturges, Brown agency, Bridgeport; 


Ralph M. Thorsen, Haviland agency, Chi- 
cago; J. B. Wallace, Jr., Williams agen- 
cy, New Haven; Warren L. Wilmarth, 


Mason agency, Providence; George C. 
Yates, Smith agency, Philadelphia. 

Mr. Cole announced that the five 
agents who led the entire field averaged 
$16,600 per man in premium credits. 
These five were P. T. Aubin, J. S. Ma- 
son, H. K. Nickell, D. T. Smith and J. 
B. Wallace, Jr. Another group to receive 
recognition at the convention was the 
five leaders among the men who have 
been with the companv less than three 
years and whose qualification require- 
ments was less than the minimum of the 
top group. These men who average $/,- 
800 in premium credits were P. R. Clark, 
Herman Feldman, J. K. Joy, Jr., H. 
Langenheim and R. M. Thorsen. 

There were a number of special awards. 
The Stuart F. Smith agency, Philadel- 
phia, qualified the largest number of 
agents for the convention with twenty- 
four. The F. H. Haviland agency, Chi- 
cago, qualified the largest number of 
agents carrying less than the minimum 
qualification requirements. The total 
qualifying from the agency was 16. The 
R. L. Pixler agency exceeded its Miami 
premium quota by the largest propor- 
tionate amount of premiums with 194.8% 
of its quota. Special credit for this show- 
ing was given to Mr. Pixler’s personal 
production and that of Dorin Dowdy and 
Fred M. Exline. The S. F. Smith agen- 
cy in addition to qualifying the largest 
number of agents exceeded its Miami 
premium quota by the largest amount, 
the excess totaling $69,780. Two other 
agencies given special mention by Mr. 
Cole were thé W. G. Gastil agency which 
came up to seventh position last year 
from thirty-third the previous year with 
ten honor roll men against one the pre- 
vious year, all since Mr. Gastil took 
charge a little more than a year ago; 
the other agency was that of T. W. 
Russell, consistently among the leaders, 
with eight of its ten full-time men qual- 


ified. 


Poor Prospecting New Recruit’s Chief 
Fault, Says P. R. Clark; Sells All Lines 


Although he calls himself a raw recruit 
in life insurance, Paul R. Clark of the 
T. G. Murrell agency, New York, was 
among the top flight leaders of the Con- 
necticut General last year and was a 
speaker on the program of the Miami 
convention last week. Speaking from 
personal experience he said that the raw 
recruit with a limited surplus faces an 
acute problem of economic existence. 
Many otherwise promising new men fail 
because their surplus is exhausted before 
they get into production. 

Another difficulty confronting the new 
agent for the first vear or two is the 
insidious effects of poor prospecting. “It 
is something the results of which you 
do not feel immediately,” said Mr. Clark, 
“but if not recognized or diagnosed and 
ultimately removed the cumulative re- 
sults are likely to put one on the shelf. 
It does something to you unless you are 
a glutton for cold canvassing which I 
am not.” 

Continuing his comments on things the 
new agent should avoid and the methods 
that have proven effective for him, Mr. 
Clark said: “Does selling all lines ma- 





terially help to solve the problems of 
balancing the budget and poor prospect- 
ing? I think so. At least my experience 
answers this question very emphatically 
in the affirmative. Last year the Con- 
necticut General paid to salesmen in New 
York City alone over $100,000 in acci- 
dent commissions of which I received my 
share. During my first twelve months 
with the Connecticut General I presented 
about seventy-five programs for life in- 
surance with a pitiably low batting aver- 
age because I had unwisely selected too 
many of my prospects in the building 
industry with which I had been identi- 
fied for nearly thirty years. These men 
simply didn’t have the money to buy. 
But the effect, demoralizing as it was for 
a while, wasn’t entirely lost as I was 
able to salvage enouch accident contracts 
from the wreck to assist me materially 
financially. This also helped to improve 
my technique and established a client- 
relationship which paved the way for 
life insurance applications later. 

“My experience also taught me that 
accident insurance presents an opportu- 
nity for prestige building. I’ve often 
told my clients that if they laid down 
before me fifteen life contracts in as 
many different companies I could give 
them a reasonable accurate analysis of 
these contracts in as many minutes, or 
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sooner. On the other hand it would 
probably take me an hour and a half 
or longer accurately to cross-section fif- 
teen miscellaneous accident contracts. 
Few of my clients have the slightest con- 
ception of the comparative details of 
their disability coverage. My conclusion 
is that an agent who approaches his cli- 
ent’s problem through disability insur- 
ance creates prestige and paves the way 
for closer relationshin when the subject 
of life insurance is introduced. 


18% of Income from Group and 


Wholesale 


“In our office last year 18% of the 
income of all salesmen came from group 
and wholesale insurance. I want to em- 
phasize the fact that group and whole- 
sale insurance have helped me in my 
budget balancing problem and obviously, 
have greatly assisted me in my problem 
of prospecting. I was fortunate to par- 
ticipate in the writing of two large group 
insurance cases running over a million 
dollars with large law firms. Each 


a. 
partner and member of the firm took o 
$10,000, an amount sufficient to justify 
the arrangement of trust agreements fo 
all of their insurance. This quickly 2 
tablished a client relationship which ha 
already resulted in accident and life >. 
plications and will, I feel confident, result 
in additional life insurance in the future” 

Mr. Clark said he made good use oj 
annuities as the answer to the individy. 
al’s problem of social security. Citing 
the experience of the Murrell agency he 
said that the agency sells and pays for 
one out of three life programs presented 
Stressing the advantage he has experi- 
enced from selling all lines he said tha 
the average commission in the Murrel 
agency last year er thousand of if. 
insurance naid for was $26. This $24 
includes commissions on accident and 
group insurance and it demonstrates to 
his satisfaction, he said, the advantage 
of selling all lines. Selling accident 
group and wholesale lays the ground. 
work for securing data on which to pre- 
sent programs. 


How P. T. Aubin Uses Obligation 
Method; Contacts Policyholders 


The average agent is too prone to 
forget temporarily the prospect he has 
just sold in his eagerness to land an- 
other, P. T. Aubin of the F, H. Haviland 
agency, Chicago, told the Connecticut 
General convention at Miami last week 
in a talk on “Increasing Earnings 
Through Cultivation of Policyholders.” 

“Remember,” pointed out Mr. Aubin, 
‘our policyholder is a new prospect for 
our competitor. When we sell a man 
he generally is already someone’s else 
policyholder. Maybe we sell him easily. 
There are other good agents who may 
find our policyholder just as easy to sell 
if we are not constantly on guard.” 

Telling of wavs in which he kept con- 
tact with policyholders, Mr. Aubin con- 
tinued, “I am particuarly careful to see 
my center of influence at least once a 
month. On most occasions they give me 
new names without my asking.” He al- 


‘ 





TO HAVE ADVISORY BUREAU 

President Wilde told the Connecticut 
General fieldmen at their convention in 
Miami last week that the company has 
organized an advisory bureau at the 
home office with a staff of lawyers, actu- 
aries and other specialists for the pur- 
pose of giving expert service to the 
agents in the field in all matters of es- 
tate analysis, programming and similar 
problems where the agents need the ad- 
vice and cooperation of specialists prop- 
erly to service their clients. The com- 
pany has been giving a service of this 
kind to its field force for more than fif- 
teen years but it has now been expand- 
ed, organized more completely and per- 
sonnel added to make it a complete and 
effective unit of field service. 





UBIQUITOUS GEORGE RISLEY 

G. E. Risley, agency secretary of the 
Connecticut General, was general com- 
mittee chairman for the convention and 
had general charge of all arrangements 
with about a dozen committees working 
under him. He seemed to be everywhere 
at once and this was fortunate for every- 
one seemed to want to consult him at 
once. He went down to Miami ahead 
of the main bodv of the -convention and 
the smooth handling of all arrangements 
reflected fine cooperation by all con- 
cerned. The arriving guests didn’t even 
have to register at the hotel desk but 
were handed mimeographed sheets show- 
ing all room numbers. 


ways makes it a point to get copies of 
house organs where these are published 
by clients. They give the news of the 
plant, tell of promotions and always carry 
a lot of names of personnel. In the 
case of promotions Mr. Aubin said he 
writes these individuals personal letters 
appropriate to the occasion. 

Birthday cards are an old device, said 
Mr. Aubin, but he thinks few things are 
better. Sentiment plays a large part in 
the life insurance business and this is 
one way it can be utilized. He follows 
the cards up very carefully and they are 
mentioned often by clients. Sometimes 
they say, “You are the only one outside 
of my family who remembered.” 

Mr. Aubin also uses a small metal cal- 
endar at Christmas. This costs eight 
cents in large lots and they are very 


(Continued on Page 16) 


Comm. Blackall 


(Continued from Page 3) 


ine by flood conditions. His first re 
marks to the convention, which greeted 
him warmly, were to voice an emphatic 
faith in the character and courage of the 
American people to cope with and rise 
above threatened disaster. The way the 
flood emergency was met and _ handled 
should renew our faith, he said, in Amer- 
ican traditional character. 

Turning to the subject of insurance, 
Commissioner Blackall said that the it- 
stitution of life insurance was grounded 
in security and the life insurance agent 
occupies a peculiar and definite position 
in relation to the public that under Cor- 
necticut laws is guarded by strict licens 
ing regulations. The future of life insur 
ance in the United States, he said, large 
ly rests in the agents and it is absolutely 
necessary that the agency system be col 
tinued along its present lines in life ™ 
surance, under proper agency qualifice 
tion laws. The commissioner said he 
knew of no field of greater opportunity 
than life insurance. Some other fields 
including the professions, had_ bet! 


slowed down, a few had been partly de 
stroyed, but life insurance was not 00 
here to stay but gives every promis 
of greater achievements than ever be- 
fore. 
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Leroy:A. Lincoln, elected president of 
the Metropolitan Life last week, is held 
in extremely high regard and over a 
pretty wide circle. His friendships are 
in many walks of life. In the insurance 
business they began to be formed when 
he was in the New York State Insurance 
Department which he entered as a young 
lawyer from Buffalo. They have fur- 
ther been cemented by attendance at 
conventions, and by contacts which have 
been made with him in his office in a 
long series of visits over the passage of 
years by representatives of other com- 
panies, sometimes calling merely to pay 
their respects ; sometimes to consult with 
him as one of the great legal minds of 
the business. They have known that if 
he gives his judgment at all it will be 
the most thoughtful and best judgment 
of which he is capable and entirely with- 
out partisanship. They know also that 
he will be very frank; that whatever he 
says will be in good humor; and that he 
will not appear impatient or distrait. 


Passion for Facts 


The new president of the Metropolitan 
Life is not an intricate character. For 
subtlety he has small regard. His pas- 
sion for facts and straight thinking have 
long been dominant characteristics as is 
his distaste for slipshod presentations. 
He is democratic; smokes a pipe; likes a 
good story. 


Metropolitan Life Popularity 


Somewhat in his personal appearance 
and quite a lot in his general manner 
he reminds many people of Abraham 
Lincoln. He is more than six feet tall; 
is the picture of good health. 

is election was not a surprise to the 
Metropolitan Life managers as Fred- 
erick H. Ecker, at the conclusion of the 
annual banquet of the field forces earlier 
this year, had arisen and intimated that 
a change was to take place; that they 
need not be surprised if a new position 
of chairman of the board would be cre- 
ated by the Metropolitan, and that he, 
Mr. Ecker, would be elected to that post. 

€ announcement by Mr. Ecker was 
unexpected and there was a buzz of ex- 
citement. They knew that if Mr. Ecker 
were advanced to chairman, Mr. Lincoln 
would succeed him as president. And 
the elections were popular with the field. 
The field force began to admire the 
vice-president and general counsel from 
the time they began meeting him. That 
feeling is shared by the other executives 
and others in the company’s personnel 
of 48,500 employes who have happened 
'0 come into contact with him. 


Father Was a Distinguished Lawyer 


ott. Lincoln was born in Little Valley, 
attaraugus County, New York, where his 
ather was a lawyer who during the 
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course of his life won considerable dis- 
tinction, _Charles Z. Lincoln, his father, 
Was admitted to the bar in 1874 and in 









The New PRESIDENT of the 


METROPOLITAN LIFE 


By Clarence Axman 


1895 went to Albany to act as counsel 
for Governor Levi P. Morton. He was 
continued as counsel through the admin- 
istrations of Frank Black and Col. Theo- 
dore Roosevelt. He was the author of a 
number of law books, the principal one 
being the history of the constitution of 
the State of New York, regarded as a 
classic on this subject. It took him five 
years to write it and was a remarkable 
achievement as he lost his eyesight in 
1900 and had to perform this work of 
authorship through an amanuensis. 


His Education 


Until he was 15 years old Mr. Lincoln 
lived in Little Valley. After the family 
moved to Albany he went through the 
high school there and then through Yale. 
During the Summer vacation period 
while an undergraduate he spent some 
time making surveys for the United 
States Geological Survey and for the 
state engineer. 

Returning from New Haven Mr. Lin- 
coln attended Albanv Law School. He 
studied there for a year and during his 
second and last year his scholastic legal 
training was in a Buffalo law office. He 
became an attorney in that city. When 
he was practicing law the thought that 
he would become a specialist in insur- 
ance law or go into the insurance busi- 
ness was far removed from his mind. His 
connection with insurance came through 
Jesse S. Phillips, now chairman of the 
Great American Indemnity which is the 
running mate of Great American Fire. 
They met at the N. Y. constitutional con- 
vention of 1915. Governor Whitman had 
appointed Jesse S. Phillips Superintend- 
ent of Insurance, but he had not yet 
taken office. The first contact of Messrs. 
Lincoln and Phillips was on a committee. 
At the start they clashed, but before the 
convention was over Mr. Phillips had 
formed a tremendous admiration for 
Lincoln’s mind, logic and manner of dig- 
ging into things. He saw that extrane- 
ous material, emotional outbursts, foren- 
sic explanations along by-ways left him 
cold. 

Attending this constitutional conven- 
tion were men of such prominence as 
Elihu Root, George W. Wickersham, Al 
Smith, Morgan J. O’Brien, Delancey 
Nicoll and Senator Wagner. Lincoln 
easily held his own and before the con- 
vention adjourned Phillips had made up 
his mind that he wanted Lincoln as 
counsel for the Department. Mr. Phillips 
made inquiry in Buffalo and found that 
he would make no mistake in appointing 
the young Buffalo lawyer, and that the 
appointment would fit in with the bar’s 
idea of the standard of counsel for the 
Department which was a. high one, as 
Alfred Hurrell and others who had held 
the position were fine lawyers. 

Mr. Lincoln assumed his new duties 
as counsel of the Department on Octo- 
ber 20, 1915. A number of very impor- 





LINCOLN 


LEROY A. 


tant matters came up for consideration, 
some of which grew out of the World 
War, and one of which was the attitude 
the Department should take relative to 


the companies whose head offices were 
in Germany. 
Some Important Matters Which Had 


Attention of Department Counsel 


Probably the biggest collection of 


problems which came before him re- 
sulted from the failure of the Pitts- 
burgh Life & Trust Co., which had 


$100,000,000 of insurance on its books 
and which about ten years before its 
failure had reinsured the old Washing- 
ton Life, making a double set of com- 
plications. The business of the Pitts- 
burgh Life & Trust Co. was reinsured 
by the Metropolitan Life and this rein- 
surance contract was regarded as a tri- 
umph of reinsurance. Not only were all 
matured claims paid in full, but the sur- 
viving policyholders are now drawing 
dividends on their policies. The Metro- 
politan Life’s negotiations were carried 
on by Actuary James D. Craig, now vice- 
president of the Metropolitan Life, who 
conceived the plan of the reinsurance 
which the Denartment approved. Both 
Governor Whitman and Superintendent 
Phillips were immensely pleased with the 
manner in which the Pittsburgh Life & 
Trust was saved from liquidation. 

One of the most constructive things 
which Lincoln did when he was counsel 
for the Department was the part he 
played in brineing together the fire in- 
surance companies and the Department, 
which conferences finally resulted in the 
agreement about a standard fire insur- 
ance policy; its introduction into the 





Legislature by the Department, and the 
passage of the act. For some years fire 
companies and the Department had been 
unable to agree. Mr. Lincoln’s diplo- 
macy and understanding of what was 
in the minds of both factions, coupled 
with his feeling that there should no 
longer be a delay in enactment of a 
standard fire insurance policy, brought 
harmony. 


Joins Metropolitan Life 


In 1917 Mr. Lincoln was asked to join 
a firm of New York insurance lawyers, 
Rumsey & Morgan, and he decided to 
He resiened from the Depart- 
ment, went to live in Glen Ridge, N. J., 
where he still resides in the Summer 
time, and started a general insurance 
practice. Soon after that the late Haley 
Fiske, then president of the Metropoli- 
tan, who had been favorably impressed 
by Mr. Lincoln at the New York Insur- 
ance Department, told him the Metro- 
politan Life wanted to make him general 
attorney. He thought he should remain 
with the law firm because of his commit- 
ment. He did so, giving attention to 
both connections for two years in all, 
and then gave up his private practice. 

In 1927 Mr. Lincoln was made general 
counsel. In 1929, while returning to New 
York from a visit to South America he 
received a cable advising him of the 
death of Haley Fiske. He arrived in 
New York the day after the funeral. At 
the next meeting of the board of di- 
rectors in March, 1929, Mr. Ecker was 
elected president and Robert Lynn Cox 
vice-president. Upon the death of Mr. 
Cox Mr. Lincoln was made vice-presi- 
dent and general counsel. 


do so. 


Interest in Chamber of Commerce 


Mr. Lincoln has for a period of about 
ten years taken a keen interest in the 
Chamber of Commerce of the United 
States: has been and is a member of 
its insurance committee; and attends its 
conventions in Washington. Also, he 
is insurance committee chairman of the 
Chamber of Commerce of New York 
State. 

The Metropolitan’s new president at- 
tends only a few banquets during the 
dining out season; spends most of his 
evenings at his home, 620 Park Avenue, 
New York. He reads much of biography 
and travel books are also favorites 
When at Glen Ridge, N. J., in the sum- 
mer time he plays a lot of golf. Another 
resident of Glen Ridge, and a close per- 
sonal friend of many years’ standing, is 
Alfred Hurrell, vice-president of The 
Prudential. Mr. Lincoln has two sons— 
Charles, who is with the Chase National 
Bank, and Thomas, a Princeton student. 

Mrs. Lincoln, an exceedingly attrac- 
tive woman, was a lawyer before her 
marriage and was assistant secretary of 
the Association of Life Insurance Coun- 
sel. 
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C. K. Oaks Manages New 
Phoenix Mutual Agency 


19 RECTOR STREET, NEW YORK 
Entered Business Directly from Colgate 
Because Co. Had Eliminated Part- 
Time Agent in His Home Town 





Charles K. Oaks as manager for the 


Phoenix Mutual Life is now building 
from scratch a new agency of the com- 
pany in New York. It is known as the 
Rector agency. The office was recently 


opened at 19 Rector Street and is on 


the twenty-second floor of that building 
together with the L. H. Andrews Down- 
town agency of the company. Collec- 
tions are cleared through the Downtown 
agency but otherwise the two offices 
are entirely independent of each other. 

Mr. Oaks came into the insurance busi- 
ness through the circumstance that the 
Phoenix Mutual fourteen years ago 
dropped a part-time agent in his home 
town of North Rose, near Rochester, N. 
Y. The Phoenix Mutual and especially 
the late Winslow Russell, vice-president, 
was a leader in the movement to elimi- 
nate part-time agents. 

Mr. Oaks had gone from North Rose, 
which has a population of 430, to Colgate 
University. Shortly before graduation 
he was back home thinking over several 
offers that he had received for employ- 
ment. The year was 1922. A _ banker 
there said, “Did you ever think of life 
insurance as a career?” 

“Not favorably,” was Oak’s answer. “I 
don’t blame you,” said the banker. But 
he had been writing a substantial amount 
of business and the company had asked 
him to sign a full time contract. He pre- 
ferred to stay in banking but his expla- 
nation of life insurance selling led Mr. 
Oaks to write the home office. He was 
offered a trip to the home office and 
took it without much intention of actu- 
ally entering the field. 

It seemed that Vice-President Russell 
wanted to try some new men fresh from 
college in the home office agency where 
they would be under direct supervision 
and could be moulded as needed. Mr. 
Oaks and two of his friends accepted 
such posts and all three are in the busi- 
ness today, the others being Knowlton 
Fernald of the Phoenix Mutual in Los 
Angeles and Joseph Morey of the Equi- 
table Society in Detroit. 

Since that time Mr. Oaks has frequent- 
ly been among the annual leaders of the 
company. Two years ago he was made 
a supervisor and served in agencies in 
3oston and Chicago. This is his first 
experience in New York. 

Kernodle Manages New Chicago Agency 


The Chicago Central agency of the 
Phoenix Mutual, under the management 
of Oliver P. Kernodle, is open for busi- 
ness in modern quarters in the Conway 
3uilding, 111 West Washington Street. 
The first Chicago agency, under the di- 
rection of Robert A. Judd, will from 
now on be known as the Chicago La- 
Salle agency. 


President A. P. Earle IIl; 
Annual Meeting in Hospital 


Montreal Life made corporate history 
for the life insurance business last- month 
by holding its annual meetin’ in a hos- 
pital, according to the Financial Post. 

The reason was that Arthur P. Earle, 
president of the company, was taken ill 
a short time prior to the meeting, and 
rather than postpone the event, William 
Penman, actuary and life department man- 
ager of the Atlas Assurance Co., which 
controls Montreal Life, and who had 
come from England to attend the meet- 
ing, suggested the change in locale. 

“This was probably the first time on 
record that the annual meeting of a life 
insurance company was held in a hospital, 
presided over by a chairman in a wheel 
chair,” says Mr. Earle. 
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B. C. Forbes Will Address 
N. Y. Association April 14 


B. C. Forbes, editor and publisher of 
Forbes Magazine and one of the best- 
known commentators on economic, busi- 
ness and financial happenings, will ad- 
dress the Life Underwriters Association 
of New York at a luncheon meeting 
Tuesday, April 14, in the Hotel Pennsyl- 
vania. Mr. Forbes was invited to speak 
by the special speaker’s committee of 
the association headed by Clifford L. 
McMillen as chairman. It will be the 
association’s second luncheon session this 
year, the first havin~ been addressed by 
Harper Sibley, president of the United 
States Chamber of Commerce. It drew a 
heavy attendance. 

Mr. Forbes will sneak on “The Fu- 
ture.” He believes that as long as man 
remains an inveterate sneculator we shall 
have recurrent cycles of boom and col- 
lapse and that life insurance is a sheet 
anchor to help weather the ensuing fi- 
nancial storms. 

Mr. Forbes will point out that life 
insurance, in truth, is founded on the be- 
lief and the fact that risk can be re- 
duced or eliminated from human affairs ; 
that life values can be assured, and that 
a competency in old age can be guar- 
anteed. 





TRAVELERS NEW YORK SCHOOL 

The Travelers training school for new 
agents will be conducted on the eighth 
floor of 55 John Street from April 13 
to 25. Classes begin at 9:30 in the 
morning. J. E. McNeal, assistant super- 
visor, agency field service division, is in 
charge. 





MEETS WITH MANAGERS 
Harold J. Rossman, superintendent of 
agencies, New York department, Equi- 
table Society, met with all the managers 
under his supervision at luncheon in the 
Hotel Governor Clinton last Friday. 
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Ladue-Beardslee Start 


COMPANY EXECUTIVES ATTEND 





Program Run Swiftly With Only Short 
Talks; Vice-Presidents Hughes 
and McFall Present 





\ dinner meeting at the Hotel New 
Yorker last Friday evening formally in- 
augurated the combination of Frederick 
W. Ladue and Lester E. Beardslee, Jr., 
in the Ladue-Beardslee agency of the 
Columbian National Life. The office is 
located at 45 John Street, New York City. 

Four home office guests attended the 
meeting where speeches were kept down 
to a minimum and the best part of the 
evening was reserved for a good time. 
Under direction of Mr. Ladue as toast- 
master the program moved along swiftly. 

Speakers were A. A. McFall, vice- 
president and manager agency depart- 
ment; Norman M. Hughes, vice-presi- 
dent and secretary; Hugh W. Crawford, 
medical director; William R. Beardslee, 
agency director; James A. Campbell, 
medical referee for metropolitan terri- 
tory; Mr. Ladue and Mr. Beardslee, gen- 
eral agents; Frank Sexton, agency super- 
visor, and B. B. Ross, agency cashier. 

About fifty agents and friends of the 
agency were present. 


BUFFALO GENERAL AGENT 


Arthur S. Ebert has become general 
agent for the Security Mutual Life in 
3uffalo. He has held managerial posts 
with the Prudential, starting in 1911, and 
has been with the Travelers, the Fidelity 
Mutual and the Equitable Society. 


ROSENSTEIN CONFERENCE 
The annual Spring conference of the 
\braham Rosenstein agency, Equitable 
Society, New York, will be held April 
15, 16 and 17 at the Westchester Country 
Club, Rye, New York. 
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Lester O. Schriver’s Talk To 


Boston Life Underwriters 


Lester O. Schriver, president of the 
National Association of Life Underwrit. 
ers, addressed an audience of 600 mem- 
bers and guests when he spoke at the 
March meeting of the Boston Associa- 
tion of Life Underwriters, held at the 
Chamber of Commerce Building, on the 
twenty-fifth. 

His message to life insurance agents 
emphasized their opportunity to make q 
reality of the dream of brotherhood 
which has lagged so far behind the me. 
chanical and scientific progress of the 
world. Though we have advanced 
spectacularly in the things which make 
the world a neighborhood, said \; 
Schriver, we have stood still in develop- 
ing the art of living together. Modern 
invention and discovery have made 4 
neishborhood of the world. but thev have 
not made it a brotherhood. The life in- 
surance agent represents the only insti- 
tution which unites the mass of man- 
kind behind the individual. Life insyr- 
ance is the only thing that a man can 
buv on the instalment plan which his 
widow won't have to finish paying for. 

He paid a sincere tribute to the con- 
tribution of the life agent toward hy- 
man progress and snoke of the joy and 
satisfaction to be found in a useful life 
While life insurance selling cannot prom- 
ise to make a man rich or powerful, or 
prominent, said Mr. Schriver, it can 
promise the opportunity to live a useful 
life if a man gives it everything he has 
He told his audience that the current 
awareness of the need for social secur- 
ity, the enactment of legislation to pro- 
tect the economic security of the in- 
dividual, is a direct result of the work 
life insurance agents have been doing 
over the centurv which has seen the 
development of the life insurance idea 


NEW TEXAS APPOINTMENT 





State Mutual Life Makes Walter §. 
Symonds General Agent at San An- 
tonio; Second Agency in State 
_ In_ step with its expansion program 
in Texas, announced by State Mutual 
when it entered the state in January 
Walter S. Symonds has been appointed 
general agent in San Antonio. The ap 
pointment gives State Mutual two agen- 
cies in Texas, the first having been es- 

tablished in Dallas. 

Mr. Symonds began his insurance ex- 
perience in 1924 on a part-time basis for 
the Great Southern Life. In the inter- 
vening time he has been agent, secre- 
tary and agency manager and city man: 
ager, respectively, for three companies 
He was born in Atchison, Kan., and went 
to grammar school at Ramona, Okla; 
attended both Oklahoma and Harvard 
Universities. 

Prior to entering the life insurance 
business in 1924, Mr. Symonds had ex- 
tensive business experience. Five years 
were spent in extension work in the 
field for Texas A. & M. Collge, after 
which he was connected as secretary- 
manager for four years with a whole: 
sale firm. Following a period as bank 
president—a period which overlapped his 
first life insurance connection, Mr. 
Symonds started life insurance on a full 
time basis as agent for the Travelers. 





PRUDENTIAL DIRECTOR DEAD 

Douglas G. Thomson, a director of the 
Prudential, died late last week at his 
Englewood, N. J., home at the age of 
51 years. One of New Jersey’s most 
prominent political figures, Mr. Thomson 
had held several public offices and a 
the time of his passing he was a member 
of the New Jersey Republican Committee. 





HUFF AGENCY CONTEST 
The Perez Huff agency of the Bank- 
ers National Life in California has just 
finished an intra-agenc- contest which s 
to be followed by a dinner for the wit 


ners. 
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Iter §. INSURANCE IN FORCE BUSINESS IN 1935 (YEAR’S FIGURES) 
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a The Metropolitan is a mutual organization. Its assets are held for the benefit of its policyholders, 
member and any divisible surplus is returned to its policyholders in the form of dividends. 
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BUSINESS IN 1935 (DAILY AVERAGES) 
Life policies issued and revived per day 18,242 


oh Eh 


4 3 1438 183838 484 


Number of claims paid perday . . . 2,280 


Life insurance issued, revived and 
increased per day . . . . ~ $10,327,510.00 


9 2448 38 383848483 


CEERDSE ECECECELEL ELE 


i 
i 









































+ UNDERWRITER 


April 3, 193 








During the Pittsburgh Flood 


The Edward A. Woods Co., Equitable 
general agents, said to The Eastern Un- 
derwriter in describing flood conditions 
there: me | 

hroughout the entire territory of six- 
ty-two counties in western Peznnsvlva- 
nia, Ohio and West Virginia served by 
the Edward A. Woods Co., those coun- 
ties in which there was no flood disas- 
ter were visited at the same time with 
the greatest record of snowfall in their 
history. By 11 o’clock on the morning 
of Wednesday, March 18, it was obvious 
that the flood was reaching proportions 
Shortly afterwards 
tele- 


of a great disaster. 
the electric light 
phones went out and finally heat and 
water ceased, elevators stopped running. 
Pittsburgh’s mayor proclaimed a legal 
holiday and all employes and agents were 
urged to return home as promptly as 


system failed, 


possible. 

“The days immediately following were 
ones of hardship and distress. With 
guard lines surrounding the district in 
which the Frick Building, our headquar- 
ters, stands, it was impossible to reach 
the office for some time. On Thursday, 
day following the flood, Friday and Sat- 
urday, and the following Monday a few 
members of our organization got through 
to the Frick Building. 

“Our first concern was to contact dis- 
trict managers throughout the entire ter- 
ritory to determine what, if any, loss of 
life or property there might have been 
among our own representatives and em- 
ployes. Although there are more than 
700 Equitable agents and employes in this 
large district, there was no loss of life 
reported and small damage to homes. 
This being ascertained the Equitable and 
the E. A. Woods Co. advertised prompt 
service to policyholders and sufferers 
from the flood. As a matter of policy a 
special thirty-one days additional grace 
period was extended to all who were 
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Former Connecticut Commissioner Tells 
About Experiences and Troubles of 
a State Insurance Head 


An unusual Monday morning meeting 
was held by the C. B. Knight agency of 
the Union Central in New York this week 
when the agents were addressed by 
Howard P. Dunham, former insurance 
commissioner of Connecticut and now a 
vice-president of the American Surety 
Co. Col. Dunham, who is also the au- 
thor of a three-volume, 1,500 page au- 
thoritative work on “The Business of 
Insurance,” told the agents about the 
job of insurance commissioner as seen 
from the commissioner’s point of view. 
He told about the disturbing days when 
the loan value moratorium was put into 
effect and described “behind the scenes” 
activity of the commissioners of the va- 
rious states in getting uniform action. 





INTERNATIONAL CO. LEADERS 


Representatives from many countries 
head the production clubs of the Manu- 
facturers’ Life for this year. E. G. Davis 
of Chicago is president of the $200,000 
Club, and J. B. Tudhope, also of Chi- 
cago, is one vice-president, while J. Hern 
of South Africa is also a vice-president. 
The president of the $100,000 Club is 
S. Chatterjee of Calcutta, India, and the 
following are territorial vice-presidents: 


S. I. Martins, British Guiana; J. H. 
Rean, Calcutta, India; A. H. Graves, 
Saginaw, Mich. U. S. A.; G. M. B. 


Morton, Montreal, Que.; H. Emery, Lon- 
don, Ont., and W. G. Chapman, Bran- 
don, Man. 


unable to meet premium payments be- 
cause of floor conditions. 

“A skeleton crew was thrown into the 
office for several days and took care of 
death maturities, maturing endowments 
and policy loans in amounts of $200 or 
more. Fortunately, the Frick Building 
was one of the first in the city to regain 
heat, light and telephone service, and 
we opened for business on practically a 
normal basis Tuesday, March 24. As 
many of our friendly competitors in 
Pittsburgh were still without access to 
their quarters or they were untenantable 
for any length of time due to lack of 
heat, water and light, our offices were 
tendered to them to use until their own 
were habitable. As reports came in from 
our district managers scattered through- 
out various parts of our territory, it was 
obvious that Pittsburgh had suffered 
greatly but in no wise as disastrously as 
had Johnstown or Williamsport. Many 
of our producers did a magnificent job in 
assisting in Red Cross relief work, car- 
ing for families who were stricken. 

Agent With Boat Rescues 130 People 


“Frank Mardis, Johnstown, at one time 
housed nine families in his home, and 
John McCord, cashier’s department, Pitts- 
burgh, rescued more than 130 people in 
his boat. Our out-of-town units which 
were not badly affected by the flood re- 
sponded to the need for their support in 
marvelous fashion, Youngstown particu- 
larly, putting on a 100% campaign and 
each agent in that week of discourage- 
ment writing at least two applications. 
Our Meadville unit, under Manager C. 
M. Carter, staged a neighborhood cam- 
paign which, although hampered by the 
heavy snow, was thoroughly successful. 

“Office opening on March 24 brought 
a tremendous flood of mail. On that day 
alone 1,800 premium checks cleared our 
cashier’s department clerks. For the first 
few days the office resumed operations 
we worked from 8 o'clock a. m. to 6 
o’clock p. m. to catch up for lost time. 
Today things are going normally once 
more. 

“We are ending March with a better 
record in written cases than in the same 
month in 1935, and today are making 
plans for an April campaign which we 
believe will be a fine way to forget the 
troubles of the past by extending to our 
prospects the opportunity to buy a form 
of property which even floods do not 
destroy.” 











North American Reassurance Co, 


Lawrence W. Cathles, Pres. 
99 John Street, New York 
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CLEARY ADDRESSES WOMEN 

While continual talk about economic 
liabilities has beclouded the public 
vision, the country still has the raw ma- 
terials, the man power and the capital 
to work out of the latest economic up- 
heaval as it has come out of every other 
one, M. J. Cleary, president of the 
Northwestern Mutual Life, said as a 
speaker in a symposium conducted by 
the College Women’s Club of Milwaukee 
on “Women in Today’s Economic and 
Political Life.” President Cleary closed 
with this plea: “Let us maintain our 
splendid asset of self-support. Let us 
preserve the wholesome, healthy view- 
point that it is one’s job to provide for 
himself and his dependents if he has the 
opportunity and health. Being a kept 
man or woman, a ward of tke State, is no 
life, and it has no thrill. Sane, sound 
thinking is needed.” 





NEW CAMDEN MANAGER 
Leon H. Buckle has been appointed 
manager of the Camden, N. J., Ordinary 
agency of the Prudential. He has been 
manager of the life department of the 
Smith-Austermuhl Co. since its appoint- 
ment as manager for the Prudential in 

that territory on January 1, 1929, 





MINNEAPOLIS APPOINTMENT 

Charles J. Kelly, Jr., has been ap- 
pointed manager of the Prudential’s Or- 
dinary agency in Minneapolis. He was a 
partner in Merkle & Kelly, Prudential 
managers, Butte, Mont. 











The Key to a Larger Career 


and facilities. 











The Mutual Life Insurance Company ‘of New York’! 





as a Life Underwriter 


Is here in Greater New York for those who have the ability 
We know how to develop ability and we 
already have full organization facilities. 


Backed by nearly a half century of progress, this AGENCY 
continues to grow and offers an exceptional opportunity 
for men of vision and intelligence. 


A pleasant smile, a friendly greeting, courteous and efficient 
cooperation are characteristic of this Friendly Agency. 


William H. Kee, Manager 
The Mutual Life Insurance 
Co. of N. Y. 

16 Court Street, Brooklyn, N. Y. 
MAin 4-1525 








ACQUIRED BY OCCIDENTAL 

According to announcement released 
March 26 by President L. M. Giannini, 
the Occidental Life of California, a sub. 
sidiary of Transamerica Corporation, has 
acquired the life insurance business of 
Northwestern Life and Accident Insur- 
ance Company of Seattle, Wash. The 
report states that more than $2,500,000 of 
life insurance in force, together with 
full legal reserves, was involved in the 
transfer. This acquisition brings the Oc- 
cidental’s total life insurance in force to 
an amount in excess of $216,000,000. The 
Seattle company, which is  reinsuring 
only the life insurance portion of its 
business, will continue to write accident 
and health insurance, the announcement 
states. 





MILWAUKEE NOTES 


R. L. Kurtz, field director of the Equi- 
table Society at the home office, spent 
the past week in Milwaukee to conduct a 
five-day sales conference of Wisconsin 
agents under the direction of E. L. Car- 
son, agency manager for the territory. 

While in Milwaukee, Mr. Kurtz also 
was guest speaker at the March meet- 
ing of the Milwaukee Association of Life 
Underwriters, taking for his topic “The 
Selling Process.” 

President J. Norman Patterson, New 
England Mutual Life announced the ap- 
pointment of S. J. Stevenson, general 
agent, National Guardian Life of Madi- 
son, Wis., as chairman of the general 
committee in charge of the Milwaukee 
observance of National Life Insurance 


Week. 





WELCOME TO LIPSKY 

Louis Lipsky, president, Eastern Life 
of New York, who is an internationally 
prominent Zionist, was welcomed home 
from a trip abroad at an agency dinner 
Wednesday evening which was one 0 
the largest gatherings of this company. 
Harry Yarin, vice-president, was toast- 
master. 


PHOTOS BY AIR MAIL 
Pictures of the Northwestern National 
Life convention aboard the Statendam 
and at Nassau on Tuesday, March 4, 
were published in the Northwestern Na 
tional News on March 27. They were 

rushed to the News via air mail. 








FLOOD NEWS SUPPLEMENT 

A two page supplement in the March 
issue of the National Messenger, house 
organ of the National Life of Vermont, 
gives flood news from agencies of the 
company in stricken territories. ¢ 
home office at Montpelier suffered only 
through lack of mail facilities. 





F. H. DEVITT A FATHER 
Franklin H. Devitt, manager, Equila 
ble Society, New York, is the father 0 
a son, Michael Dornn Devitt, bom 
March 21. 
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R. P. Thierbach Addresses 
Northwestern U. Graduates 


When graduates of the Northwestern 
University salesmanship courses which 
are directed by B. F. Bills held a din- 
ner meeting and sales conclave recently 
at the Medinah Athletic Club in Chicago 
they heard Russell P. Thierbach, assist- 
wt director of agencies of the North- 
western Mutual Life, describe how the 
life insurance business developed “time- 
control” for the salesman. 

A. J. Johannsen, supervisor of the Ho- 
bart & Oates general agency for the 
Northwestern Mutual in Chicago, directs 
Northwestern’s life insurance course and 
invited general agents, managers and 
agents as guests. ; 

Explaining time control Mr. Thierbach 
said, “There is no place for boondog- 
gling in the life of a salesman.” He 
told how hundreds of men were under 
observation during the period from 1929 
to 1936 and these observations showed 
that those men who faithfully followed 
a plan for elimination of waste motion 
beat the depression; also that 25% extra 
time in work would often double pro- 
duction. 





THE PENNELL PROPELLER 





State Mutual Office Issuing New Bulle- 
tin With Philosophical Comments 
By General Agent 
Frank W. Pennell, general agent for 
the State Mutual Life of Worcester in 
New York City, is now writing a month- 
ly philosophical essay for his “Pennell 
Propeller,” new agency bulletin which 
appeared for the first time in March. 
Mr. Pennell is a former newspaper man 
and has contributed hundreds of articles 
to magazines and newspapers throughout 
the country, most of them dealing with 
nature, hunting and fishing. In addition 
to news about the agency the Propeller 
will carry the column, “F. W. P. Says—.” 
In his first issue he talks about the win- 
ter birds who struggle through the cold 
weather “with only a fluff of tiny feath- 
ers between them and an icy death,” 
and who put to shame man and his “in- 
ane vaporings, myself included, about the 
cold weather we have endured, of our 
sacrifice, of our courage, and our hard 
work and all the other banalities of 
which we make boast and _ self-adora- 

tion.” 





PALMER TALKS TO LAWYERS 

Ernest Palmer, Insurance Director of 
Illinois, urged members of the Chicago 
Life Insurance Lawyers club at the 
Union League Club, Chicago, recently 
to co-operate in building up prestige 
for the commonwealth through the 
enforcement of existing insurance laws 
which cover about one-third of the 
practices advocated in the insurance code 
which failed to pass as an entity. He 
deemed it important that the depart- 
ment’s insurance staff should be 
strengthened, if not doubled, at salaries 
attracting men qualified to match their 
ability with men anywhere. Palmer as- 
serted that “this is not a desire to build 
up useless boards, but a purpose to pro- 
vide a department able to serve insur- 
ance interests advantageously.” 





LOOKS LIKE FASHION BOOK 


Life Line, agency bulletin of the 
Charles J. Zimmerman agency, Connecti- 
cut Mutual, Newark, starts off like a 
fashion magazine this month. Spring 
clothes are being offered as prizes in the 
Production contest with the Paul San- 
born agency of the company in Boston. 





PRINT CONVENTION PAPER 


The Mutual Benefit Life is issuing 
with its publication the Pelican a con- 
vention bulletin, printed separately and 
a larger size, giving details of the 
coming convention at the Greenbrier, 
White Sulphur Springs. 











and now... 


THE 
GUARDIAN 
FAMILY INCOME 
MAINTENANCE 

PLAN 


- 








A new development in mod- 
ern life imsurance service 
which fills a real life insur- 
anee need and further 
strengthens the sales equip- 
ment of representatives of 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 
A Mutual Company Established 1860 


30 UNION SQUARE, NEW YORK CITY 


GUARDIAN OF AMERICAN FAMILIES FOR 76 YEARS 
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Clancy Connell Gives 
Pointers on Closing 


SEEFURTH TO SPEAK TODAY 


Lecture Course of N. Y. Life Under- 
writers Moves Into Final Phase; 


Closing Ended Part II 


An analysis of successful closing by 
Clancy D. Connell last week ended Part 
II of the course on selling sponsored by 
the Life Underwriters 
New York City. Part III on specialized 
selling starts this afternoon with an ad- 
Nathaniel Seefurth of Chicago 
Connell is 
New 


Association of 


dress by 
insurance. Mr. 
Mutual, 


on business 


general agent, Provident 


York. Some of his points were these: 
“A sale, a close, is based on confi- 
dence. In the sale there is no room 


for subierfuge ‘f we are to build confi- 


dence. A good psychology to practice 


is to review successful closes. If you 


fail to close, ask yourself: ‘Do I know 
than I did 


more about this man now 

before?’ Maybe in that interview you 
learned something that will help you 
close at another time. 


“Reduce the job of closing to its sim- 
plest terms: You want three things— 
the money, the signed application, the 
medical exam. At least three times dur- 
ing the interview ask him to be exam: 
ined. 

“I think there is a point in an inter- 
view where the best thing is not to say 
a word. Keep absolutely quiet. Your 
story is in, anything you may say will 
be repetitious, you may say the wrong 
thing.” 





HOME OFFICES AND C.L.U.’S 





Various Means of Assisting Candidates 
and Promoting Interest in Courses; 
American College Makes Survey 

The American College of Life Under- 
writers has made a survey of the means 
used by various home offices to stimu- 
late their agents to study and take the 
C.L.U. examinations. 

With respect to registration and exam- 
ination fees, seventeen of the seventy 
cooperating companies reported that they 
give financial assistance to agents who 
wish to obtain the C.L.U. designations. 
Thirty-four of the reporting companies 
have arranged for the purchase of text- 
books at a discount for their representa- 
tives while thirty-seven of the compa- 
nies provide a circulating library of the 
texts on the suggested reading list for 
the C.L.U. examinations. One company, 
in addition to paying the registration 
and examination fees, refunds the entire 
cost of the textbooks to the agent who 
successfully passes the examinations. The 
home office of another company supplies 
a library of the textbooks which are 
essential. 

Although it is not customary for com- 
panies to pay tuition fees of various 
courses in which their agents are en- 
rolled, many general agents have done 
so. Others have organized study groups 
for which instructional service has been 
provided without cost to the members. 
Twenty companies have arranged educa- 
tional programs which will lead those un- 
derwriters who aspire to render a pro- 
fessional service, to the ultimate goal 
of securing the C.L.U. designation. 





GERMAN 1935 FIGURES 
The German Union of Life Underwrit- 
ers publishes the following figures for 
1935: Fifty-eight companies who were 
members of the Union had 2,867,272 ordi- 
nary policies for RM _ 11,770,000,000 in 
force at the end of the year, including 
group insurance; in Industrial insurance 
(without group insurance) 9,414,121 poli- 
cies for 3,360,000,000 RM; _ Industrial 
group insurance 13,380 policies about 
1,910,000,000 RM, total RM _ 17,040,000,000 

as against 1934 RM 15,910,000,000. 











Kruh in Charge of New 


Continental-American Agcy. 


ROBERT KRUH 


The Continental-American has closed 
its agency at 26 Court Street, Brooklyn, 
Robert Kruh manager, and has opened 
an agency in the Herald Square Build- 
ing, 1350 Broadway, of which Mr. Kruh 
is manager. With him are associated 
Jack Botnik, supervisor of agents, and 
the agency personnel Mr. Kruh built in 
3rooklyn, including Jack Tyler, who led 
the company in Brooklyn. 

A graduate of New York University, 
where he also took the insurance course, 
Mr. Kruh went with the Equitable So- 
ciety as an agent and at the age of 21 
became an assistant manager of the Sam- 
uel Karsch agency, later going with the 
A. V. Ott agency. He became assistant 
manager of the Continental-American in 
Newark; then manager in the office the 
company opened about two years ago in 
Brooklvn. The Brooklyn agency did 
about $1,500,000 in production, having 
started from scratch. The second year 
showed a 237% increase in production 
over the first year. 





SUPERVISORS HEAR DOWD 

The Life Supervisors Association of 
New York had its April luncheon yes- 
terday with William G. Dowd, manager 
of the special and claims department of 
the Retail Credit Co., as the scheduled 
speaker on the subject of inspections. 


Financial Troubles of 
Phenix Life, Vienna 


ACTION BY AUSTRIAN CABINET 





Other Austrian Companies to Come to 
Assistance of Policyholders; Ber- 
liner Was Manager 
The 


leading companies on the continent of 


Phenix of Vienna, one of the 


Europe, is in financial difficulties. Its 
premium reserves show a very large de- 
ficiency and the situation has resulted in 
the Austrian cabinet taking action. 

\ New York Times correspondent says 
that a special tax on every insurance 
company operating in Austria will be 
imposed to make up the loss in the Phe- 
nix’s premium reserves. A general rz- 
form in Austrian insurance practices will 
result. Bonds will be issued by the Cen- 
tral Insurance Premium Reserve Fund 
which will be established. 

The irregularities have recently been 
discovered in the business methods of 
the Phenix when one of its managers, 
Wilhelm Berliner, one of the most fa- 
mous insurance men in Europe, died a 
few wecks ago. 

The financial distress of the company 
had many repercussions and resulted in 
one suicide, that of a Government repre- 
sentative. 


C. C. Rose Retires From 
Metropolitan; Cox Promoted 


After more than forty-three years with 
the company C. C. Rose, assistant secre- 
tary, Metropolitan Life, retired from ac- 
tive duty on April 1. His position as 
head of the investigation division will be 
filled by Kenneth Cox with the title of 
manager. 

Starting with the company as agent in 
New York West District, Mr. Rose 
earned promotions as assistant manager, 
inspector, head of the investigation di- 
vision, finally becoming a member of the 
official family. As assistant secretary he 
directed the activities of about 150 super- 
visors and inspectors in the investigation 
division. 

Since May, 1905, Mr. Cox has served in 
different positions in the field and home 
office, becoming assistant manager of the 
investigation division in January, 1930. 
He is well qualified to carry on the work 
of his predecessor. 








Superintendent of Insurance Louis H. 
Pink has revoked the life insurance 
agent’s license of William L. Abrams, 10 
Fiske Place, Mount Vernon, New York. 





DONALD C. KEANE G. A. 


TOM BRENNAN 





YESTERDAY 


TODAY 


TOMORROW 


-Organized Service- 
THE KEANE AGENCY 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 


CH 4-2384 225 WEST 34 STREET 


“MINUTE MEN” 


JACK FAIRWEATHER 


R. D. LICHTERMANN ASSOC. 


CHET LEROY 








EASTERN Li: 


INSURANCECo. 
of NEW YORK 
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Visit Our 
NEW HOME OFFICE 
at 
386 Fourth Avenue 
New York City 


“The Progressive Company with 
a Friendly Atmosphere 


Phone: LExington 2-5950-1-2-3.4 
SELELEL SEE SE SiS ES RR a 


CLEVELAND SALES CONGRESs 








Corinne V. Loomis on Program for 
Two Talks; Other Stars Listed; 
Playlet to be a Feature 
A woman, Miss Corinne V. Loomis 
of Boston, is down twice on the program 
for the sixteenth annual Northeastern 
Ohio sales congress which will be held 
in the Hotel Statler, Cleveland, tomor. 
row. The meeting is sponsored by the 
Cleveland Life Underwriters Association, 
Miss Loomis, who is associate general 
agent for the John Hancock, Boston, in 
charge of an outstanding group of women 
producers, will speak to the general ses- 
sion on “More Zest for Selling.” Later 
she will addréss the luncheon for 
women underwriters which is in charge 
of Miss Ethel M. Wood, Equitable of 

Iowa. 

Other speakers on the general pro- 
gram are Charles E. Hodgman, Mutual 
Benefit, Detroit; Alvin T. Haley, gen- 
eral agent, Massachusetts Mutual, 
Greensboro, N. C.; Julius M. Eisendrath, 
manager, Guardian Life, New York, and 
Lynn S. Broaddus, manager, Acacia Mu- 
tual Life, Chicago. 

Members of the Cleveland agency, 
Union Central, will present a one act 
playlet, produced by special arrangement 
with Olivia Orth, insurance dramatist. 
The cast includes Leonard H. Fletcher, 
Robert A. Elder, R. R. Kalbrunner and 
Harry J. Schaffer. 





POLICY AND OLD AGE RELIEF 
Public Welfare Commissioner Not to Be 
Reimbursed Directly From Proceeds 
of Policy on Death 
The claim a city has on insurance pro- 
ceeds of a policv matured by death of a 
person to whom it has given old age 
relief is not a claim which comes before 
all others but merely one of a number of 
preferential claims, according to the un- 
animous decision of the Appellate Divi- 
sion, First Part, New York. The law 
reads that if a person who has received 
relief and care at public expense leaves 
life insurance payable to the estate, not 
to a beneficiary, the welfare commis- 
sioner of the city has a preferred claim 
for the cost of such relief and care and 
for funeral expenses not to exceed $125. 

Hugh D. Smith had a $1,000 policy im 
the Mutual Life of New York. When 
he was given old age relief the bene- 
ficiary was changed to the estate at the 
request of the Public Welfare Depatt- 
ment so as to come under the statute 
mentioned above, which is Section 129 
of the Public Welfare Law. The public 
welfare commissioner of the City of New 
York sued the company on the grounds 
that his department should receive pay- 
ment directly before the proceeds were 
paid to the administrator of the estate 
but the court has held that the depart 
ment’s claim is one of a number of pre- 
ferred claims and that the proceeds 
should be paid first to the administrator 
and by him be distributed. 
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Karsch Tells Qualifications, 


Sources for 


A paper on the recruiting of new 
agents delivered by Samuel Karsch be- 
fore a recent meeting of the Equitable 
Society Board of Managers in New York 
was considered so good that extra copies 
were secured for all members of that 
group. Mr. Karsch is manager for the 
company at 393 Seventh Avenue, New 
York, and his agency is a leading one. 
Some points from his paper are these: 

“If we are not devoting at least 50% 
of our time, energy and ability towards 
recruiting new agents, then we will not 
have a sufficient number of applicants 
to select from. If the selection is right, 
supervision and training are easy. If 
the selection is wrong, no supervision 
or training can help. 

What to Look for in the Applicant 


“These requirements I find essential 
in the applicant whom we attempt to 


recruit into our business: Personality 
and appearance. Native ability to sell. 
Existing responsibilities. Character. 


Large circle of friends, social standing, 
membership in good standing of fraternal 
organizations. Conviction about life in- 
surance and its benefits—this can easily 
be ascertained by merely inquiring of the 
applicant how much insurance he carries 
on his own life and what the maximum 
amount was that he carried at any one 
time. 

“Besides these qualifications he must 
have ability to present a list of at least 
fifty names (prospects) with com- 
plete history—this is very important. 
Ability to give twelve references besides 
the three requested by the bonding com- 
pany—the bonding company wants three 
business references, I want twelve who 
are friends.” 


Where to Find Men Who Meet 


Requirements 


After listing and discussing each of 
these requirements—there are eight of 
them—Mr. Karsch gave sources for find- 
ing new men who measure up to them. 
The ten sources that he gave were these: 

“The first source for new men is our 
own files. Every agent writes to every 
one of his policyholders a letter which 
says in part ‘I have an opening in my 
organization for three men whom I am 
prepared to train for a permanent un- 
derwriting career.’ The policyholder may 
have just that need for a new connec- 
tion. 

“Secretaries of lodges and fraternal 
organizations are well-fitted to meet the 
requirements and through them contact 
can also be made for new organization 
in their lodges. The contacting heads 
of organizations know many men of 
character and ability. In the midst of 
the depression when many men were 
laid off, the proper contact man could 
easily secure lists of these employes with 
a view of recruiting a good number into 
our business. 

“Every manager has probably used the 
medium of want ad columns, situations 
wanted, business opportunities. If you 
continue it without discouragement you 








MAYOR OUTLIVES POLICY 


_ Jacob Fisher, former mayor of Hast- 
ings, Neb., born four years before the 
Mutual Life of New York began busi- 
ness and who is now ninety-seven years 
old, has received the face value of an 
Ordinary policy which he took out more 
than half a century ago. He has ex- 
ceeded the expectancy of the mortality 
tables and therefore the policy auto- 
matically becomes an endowment. For 
fifty-three years he has paid premiums 
Promptly and never borrowed a dime 
on cash or loan value. 


New Organization 


will get one man through this medium 
who will compensate you for months of 
effort you may have put in this direction. 


Some Other Sources 


“Letters to professional people select- 
ed from the red book or to your own 
acquaintances giving them an opportu- 
nity to favor a friend. Such a letter 
states in part, ‘You have during these 
times numerous men applyine for posi- 
tions with your company whom you can- 
not employ. We can fit this man suc- 
cessfully to a job. The biggest favor you 
can do this man is to help him get that 
job.’ 

“Other sources are high class employ- 
ment agencies; advertising—attractive 
and specific wording of ads is impor- 
tant; contacts with salesmen in shops 
and department stores; personal social 
circle and fraternal organizations; by 
keeping the old organization new organ- 
ization minded—in the final analysis this 
is the biggest and best source for new 
organization.” 


“ADVISER” LOSES CASE 





Took Half of Proceeds of Group Policy 
As Fee for Analyzing Contract; 
St. Louis Court Action 
Circuit Judge Granville Hogan of St. 
Louis has ordered rescinded a contract 
by which Emanuel E. Kauffman, self- 
styled insurance adviser, hoped to 
charge a fee of $1,000 for collecting 
$2,000 in life insurance that Mrs. Wini- 
fred Van Hee, City Hospital cook car- 
ried on her husband who died in Novem- 
ber, 1934. Under the terms of Judge 
Hogan’s ruling Kauffman will receive 
nothing for his alleged services but he 
will be permitted to retain $350 of the 
$2,000 to pay the fee of his attorney, 
Alvin A. Wolff, for ccllecting policy pro- 

ceeds from the Aetna Life. 

At the conclusion of the hearing con- 
ducted by Judge Hogan on March 16 he 
instructed attorneys for the St. Louis 
Bar Association’s Committee on the Un- 
authorized Practice of Law, which had 
interested itself in the Van Hee case, to 
draw up a decree in accordance with the 


petition. 
Prior to the death of her husband 
Mrs. Van Hee had visited Kauffman’s 


offices in the Louderman Building after 
reading his newspaper advertisements 
stating that he gave free advice on in- 


surance matters. She turned over a 
group policy in the Aetna which her hus- 
band had taken out through an oil com- 
pany by which he was employed. She 
claimed that Kauffman assured her he 
would be able to collect disability bene- 
fits for her husband. Later when her 
husband died she learned that she had 
signed a contract agreeing to pay Kauff- 
man 50% of any sum that he would col- 
lect under the policy. He did not testify 
at the hearing on March 16. 





BIG OREGON MEETING 

The fourth annual sales congress of 
the Life Underwriters Association of 
Portland brought together 500 life in- 
surance men and women from the key 
cities of Oregon. The long list of speak- 
ers included Grant Taggart of the Cali- 
fornia-Western States Life; Frederick 
Greenwood, manager Bank of California 
N.A.; George W. Schoeffel of the Ore- 
gon Mutual; Clyde H. Twiss, Metropoli- 
tan; Seth B. Thompson, Penn Mutual; 
Frank Kenin, Mutual Life of New York; 
Charles J. Frisbie, New England Mutual. 
The luncheon speaker was Lester O. 
Schriver, president National Association 
of Life Underwriters. At the Oregon 
Leaders” Banquet Noel A. Dew was 
chairman. 








Number Two of a 
series—giving facts 


about the Fidelity 





its senior in age. 
647,672. 
surplus amounted to $6,763,449. 


“What kind of a company is it?” 
about a company by prospective policyholders and agents is a perfectly 
natural question for anyone to ask. And we are rather proud of Fidelity’s 


answer. 


Founded in 1878, Fidelity Mutual is in its fifty-eighth year. 
therefore old enough to have weathered successfully the crucial tests of 


The Company Back of the Contract 


This question, so often asked 


It is 


war, pestilence and repeated economic upheaval. 


Its insurance in force of $356,720,129 measures it as larger than ninety 


per cent. of the companies operating in the United States. 
not so large as to have lost the friendly personal contact with its field 
organization which it values so highly. 


It is, however, 


In financial resources, Fidelity stands among companies many years 


On December 31, 1933, it had admitted assets of $106,- 
In addition to $2,030,444 set aside for dividends in 1936, the total 
During the six years of the depression 
policyholders and beneficiaries received $60,874,494 in addition to divi- 
dends of $15,122,397, and during those years Fidelity’s assets inereased by 
$17,691.316 and its surplus by $1,545,635. 


Fidelity operates on a 3% reserve basis, full level net premium, in 


thirty-nine states including New York and New England. 


Chief among the traditions of Fidelity management is the purpose 


Philadelphia 


to maintain its reputation as a friendly company, with the latch string 
always out for policyholders and agents alike. 


The Fidelity Mutual Life Insurance Company 


WALTER LEMAR TALBOT, PRESIDENT 











Page 12 





Agent, Actor and Engineer 








e——- 
— UNDERWRITER ae 


eat ae 


store 1 Sa 





—" 








Hubert Davis of Union Central Proves Versatility in Second 
Appearance Before New York Sales Congress; 
Came to America With Cable Co. 


In the professional theatre when a 
comedian turns serious actor it is always 
news: and it was news a few weeks ago 
at the New York Association Sales Con- 
when Hubert Davis of the Union 
Central, who has built up a sales con- 
eress reputation as a burlesquer of what 
agents should not do, delivered a 
serious mental attitude in 
closing the specialty sale. It was an ex- 
cellent address and contained many sug- 
presentation and 


gress 


good 


address on 


gestions for smooth 
selling 

It shouldn’t have been any surprise 
for him to speak so seriously. His own 
father died when he was eleven years 
old leaving a family of several sisters 
and brothers. $10,000 life insurance was 
made payable in a lump sum and it was 
soon gone That experience gave him 
an intense appreciation oft what life in- 
means and of the necessity for 


surancc 
deferred settlement options. 

Mr. Davis was born in Bristol, Eng- 
land. His father was Pool Field Davis 


who under the name Paul Weston trans- 
lated classic plays into English verse 
for such actors as Sir Henry Irving and 


Olga Nethersole Also he was the au- 
thorized translator of Chateaubriand’s 
books from the French. Many of his 


writings were published here in the Cen 
tury Magazine when that was edited by 
Richard Watson Gilder. 

\ brother of the father had been on 
board the Great Eastern when that 
steamship laid the Atlantic cable and he 
established the cable station at New- 
foundland. As they grew up Mr. Davis 
and most of his brothers went into the 
cable company Mr. Davis went to the 
company’s special training school for 
engineers. First experience was in the 
London office, then he was sent to Coun- 
ty Kerry in Ireland where at a bleak spot 
twelve miles from a town the cable 
dipped down into the Atlantic. 

He had no 


to America until one 


coming 
was or- 


intention of ever 
night he 


dered across. Here he served at Rock- 
away Beach, at Newfoundland and in 
Nova Scotia, points where the cables 


come out of the water. The Newfound- 
land station was a relay point in a deso 
late stretch almost up to Labrador. Dur- 
ing the World War he served there as 
a British reservist under army control. 

After the war he was made commercial 
manager at the New York office which 


change suddenly took him out of the 
technical field and put him in selling. 
He made good and learned how to dra- 


matize the use of the cable. He would 
go to a client and say “Let me be your 
cable manager for a day.” Then he 
would demonstrate what could be done, 
such as getting a message to London and 
a reply back within three-minutes. He 
married here and decided to stay per- 
manently. 

He was a member of a club of British- 


ers, another member being Robert J. 
Williams, then with the Union Central, 
now a manager in Toronto. Williams 
took Mr. Davis around to talk with C 
B. Knight. That was eleven years ago 
and Hubert Davis has been with the 


Knight agency since. 

Long an amateur actor, he started giv- 
ing a burlesque presentation of what 
agents should not do. Shown first to 
the Knight agency it was repeated be- 
fore other agencies and finally at the 
New York Sales Congress. He has given 
a number of skits at Union Central con- 


HEADS TORONTO C.L.U.’S 


A. E. Rundle, North American Life, 


has been elected president of the To- 
ronto Chapter, 
writers. 


Chartered Life Under- 


Nation-Wide 
HUBERT 


ventions. When pressure of business 
allows him time he appears with the 
famous Morningside Players of Colum- 
bia University. He has played leading 
roles in such dramas as “Bill of Divorce- 
ment,” and “Candida.” 

Mr. Davis writes most of the material 
for “Knight Life,” weekly bulletin of 
the agency, his collaborator being H. L. 
Clinkscales, who draws the cartoons. 


News 
DAVIS 


Service, Inc 





John Manss Becomes Partner 


Of Chas. J. Iredell, Cincinnati 

Vice-President Frank H. Davis an- 
nounces that Charles J. Iredell, general 
agent at Cincinnati, Penn Mutual, has 
been joined in partnership by John 
Manss, for several years connected with 
the agency, first as supervisor, and later 
as associate general agent. He joined 
the Florida agency of the company in 
1931, and, so excellent was his work, he 
was highly recommended to Mr. Iredell 
for a supervisor’s position. 

The name of Iredell is one of the old- 
est life insurance agency names in the 
country, and the oldest in the Penn Mu- 
tual organization. The agency was es- 
tablished in 1872, by J. W. Iredell, Jr., 
father of Charles J. Iredell, present gen- 
eral agent. The father’s tenure lasted 
until 1921, when he died, and was for 
forty-nine years. His Charles J., 
has since had charge of the agency. He 
joined the company in the Cincinnati 
Agency, forty-two years ago. 

An earlier Iredell was Robert, grand- 
father of Charles, who was postmaster 
at Norristown, Pa., for 27 years, and was 
a part-time representative of the Penn 
Mutual. 


son, 


McNULTY AGENCY PAPER 
Times Square Topics is the name of 
the monthly bulletin issued by the Times 
Square Agency, Prudential, of which 
John A. McNulty is manager. The agency 
is in the Paramount Building, 150) 
Broadway, New York, and the paper car- 
ries on the cover a picture of the squar« 
and the building. The March issue gave 
thoughts on the estate tax problem. 
JAMES M. WILLIAMS DEAD 
James M. Williams, for many years a 
supervisor of the Metropolitan, died in 
East Orange, N. J., last week. Born in 
Wales, he came to America with his 
father, Thomas L. Williams, who helped 
establish the Industrial department of 
the Metropolitan. 











thing of all these. 


ance salesman. 











THE AGENT 
“Knows Everything” 


The life insurance representative occupies a relationship to his 
client of peculiar confidence and trust. 


He is concerned as are the representatives of few businesses 
with the interests of the whole family. The doctor is familiar with the 
family ills, the lawyer with its disputes, the merchant with its wants, 
the minister with its faults. But the life insurance agent knows some- 
Habits, antecedents, physical condition, moral 
status and financial standing—all come under his scrutiny. Hence he 
often knows the needs of his clients better than they do themselves. 


This fact imposes a peculiar responsibility upon every life insur- 
Where the need of protection is greatest, often 
there is the greatest indifference. Because of his special knowledge 
and varied experience, the representative of life insurance is particu- 
larly qualified to overcome that indifference and point out the sim- 
plest and safest way of meeting the need. 


While serving as a benefactor to his fellow men, he himself 
receives the just recognition of his own industry. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


Head Office: 


ni sbi ica 


Montreal 
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Canadian Leaders Cal] 
Pattullo Plan Unsound 


PROVINCIAL HEALTH INSURANCE 





British Columbia Proposal Need 
arial Revision, Life Officers Ana” 
ciation Committee Believes 





_ Many of the most prominent lead 
in Canadian life insurance were the a 
ers of a protest against the unsoundnes. 
of the British Columbia provincia] olan 
of health insurance, the protest bein 
sent to Premier Pattullo last week. The 
message states that the insurance pis 
panies would sympathize with and sup 
port an actuarially sound plan of health 
insurance, which coverage is not Written 
commercially. 

The statement is signed by A H 
Beaton as president of the Canadian | ife 
Insurance Officers Association and = 
braces the views of the special Social 
insurance committee of that body which 
committee includes such prominent in- 
surance leaders and actuaries as Thomas 
Bradshaw, president of North American 
Life (chairman) ; Arthur B. Wood pres- 
ident, Sun Life; V. R. Smith, general 
manager, Confederation Life; J, p 
Craig, vice-president, Metropolitan : H.R 
Stephenson, general manager, Crown 
Life ; G. W. Geddes, general manager 
Northern Life; L. K. File, associate 
actuary, Canada Life. 

rhe statement condemns the provincial 
scheme as actuarially unsound and states 
its belief that in its present form the 
financial outcome of the plan is unpre- 
dictable. It urges the plan be placed on 
a definite basis so that actuarial reports 
could then be properly made which would 
enhance greatly its financial stability 
and the likelihood of its continue soly- 
ency” and to this end suggests a com- 
mittee of three competent actuaries be 
appointed, 


Canadian Superintendents 


To Meet in Quebec Aug. 25 


Che Association of Superintendents of 
Insurance of the Province of Canada will 
meet in Quebec City at the Chateau 
Frontenac August 25 to 28 of this year, 
according to an announcement by Hart- 
ley D. MeNairn, Ontario Superintendent 
and secretary of the association. The 
Superintendents’ convention will follow 
the conclusion of the Canadian Bar As- 
sociation meeting at Halifax the week 
previous. 

Important reports will be given by 
these committees: life, H. G. Garrett, 
chairman; fire, A. E. Fisher; automobile 
and standard forms, also uniform defini- 
tions and interpretations of underwriting 
powers of fire, marine and casualty in- 
surers, H. D. MecNairn; accident and 
sickness legislation, Charles Heath; cred- 
it and free insurance evils, B. A. Dugal; 
annual statement blanks, Charles Heath 
and Colin Campbell. 

B. A. Dugal, Quebec Superintendent of 
Insurance, is the president of the Can- 
adian association. 


PEORIA C.L.U.,S HEAR MILLER 
‘The Peoria Chapter of C.L.U.’s, one 
of the largest in the country in pro- 
portion to the number of agents in the 
city, heard Arthur E. Miller, president 
St. Louis Life Underwriters Association 
and of the Northwestern Mutual Life's 
C.L.U. Association, at its March meet- 
ing which was a smoker at the home of 
John H. Roth, Jr., vice-president of the 
Peoria Chapter. 





NEW WINDOW DISPLAYS 

Two new displays. in the large ground 
floor windows of: the: Equitable Society 
home office building advertise the com- 
pany booklets on Retirement Income and 
Educational policies. Greatly enlargeé, 
tinted photos form the center of the dis- 
plays. The window advertising has beet 
found to bring many requests for com 
booklets, 


pany 
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a 
ill 
und HEARD on the WAY 
-ANCE 
SS 
> Acty. caiaaen nz re . r 
ae Insurance men all over the country NORTHWESTERN 
are reading the very interesting articles ‘ 
about the Ethiopian War written by the — 
leaders only man connected with the insurance 
a business who has been at the front. The 
al a author is Kenneth Brown Collings of the 
eing Edward T. Wells agency, National Life 
cK The of Vermont, 117 Liberty Street, New 
7 com- York City. Mr. Collings is not only a 
dace j : 
health capable agent, but is a corking good 
Written magazine corre spondent. In the insur- 
ance business he has also attracted at- 
A, H. tention by his articles on aviation in- 
id Life surance. 
naka Mr. Collings returned from Ethiopia 
which some weeks ago. A picture of him in 
ent in- the market at Addis Ababa was printed 
homas in a recent article he wrote in Liberty 
eae and in the article he made some inter- 
enteral esting comments on the lions of the Em- ( ‘Oo . : : 4 : 
: D. peror. His paragraphs about the lions ntinuing their record ot continuous expan 
H.R follow : 1 | 
Hk : | $10n 5 ¢ 
Crow “The lion is the symbol of Ethiopian ion in new business, Northwestern Mutual agents 
ager, A . . ae es a tose oe > | al ; 
sociate met = Pans a ’ : 6 dl Kenneth Collings in the Market Place at experienced a production gain of 7.8% for the first 
full of the beasts behine 11s palace. Addis Ababa l | 
Vvincial They are valuable specimens, also fero- tl ? 7 “me months of this igen With the sara Maree of , 
states cine, 1¢ exception of a few chiefs in far-off sly 1 
‘m._ the “One night five of the lions got loose — ory ye that straight. No slight decrease - September, 1934, each of the past 
unpre- and started to tear things up generally, “Uuopian did. it was the Belgian com- 9) 3] 
ced on None of the guards dared to kill them = rs the — guard.” 26 months has shown winiisd business a oe 
“eports without special permission from the Em- . * r. Collings has been a New York | : 24 
would peror. His majesty was sleeping; the insurance man for about thirteen years the _— month of the ail ne 
ability household servants didn’t dare to wake and is also a transport and naval air 
> soly- him for a little thing like a few stray ~~ = twenty years’ experience. 
1 com- lions. While everybody argued the lions n I¥o9 he wrote an article, “The Hazard ' : ae —s —— 
‘ies be Miied a mule boy and chewed up another olberonagy ie. «vl in the Marine Corps a sapere Apes er eS 
os badly that he died the next day. The sazette debunking some of the a- l l P l l “ 
~ Aan p ora finally pabenese a id i —_ about air safety. The nea tae ing waite — months a entitled North- 
promptly issued the necessary order to his article was that pilot friends of his » : 
. promptly issued the necessary order to had expressed indignation that life in- western Mutual Marches On”. Throughout the 
25 ah ¢ machine cun—and | nearly surance companies should be skeptical n 1 ies < V1 tet 
e 5 Topped dead with surprise.” ‘The shoot about insuring aviators. His article has — 84 General Agencies are striving to better 
a ing was accurate; the lions were killed cen borne out in the experience of the | | | | | 
ied | whi's mim of thos last few years, “He also wrote on the their 5 year average for this period in lives and 
whew “The next day I made it my business ‘S2™¢ Su yect for The Eastern Under- J 
3-year, to find out who the unknown Boor neces writer and for the American Mercury. wee 
bes was. I didn’t think any Ethiopian—with Uncle Francis 
a : + 6b . ” ¢ . 
Th This “Army of Protection” has been furnished a 
ar As- | | 
“a nebiragan SectETY BATES | WHO'S BUYING Now most advanced type of coordinated field equipment, 
canna _Brokers, bankers and real estate offi- 1 1 
il se Asay a ed = Producers cials led all buyers of big ocliaion “ae and through this Campaign, field men have been 
a ear Boston Convention; month in total volume of 1 : 7 r 
aan : 1 ot insurance and < ys W077 ’ 
oobi ean agi Lake, N. ei ; _ — of — testa 70 accord- offered an organized program for utilizing this 
defini- po ation in that company will be !g to the monthly survey of the Lincoln l 
yriting = = year when the Equitable National Life. Physicians and surgeons — ae through personal application. 
— Society holds a svecial conference for were second in volume, followed y irl 
; e, followe sf re 
aa tt top + yewotai The $250,000 pro- Wholesale dealers. In the aden -’ Thus, the neil and es of 6 gem ee 
7 ucers and better will meet at the Ocez policies purchased, wholesale i 1 1 1 
an tt ean I ased, wholesale dealers tied levi l 
weer vg Hotel, Magnolia, Mass., on Septem- With the brokers, bankers and real ye organized for effective — achieving Field 
sc ber 19, 20 and 21. The dates are so tates officials for first place. Second Results 
arranged that those attending can stay place was held bv the physicians, sur- : 
a wer for the Convention of the National eons and insurance agents. 
Can- a8 — of Life Underwriters at Bos- —_—__——__—_ 
: e proere y 2 ed 
cially aitventine to a bie ae ee dongle egy eggs 
a g p . A group of officials from the home 
ER pay ya ar ey conference for office of the Penn Mutual Life, composed 
a York de oe ucers in the greater New ot E. Paul Huttinger, agency secretary; 
» one be | partment of the company will Franklin E. Heb, of the agency depart- z 
| ” oh onli Spring Lake, N. J., on Sep- ment, and Grover D. Davis es Mien of i Ne 
in_ the er 9,10 and 11. More than 700 ar the sales resez spiteeamh: tia [on 
sident seeped to attend this meeting. ny a ed « ee eee ‘ a Northwestern 
| io { I d s oO ~ wo- 
iation 5 a have been made at the Essex days’ advanced training course on in- futual 
Life's Sussex Hotel and the M surance f ) ' 
re ) Monmouth Ho- surance for the members of the Fred 
us 5 eae pth ee 1e Free LIFE INSURANCE COMPANY 
— ‘ ay cMillan agency of the company in yes 
————_—____— —_ at city ‘ ion Volla fslale 
of the ON FRATERNAL BOARD pits oe . 
ur miane £ 7 Ty Sea 
ae replace four members of the Okla- FRISBIE’S ST. LOUIS TALK 
eee crneerne insurance board, re- The Life Underwriters Associati f 
' , Gov -EW ; F ae ae 
} cently dl eh E. W. Marland re- St. Louis heard Charles J Frisbie. iT 
round it Cavin ene named T. Aus- them recently that “hard” eile is a 
ciel ‘nigh te * “ r <= affiliated with the sufficient for success in life insurance Th e f j 
pr nicht 0 wesist Dus ; Oscar L. W eich, Mr. Frisbie caiman Sor Of N ‘ e assets of the Northwestern Mutual, as reported to state insurance departments, now 
‘ on klahoma City, Shrine: W. R Welch. England 1 jee be a Sccntle Wash, never total a billion dollars—a great estate administered for the mutual welfare and protection 
“al ra es neient Order of t nited Work. worked Bore recor gy hag 3 as mace oobi of more than 600,000 policyholders with 3 billion 700 million of insurance in force. 
° an curity Benefit Rememco Muskogee, Se- in the business when he was a failure. 
been Jess G. Read > . vague Y emapacee pce Then he discovered that people who “un- 
pe retary of the b - 1 member and sec-_ selfed” themselves would be liked and 
oard. listened to by everybody. 
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Freid to Presidency 


AT NEW ENGLAND MUTUAL MEET 





Three-Day Conference in Florida Fa- 
vored by Sunny Skies; Catch 
Rattlesnake at Sea 





The General Agents Association of the 
New England Mutual Life in convention 
for three days last week at St. Peters- 
burg, Fla., elected Isadore Freid as pres- 
ident of the association. Mr. Freid is 
general agent in New York City with 
offices in the Lincoln Building, 60 East 
Forty-second Street. 

Regional vice-presidents of the asso- 
ciation are Edwin B. Thurman, Chicago; 
Frank M. See, St. Louis, and Albert E. 
Payton, Los Angeles. Secretary-treas- 
urer is Guy D. Randolph, Cincinnati. 
Earle W. Brailey of Cleveland is the re- 
tiring president. 

By some the meeting was considered 
one of the finest ever held. George Wil- 
lard Smith, president of the company, 
was a speaker at both the opening and 
closing sessions of the convention. Gen- 
‘eral agents on the program discussed 
sales methods, training and recruiting of 
new men and other agency problems. 
Three changes announced at the meet- 
ing were those in cash basis of the re- 
tirement annuity contract from 34%4% to 
3%, increase in rates on waiver of pre- 
mium and the issue of a new rate book 
containing all forms of policies and an- 
nuities. 

An unusual event of the convention 
was the capture of a live rattlesnake ten 
miles at sea by a group of general agents 
on a fishing party. The snake, a young 
one with two rattles, had evidently been 
swept out on the ebb tide. It was caught 
with a boathook and its neck broken. 
The captain claimed the body for bounty 
and the others displayed it to prove the 
almost incredible story. It was the larg- 
est,catch of the trip. The four consecu- 
tive days of sunshine which favored the 
convention were reported the first for 
that duration in St. Petersburg since No- 
vember. 


Arthur Y. Schoen Joins 
Wells Agency, National Life 


Arthur Y. Schoen has joined the Ed- 
gar T. Wells agency of the National 
Life of Vermont at 117 Liberty Street, 
New York, and will assist in its agency 
building program. 

Mr. Schoen entered the life insurance 
business in 1923 with the T. R. Fell 
Agency of the Massachusetts Mutual 
and remained there until September, 
1934, when he became organization man- 
ager for the John J. Gordon agency of 
the Home Life of New York. In addi- 
tion to his organization work Mr. Schoen 
is a large personal producer. He has 
spoken before several agency groups in 
the past few years on “Estate Planning,” 
“Auditing,” and “Client Building” and 
has written quite a few articles on these 
subjects. 


Agencies of the New England Mutual 
in New York, Brooklyn and Newark will 
hold an inter-agencies sales conference 
at the Yale Club, New York City, on 
April 24. George Willard Smith, presi- 
dent of the New England, and Leon Gil- 
bert Simon, an expert on business insur- 
ance, will be guest speakers. Others on 
the program will be selected from th« 
field force of the participating agencies. 


J. A. SPARGUR DEAD 
J. A. Spargur, manager home office 
agency, Bankers Life, Des Moines, and a 
familiar figure at last annual convention 
of National Association of Life Under- 
writers, died a few days ago at the age 
of 45. 


Union Central Appoints 


Benson Cincinnati Manager 


Judd C. Benson, formerly assistant su- 
perintendent of agencies, Union Central 
Life, became manager of the Cincinnati 
agency of the company on April 1. Mr. 
Benson succeeds the late Joseph P. De- 
vine. The appointment was announced 
by Vice-President Jerome Clark. 

One year after his graduation from the 
University of Kansas, 1922, Mr. Benson 
became an agent at Hutchinson, Kan. 
In his third year he paid for $500,000. 
In 1929 he transferred to the Union Cen- 
tral agency at Wichita later becoming 
assistant manager there. Eighteen 
months following he was appointed man- 
ager of the Kansas City agency and in 
1933 took charge of the entire state and 
part of Missouri. The first of this year 
he was elected assistant superintendent 
of agencies. 

As manager of the Cincinnati office he 
is in charge of the second largest agency 
in the company having $83,000,000 of in- 
surance in force and paying for upwards 
of $6,000,000 new business annually. 





JAMES M. HUGHES DEAD 


James M. Hughes, manager of the 
underwriting division, Union Central 
Life, died March 27 following a heart 
attack. He was 51. Mr. Hughes came 
to the company in 1914 as a statistical 
clerk. Later he became assistant chief 
of the office service division preparing 
statistical analyses of the business. In 
1930 he was made manager of the un- 
derwriting division. 
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SECURITY MUTUAL ASSETS UP 
President Frederick D. Russell Makes 
Report to Policyholders; Assets 
Total $20,822,382; Other Gains 
The forty-ninth annual report of the 
Security Mutual Life, Binghamton, N. 
Y., shows total assets of $20,822,382. 
Legal reserves total $18,829,011 and sur- 
plus and special contingency reserves are 
$481,986. In the asset column, cash in 
banks and home office totals $511,183, 
loans to policyholders $4,546,442 and first 

mortgage real estate loans $4,960,930. 

In a letter to policyholders Frederick 
D. Russell, new president of the com- 
pany, said: “The gross income for last 
year was more than $77,000 greater than 
for the previous year and the company’s 
admitted assets were increased by over 
$300,000. At the same time disburse- 
ments decreased over $330,000. Loans to 
our policyholders continued to decline 
during the past year. 





when he calls.” 








A NEW NATIONAL ADVERTISING CAMPAIGN 


Mutual Benefit men like the way the Company’s adver- 
tising for 1936 is opening doors for them. “You'll find 
our representatives capable advisers,” the advertisements 
say. “They can discuss any type of sound insurance. 
They can tell you of the Mutual Benefit’s strength, how 
it has paid a dividend for every one of its ninety-one 
years and that no other company has a more liberal 
record. Keep a door open for the Mutual Benefit man 


The 
MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


HOME OFFIGE> NEWABK+ NEW JERSEY 
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Two Home Life Producers 
Appointed Branch Managers 


The. Home Life of New York has pro- 
moted Reuben H. Reiffin, Paterson, N.] 
producer, to branch manager in charge 
of the Newark office and Charles 4 
Murphy, Jr., Providence, R. I, stiper- 
visor, to branch manager at the Proyj- 
dence office. 

Mr. Reiffin entered the business in 
February, 1934, in the Leo Minuskin 
agency, Home Life, Paterson. He ha 
been a banking and aviation executive 
and a corporation attorney. Within his 
first few months in the Paterson agency 
Mr. Reiffin qualified for membership in 
the President’s Club and in 1935 ranked 
second in the entire company in paid 
premiums. 

Mr. Murphy entered the life insurance 
business in 1930 immediately upon grad- 
uation from Providence College. He 
turned down several tempting offers to 
play big league baseball. He was ap- 
pointed supervisor in the Providence of- 
fice in August, 1935, following several 
years of successful production. 





ZIMMERMAN AGENCY DINNER 
Six 





General Insurance Agents Get 
“Night School” Diplomas; C. A. 

Ross Made Supervisor There 

Diplomas and trophies were awarded 
at the Charles J. Zimmerman agency 
dinner held in Newark Monday night 
by that office of the Connecticut Mu- 
tual. Six graduates of the “Zimmerman 
Night School” received diplomas. They 
are general insurance agents who have 
taken this special course to increase their 
activity in the life insurance field. 

Following the presentation of the d- 
plomas Peter M. Fraser, vice-president 
of the company, presented a_ trophy 
which the agency won for the best show- 
ing in paid for business for the last hall 
of 1935. About sixty-five guests attent- 
ed the dinner. 

Clarence A. Ross, a graduate of the 
Rutgers University and who while a 
college made several swimming records, 
has been made a supervisor of the Zim- 
merman agency. In 1934 he joined the 
Luther-Keffer agency in New York City 
for the Aetna Life. 

TWO NEW DIRECTORS 

Irving Seaman, secretary-treasurer 0! 
the Seaman Body Corp., and Robert F 
Carr, president of the Dearborn Chem 
cal Co., Chicago, have been elected trus- 
tees of the Northwestern Mutual Life 
Mr. Seaman has been a member of the 
company’s Examining Committee of Pol 
icyholders for the last two years. Mr 
Carr, also a director of Wilson & ( 
and of the Continental Illinois Bank & 
Trust, was a trustee of the Century 0 
Progress, member Chicago Board 0 
Education and president of the board 0! 
trustees University of Illinois. Frank & 
Bacon, president Cutler-Hammer, Ine 
Milwaukee, was placed on the exccuti' 
committee of the board. He is a semi! 
member of the board and also on the 
finance committee. 





Pointers, published by the John # 
Russell home office agency of the Pé 
cific Mutual Life in Los Angeles, 10 
has a department called “New Met 
Corner” containing items about recet! 
recruits. 
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EQUITABLE life income SETTLEMENTS 


FOR FAMILY PROTECTION 


EXAMPLE NO. 2 


An Ohio woman, grateful for the advice given by an Equitable representative twenty-one years ago 
when her husband’s life insurance became payable to her, now writes: 


THE Woman's City Clus 
AKRON, OHIO 


Le ui digs heswranedld 
pices 


f 1 ch rl. le frieslle, B Tae 
cdbudyfe ctihacy|g d 


hats be tad chess 








Thousands of life insurance beneficiaries have sung the praise of agents who put the policies in force. 
The letter reproduced above is typical of the gratitude which many of them feel toward the underwriter 
who preserves their insurance heritage by recommending a life income settlement. 








THE EQUITABLE LIFE ASSURANCE SOCIETY 


OF THE UNITED STATES 
THOMAS I. PARKINSON, President 393 SEVENTH AVENUE, NEW YORK 
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N. Y. Women Agents 
Plan Mass Meeting 
FOR INSURANCE WEEK WORK 
Need Additional Speakers for Women’s 
Clubs; Sara Frances Jones Sends 
Message 

Because of the need for a large group 
of women agents to contact women clubs 
and other organizations during Life In- 
surance Week in New York City Mrs. 
Kathryn Ford of the Myrick agency, 
Mutual Life, has sent out an open letter 
as an “S.O.S.” to the women agents of 
the city asking them to send in their 
names and addresses. A mass meeting 
will be held to discuss the women’s angle 
of Life Insurance Week. Prominent 
speakers will give special information in 
regard to Life Insurance Week relative 
to distribution of literature, making of 
contacts and generally strengthening 
their position as insurance women. 

Already quite a number of women’s 
organizations have asked for speakers 
during the special week. 

The mass meeting will be an invitation 
affair requiring tickets. Any woman 
agent who is interested may get a ticket 
of admission by writing to Mrs. Ford at 
46 Cedar Street. Mrs. Ford is a mem- 
bér of the women’s committee of the 
National Association of Life Underwrit- 
ers. 

Sara Frances Jones, who is chairman 
of the women agents’ committee of the 
National Association, wrote to Mrs. Ford 
in regard to the pronosed meeting here: 
“Of all people, women should be most 
interested in Insurance Week. It is of 
utmost importance that women be edu- 
cated as to the advantages to be derived 
from insurance. Insurance Week gives 
especially to women underwriters a great 
opportunity to take this message to other 
women.” 

NEW SYRACUSE MANAGER 
William E. Cunningham Appointed by 
Provident Mutual; Has Been With 
Company in Cincinnati 
William E. Cunningham became Syra- 
cuse manager for the Provident Mutual 
Life this week. The appointment was 
announced as of April 1 by Franklin C. 

Morss, manager of agencies. 

Mr. Cunningham has had sixteen years’ 
experience in the insurance business as 
agent, supervisor and manager and has 
recently been connected with the Cincin- 
nati office of the Provident. He is a 
native of the general territory of his 
appointment, having been born in Cale- 
donia, N. Y., and is a graduate of Col- 
gate Universitv. 

STONE ON WEST COAST 

For six to eight months Jason E. Stone, 
Jr., field assistant at State Mutual’s home 
office in Worcester, will use San Fran- 
cisco as a base from which to help West 
Coast General Agents of the company 
develop their territories in Portland 
Seattle, San Francisco and Los Angeles 
in addition to their district agencies 
operated in other cities. 





M. F. BRANCH PROMOTION 

V. H. Jenkins, vice-president of the 
Occidental Life of California, has an- 
nounced the promotion of M. F. Branch 
from the position of assistant branch 
manager of the home office agency to 
that of branch manager there filling the 
vacancy created by the recent promo- 
tion of I. C. Cunningham from southern 
California division and branch manager 
of the home office agency to the position 
of superintendent of agencies. 
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New German Book About 
American Insurance Ads 


DISCUSSES OUR “PROPAGANDA” 





Many Companies’ Messages Reproduced 
in Volume Issued in Munich; H. A. 
Krause Author 





In “The Propaganda of American In- 
surance Companies” a 136 page book re- 
cently published by the Vitalis Verlag 
of Munich many American insurance ad- 
vertisements and some advertising mate- 
rial are reproduced for German read- 
ers. Author of the book is H. A. Krause 
The title in German is “Die 
Amerikanischen Ver- 
The author 


takes several pages to explain why “prop- 


of Leipzig. 
Propaganda der 
sicherungs-Gesellschaften.” 


aganda” rather than advertising or pub- 
licity. 

A large number of American life 
company ads were selected by the editor 
to be reprinted. The Metropolitan Life, 
Union Central, Provident Mutual, North- 
western Mutual, Equitable Society, John 
Hancock, Bankers Life of Iowa, Penn 
Mutual and New York Life. Also cov- 
ers of the Metropolitan and Prudential 
policyholders magazines. The General 
American is mentioned. 

Property insurance messages include 
the Alliance of Philadelphia, Travelers, 
New Amsterdam, Maryland Casualty and 
Mutual Fire Alliance. Some of the ma- 
terial is booklets. 

In most cases a large number of each 
company’s ads is given. There are two 
of the Metropolitan’s direct selling ads 
and in another section of the book are 
three of the welfare messages. Seven 
half pages of the Equitable Society are 
shown. Each ad is accompanied by a 
translation of the text. One of the most 
famous insurance ad headlines ever writ- 
ten was “The Street of the Ten Thought- 
ful Fathers,” of the Equitable Society. 
It translates as “Die Strasse der zehn 
besorgten Familienvater.” 

“T’ll never let you down,” of the same 
company, involving a play on words con- 
cerning a father whose daughter is 
perched on his shoulder, requires a para- 
graph of explanation. The tower of the 
Metropolitan surrounded by the slogan, 
“The light that never fails,” is repro- 
duced separately. 


Temperamental Differences Important 


Most of the ads were taken from the 
Saturday Evening Post and the author 
spends some time discussing that pub- 
lication and whether or not it is true 
that “American advertising = Saturday 
Evening Post” is true, pointing out that 
this is the same as saying “German ad- 
vertising = Berliner Illustrierte Zeit- 
ung.” The period covered by the dis- 
cussion is the post-war period but most 
of the ads are from the past three or 
four years. 

In order to give proper perspective to 
the advertising material a brief descrip- 
tion of the American system of insur- 
ance selling, especially life, is given. Also 
the American temperament, so different 
from that of the German by nature, is 
discussed. One of the chapters is head- 
ed “A Psychological Study.” 

The book sells for 15 reichsmarks or 
about $3 at present exchange. 
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— HERE’S YOUR OPPORTUNITY — 


The Colonial Life Insurance Company 


— of America — 


— PUBLIC SERVANT SINCE 1897 — 


Operating in New Jersey—New York—Pennsylvania 
and Connecticut 


MAKE GOOD WITH A GOOD COMPANY 





a “4 
- 
} 


i= 2 a 


fadouannanae, 


vw" Uw tC 


\ 














Oar TT 


rer ee ee ee 


P. T. Aubin 


(Continued from Page 4) 
helpful. People begin asking for them 
early in December. If he sells one policy 
for $3,000 the cost is covered. 

Mr. Aubin said he frequently gives 
parties for his policyholders and at one 
time he had seventy policyholders at his 
house in a ten day period. He makes it 
a point to take part in community activi- 
ties and even acted in a community play. 
It’s just the old obligation method, he 
said. 

Concluding, Mr. Aubin said: “I have 
probably sold more automobiles, luggage, 
radios, jewelry, found more homes to 
rent, etc., for my clients than anyone in 
our agency. This has all been done in- 
directly of course. Several of my pol- 
icyholders have expressed a desire to 
live in the section where I have my home 
and I have always tried to get them 
located.” 








REPORTS 43% INCREASE 
A. C. Raines, north Texas district man- 
ager, Great Southern Life, speaking be- 
fore a company sales congress reported 
a 43% increase in the Wichita Falls dis- 
trict. Ford D. Albritton, sales director 
of the company, also spoke. 
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Looking 
Forward 


| 


During the year 1935 the Company 
consolidated much of its territory— 


standardized 


agency contracts— 


issued new policy forms and varioys 

; xi ' 
sales aids—secured 28% more paid 
for business and at less cost. 


Much always remains to be done, 
We want with us the type of men 
who enjoy creative work and the op. 


portunity and satisfaction that goes 
with it—a fine old company with brand 


new opportunities for good men. 
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Metal 


INSURANCE COMPANY 





Founded 1850 


654 Madison Avenue 


at 60th Street 


New York, N. Y. 








UNION CENTRAL CLASSES 





Four Home Office Employes Conduct 
Study Groups in Preparation for 
L.O.M.A. Institute Exams 
Four members of the home office staff 
of the Union Central Life who are as- 
sociates of the Life Office Management 
Association Institute are this spring con- 
ducting courses at the Union Central in 


preparation 


L.O.M.A. exams. 


Forty-one students are enrolled for the 


thirteen weeks’ course. 


are Robert 


3ernice 


The instructors 
Morgan, 


Karl Mattox and Roger W. Clark. 
Miss Morgan, farthest advanced in the 
Institute work, has completed her minor 
requirement and is preparing to fulfill 
the major qualifications leading to the 


Fellowship degree. 


The classes are de- 


signed to prepare students for the tests 
necessary to win the Institute’s certifi 
cate, first step toward the Fellowship. 


ILLINOIS ASS’N DATE 
The annual meeting and election of the 
Illinois Association of Life Underwriters 
will be held April 24 at the Leland Hotel, 


Springfield. 
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Connecticut General’s Miami Convention 
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Don’t Waste Time On Poor Risks, 
Advice of D. T. Smith; How He Works 


Every agent knows that both the med- 
ical and the underwriting departments 
today do their utmost to pass every case 
that possibly can be accented on a basis 
that is fair to the company, said Douglas 
T. Smith of the T. W. Russell agency, 
Hartford, in a talk on wasting time on 
poor risks given before the Connecticut 
General leaders’ convention in Miami last 
week. He urged the company’s repre- 
sentatives to send in all information, 
good and bad, and added that full in- 
formation often saved a case. 

Mr. Smith said he had had only a few 
rejections in the past four years because 
he has attempted to write only people 
who in his judgment were of high moral 
character and healthy in appearance. 

“The mere application means nothing,” 
said Mr. Smith, “unless the case is 
passed by the medical department; there- 
fore, in my discussions with any appli- 
cant on the first interview I always try 
to find out something about him from 
a medical standpoint. Unless he is per- 
fectly willing to tell me and if he has 
ever been turned down before for any 
reason there is no use in writing the 
application until the home office has been 
advised. 

“There are, of course, lots of cases 
that can be accepted today that were 
not acceptable five years ago but if they 
were rejected five years ago because of 
high blood pressure and a slight heart 
murmur, we might just as well forget 
about them and call on the man who is 
perfectly healthy.” 

He told of an agent who spent six 
months trying to close a case for $50,- 
000. The man finally became interested 
enough to say “The first thing I want 
to find out is can I really get the in- 
surance.” An inquiry blank brought the 
information that the applicant couldn’t 
get insurance in any company in the 
country, somethin~ the agent might have 
learned on first or second interview on 
inquiry about previous declinations. 

In handling large cases Mr. Smith ad- 
vised that if the prospect has been to a 


doctor for any trouble whatever it is a 
pretty good idea to get a statement from 
the family physician and send this to 
the medical department. He cited a case 
of his own involving a fairly large pre- 
mium in which he got a report from the 
family physician showing that the client 
had had some medical attention over the 
previous eight months but the report was 
so complete that the case was passed 
although on examination the condition 
was found to be not quite normal. 


A Non-Medical Angle 


“In regard to non-medical,” continued 
Mr. Smith, “it is perfectly ridiculous to 
give a man the impression that he can 
get insurance without an examination un- 
less we are absolutely sure that he is a 
good risk in every way. Should there be 
any ifs, ands or buts in our minds we 
should have the man examined imme- 
diately. We all make mistakes but in 
most cases we can pretty well size up 
a man. If he has clear, bright eyes; 
has been reasonably successful in his 
business, is not overweight and doesn’t 
go to see a doctor verv often, we have 
a far better chance of making money 
by writing him for insurance than we 
will if we go to see the fellow whose 
eyes are a bit bloodshot, who tells about 
the party he went on last night or who 
has changed his job two or three times 
during the past six years even though he 
may go to his doctor for a regular check- 
up every six months. 

“We all know, or we all should know, 
that the more information we can give 
the company in regard to an applicant 
the easier it will be to get our cases by. 
If we can submit information in regard 
to his business standing, his credit stand- 
ing at the bank, the reason for his taking 
the insurance, his gerieral position in the 
community and any medical information, 
favorable or unfavorable, our policies will 
reach us much earlier and there will be 
less correspondence. We will save a 
lot of time and time in our business is 
worth money.” 


Building Up Prestige Interviews In 
Higher Brackets of Estate Analysis 


The successful conduct of what might 
be called a “prestige interview” comes 
down to the simple fact of making the 
prospect want to do business with the 
agent, is the way J. S. Mason of the 
Yungman agency, Pittsburgh, summar- 
ized in a talk before the Connecticut 
General convention at Miami last week 
some keen observations drawn from his 
experience in estate analysis. Roughly, 
all life insurance selling might be di- 
vided into two classes—the package sale 
and estate planning, he said. He uses 
the estate planning method on prospects 
who own sufficient property and life in- 
surance to bring them within the taxing 
sphere of the Federal government. The 
higher the estate tax brackets the better. 

It is Mr. Mason’s opinion that ninety- 
seven out of every 100 persons the agent 
calls on need more life insurance; ninety- 
eight out of 100 have their affairs in a 
terrible mess and don’t know it; and 
ninety-nine out of 100—including a large 
percentage of underwriters—don’t know 
what to do about it, given all the facts. 
There is a tremendously profitable mar- 
ket here if the agent has a specific ap- 
proach to the individuals in it, he said. 
The general plan of attack he gave as: 
demonstrate the mess, show the prospect 
how to improve the situation without 
spending any money, using only what he 





now has; prove the need for the pur- 
chase of insurance. 


Must Know His Subject 


“The average man in this business 
would not know what to do with a com- 
plete set of facts about an estate if he 
had them,” said Mr. Mason. “He can- 
not conceive why the prospect should 
disclose the most intimate details of his 
financial and fami!-- picture merely for 
the purpose of allowing the agent to hunt 
around for some excuse to sell him a life 
insurance policy. That is rightly so. The 
agent may have contacts, be able to get 
favorable interviews, may be totally un- 
afraid to approach businessmen and have 
the ability to sell any good idea which 
he understands and believes in, but if he 
lacks a working knowledge of his subject 
on this plan of operation he is unable to 
do the one thing which must be done 
before he or anyone else could expect the 
client to open up. That is, give the pros- 
pect a selfish reason why he should. If 
you can convince the prospective client 
that you are thoroughly reliable and that 
you know all the answers relating to 
income taxes, gift taxes and succession 
taxes as they pertain to his individual 
problem, you can’t hold him back.” 

After qualifying a Class A prospect, 
that is, one whom he knows has con- 


UNDERWRITER 


siderable property, a large income and 
reasons for being concerned about the 
shrinkage that is bound to occur in his 
estate under present laws, Mr. Mason 
said he obtains an interview under favor- 
able circumstances through a reference 
from a client or mutual friend. In most 
cases it is necessary to get the pros- 
pect’s attention quickly bv some such 
remark as this: “Do you know the ter- 
rific inroads the government will make 
on your estate at your death through 
unnecessary taxation and extra adminis- 
tration costs?” The answer in general 
gives a guide that will help attain the 
first objective, namely, to sell himself to 
the prospect in no uncertain terms. 
Brings Objection Into the Open 


Mr. Mason said that he knows from 
experience that in the back of the pros- 
pect’s mind he is thinking somewhat 
along these lines. “How can this bird 
know more about my problem than my 
attorney, my trust officer or my financial 
advisor ?” The prospect may be too much 
of a gentleman to say it so Mr. Mason 
tries to bring that objection into the open 
by showing how the problem is ap- 
proached from a different angle than 
that of any of the experts he has pre- 
viously consulted. The average estate 
is built over a period of years through 
the whole range from school, job, mar- 
riage, children, home, life insurance, etc. 

Putting Questions to Prospect 

As the next step Mr. Mason might 
say to the prospect: 

“What forces are working to under- 
mine your estate? Taxes most certainly 
constitute one menace. What can you 
do to hedge?” 

“Have you taken advantage of the Fed- 
eral gift tax exemptions to which all in- 
dividuals are entitled?” Tax saving de- 
mands holdings in as many separate tax- 
able entities as possible to get out of 
confiscatory brackets. 

“Have you capitalized on the income 
tax savings that may accrue to you un- 
der certain circumstances?” 

If the prospect is a large stockholder 
and officer in a close corporation some 
reference to the improper accumulation 
of surplus clause in the revenue act or 


a 


the government’s attitude towards yp. 
divided surplus will usually make him 
talk. 

If he has a trust-will or has established 
irrevocable trusts of one kind or another 
a remark about the contemplation of 
death clause will usually get a response 

“You will note,” commented Mr, Ma. 
son, “that the word ‘insurance’ has not 
been mentioned. If you can get over to 
him the fact that the charges against his 
executors are a first mortgage lien on 
all the prime assets in the estate pay- 
able in cash at an uncertain time; that 
his liabilities never shrink but his assets 
always do, you can be certain of his 
attention.” 

Concluding his talk, Mr. Mason said, 
“My primary objective in asking these 
questions is to make him talk, giving no 
specific information about his own prob- 
lem during the preliminary interview but 
selling him on the idea that no matter 
what moves he has made in the past it 
will be to his advantage to let me review 
his set-up. I have yet to find an estate 
arangement that could not be vastly im- 
proved. 


Final Steps 


“There is no good reason why the 
prospect should not let me do this work. 
I have helped others. I am sure I can 
help him. It costs him nothing for, after 
all, he is the only one in the final analy- 
sis that can make any decision relative 
to the rearrangement of his estate but 
in order to make an intelligent one he 
must know all the facts. This point is 
stressed strongly because any move he 
makes has a direct bearing on his whole 
picture and blind recommendations are 
almost sure to penalize him during his 
lifetime of his heirs after his death. 

“A questionnaire is brought into the 
discussion at this point and filled out if 
possible. A written proposal is prepared 
and it does three things—it enables me 
to find the solution of the prospect's 
problem away from the firing line; it 
gives the so-called sales edge when and 
where it does the most good; it carries 
the prospect down to a logical conclusion 
and if properly prepared should make 
him want to do something about it.” 





How Time Book Can Be Used 


To Raise Per Hour Earnings 


How a persistently kept time book 
helped materially in raising his per hour 
earnings was told to the Connecticut 
General convention at Miami last week 
by F. M. Exline of Charleston, W. Va. 
Although in the life insurance business 
only a short time, he qualified for this 
convention. 

In telling of his experience Mr. Exline 
said, “Using the time book I have learned 
that during the last eisht months I have 
worked a total of 1,772 hours or nine 
hours a day for twenty-five days in each 
mouth with an average earning of $2.60 
per hour. My time books tells me that 
my per hour earnings ran from $1.11 in 
July to $6.73 in January and that June, 
August, October and January were my 
best months. Then I examine my ac- 
complishments for those months, find out 
just what kind of business I secured that 
increased my earnings how that business 
originated and what strategy and tactics 
were used to close it. Records are of 
value chiefly to help us avoid the mis- 
takes of the past and profit by the ex- 
perienced gained. Care should be taken 
to record only information that will be 
helpful otherwise a lot of ink and paper 
will accumulate.” 

Mr. Exline said he keeps prospect 
cards aphabetically for those he hopes 
to sell and those already sold, also a 
monthly and thirty-one day subdivision 
where cards specifically scheduled are 
kept. He briefly records data and events 
on every card. At the close of the day 
he charts his program for the next day, 
usually having from eight to fifteen cards 


GOLF WINNERS 


The golf tournament held in connec- 
tion with the Connecticut General’s Mi- 
ami convention last week was in charge 
of the following committee: G. C. Capen, 
chairman; J. L. Ritch, R. K. Metcalf, 
R. E. Larkin. The tournament was 
played in three handicap divisions with 
a lucky number winner as well as for 
low net in each division. Following were 
the winners: 

; ee gross, Howell Gilbert, Grand Rap- 
ids. 

First division low net, H. L. McGrath, 
Sy -ngueaaaa Lucky number, C. R. Pixler, 
urie. 

Second division low net, Frank J. Jack- 
son, New York. Lucky number, B. B. 
Harrison, New York. 

Third division low net, Walter Hud- 
son, New York. Lucky number, E. L. 
Smith, Los Angeles. 





W. G. GASTIL’S DEFINITION 


The most important problem confront- 
ing the man with dependents is mainte- 
nance of the source of income, W. G. 
Gastil, manager of Los Angeles, told 
Connecticut General fieldmen at_ their 
Miami convention last week. Life in- 
surance, he said, is a scientifically de- 
vised method of maintenance of the 
source of income. 





in hand. He schedules appointments and 
usually gets to see from 50% to 75% of 
the persons he has cards for. When he 
comes in at night he records in the time 
book the events of the day and makes 
prospect cards for persons newly con- 
tacted. 
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Even the Small Estate May Be 
Programmed, Says E. B. Stringham 


Even the small insurance estate can 
be programmed and there are advan- 
tages in doing this although the set-up 
will necessarily be quite simple, in the 
opinion of E. B. Stringham, 2nd, of the 
Albany agency of the Connecticut Gen- 
eral, who discussed this subject before 
the Miami convention of that company 
last week. 

“It is my firm belief that no insurance 
should be sold without a program wheth- 
er it is for $1,000 or $100,000,” said Mr. 
Stringham. “There must be a reason 
for the purchase and without a plan or 
program there can be no reason. Insur- 
ance will be bought in much larger 
amounts if sold to fulfill a particular 
and definite need. Now the question 
arises as to how you can program for a 
man with a small insurance estate. For 
example, a man with $1,000 of insurance, 
a wife and two children and not earning 
much money. True, there can be no 
elaborate program drawn up here, but if 
you go to that man with the idea of 
continuing one-half of his income, or $50 
per month for two, three, or five years, 
in case he should die, it will be much 
easier to sell him that plan than a $1,000 
or $2,000 additional insurance. If he is 
to leave $50 per month to his wife for 
two years it would necessitate the pur- 
chase of $1,160 of insurance. If you told 
him that he should buy $1,160 insurance 
he might want to know why the odd 
amount. The best way is to say that 
to continue one-half of his salary, or 
$50 a month for two years, will cost him 
only whatever the particular contract 
calls for. And you increase the policy 
by $160; an increase in premium and 
earnings. Not much on one case but 
over a period of a year all cases to- 
gether show a substantial increase in to- 
tal volume and premiums. You have done 
just as good as job for that man and 
you should feel just as good about it as 
if you had worked out a complicated set 


of trust agreements entailing family 
maintenance, educational agreements, 
emergency fund, etc. for a man with 
$50,000 or $75,000 insurance estate.” 

Mr. Stringham then cited a case of a 
man Age 38 with a wife 34 and a daugh- 
ter 3. He already had $12,000—$7,C00 
Ordinary life, $5,000 income at Age 60. 
The idea was to work out an income for 
dependents. In case of death before Oc- 
tober 28, 1955, his wife will have an in- 
come of $125 per month until that date 
and the privilege of withdrawing $500 per 
year from the emergency fund but not 
to withdraw over $4,000. After October 
28, 1955, his wife will have a guaranteed 
income, using interest only, of $50 per 
month, or using principal and interest 
of $99.20 per month for life—at least 
240 payments guaranteed. In case the 
applicant should survive Age 65 he will 
have an income of $191 per month for 
life, or approximately $152.79 per month 
as long as either he or his wife shall 
live. In addition, there will still be $5,- 
000 to take care of any final expenses. 

“As for program selling,” said Mr. 
Stringham, “all who have used it have 
found it more effective because the pur- 
chaser is not buying insurance but is 
buying something to cover a definite and 
specific need. Usuall-- we are not defi- 
nite and specific enough. This plan elim- 
inates competition of two kinds. First, 
competition of other companies because 
he is not buying net cost, dividends and 
cash values; and secondly, competition 
with himself to out you off until next 
time. That is the worst competition we 
have. Program selling is very effective 
in closing because the man has definitely 
committed himself as to his hopes and 
plans for the future and also as to the 
amount of what he can spend. Lastly, 
programming leads to a higher persist- 
ency of business because it is part of a 
man’s program and future and not an 
insurance policy.” 


Raising Production By Proper 
Work Habits, Told By R. C. Bevan 


One of the hits at the Connecticut 
General convention at Miami last week 
was made by R. C. Bevan of the Mason 
agency, Providence, a former profession- 


al of the stage who has been in the 
life insurance business for about three 
and a half years. He considerably en- 
livened the session Wednesday morning 
with a running fire of humorous com- 
ment interpolated in a serious and in- 
formative talk on work habits. When 
not qualifying for conventions himself he 
handles the brokerage business of the 
Mason agency. 

Discussing his methods, Mr. Bevan 
said: “I take all the prospects I hope to 
do business with for the coming month, 
write their names on a slip of paper and 
opposite the name put down the amount 
and type of insurance I think they are 
able to buy. If I have for the year a 
quota of, say, $250,000 paid for business 
I must have each month at least fifty 
qualified prospects with the buying pow- 
er of $125,000, or for the entire year 
600 qualified prospects with the buying 
power of $1,500,000. If I follow this for- 
mula each month in the year I will make 
my quota of $250,000 paid for business 
as one-sixth of the $1,500,000 will fol- 
low. This has been proven by a two 
years’ analysis of my work habits 
through time control.” 

Turning to another phase of his work 
Mr. Bevan continued, “An idea that has 





worked out very favorably for me in an 
effort to increase personal efficiency has 
been the use of mv lunch hour. I seldom 
eat alone. I should say that four days 
out of a week I have lunch with pros- 
pects with the understanding that after 
we are through eating we are to go to 
my office. Now, if he allows me to pay 
for the lunch he buys! But if he wants 
to pay for his own check—well, there is 
a battle ahead; and if he pays for mine, 
I’m sunk! I find on analysis that 95% 
of the men who allow me to pay for 
their lunch buy from me.” 

Mr. Bevan said that he associated him- 
self with organizations employing a large 
number of men. Here he had the op- 
portunity to make a sale in the least 
amount of time. Wherever possible he 
had a higher officer—the higher the bet- 
ter—introduce him to men in the organi- 
zation. In this way he could go right 
down the line. He used selectivity by 
trying to contact especially the Grade A 
prospect, that is, according to the for- 
mula, those who earn 100 times their 
age per year. 

“T find that success is made up of 
the little things we do,” said Mr. Bevan 
in conclusion. “If we are to reach a 
higher ceiling both in income and pro- 
duction it can only be reached through 
self-organization, the ability we manifest 
to make ourselves do things; the su- 
preme power of conviction with the will 
to carry through.” 


Prospect Inventory Takes 
Only Five Minutes Daily 


Successful prospecting is 80% of the 
agent’s job and the only way to keep 
a full supply of prospects is to have a 
formula for securing raw material, Ward 
Fitzpatrick of the Los Angeles agency 
told the Connecticut General convention 
in Miami last week in a paper read to 
the meeting by R. M. Greathouse be- 
cause Mr. Fitzpatrick had a cold accom- 
panied by throat irritation. Most agents 
are not making enough contacts but just 
hit-or-miss calls will not do. Prospects 
should stand the test of quality. Mr. 
Fitzpatrick suggested that the agent 
gather all the information possible and 
if the prospect didn’t measure up to 
standards set by the agent he should 
tear the card up. 

Mr. Fitzpatrick described the record 
system kept in his agency. This is a 
prospect inventory four columns wide 
and thirty-six inches long. In the first 
column the agent puts down on the first 
of each month thirty-six new names of 
persons who measure up to the require- 
ments according to the system of pros- 
pecting used. As the agent calls on 
these people he either tears up the cards 
or moves the names over to the next col- 
umn which means thev are persons he 
expects to sell this month. “In putting 
names in this column,” said Mr. Fitzpat- 
rick, “be honest with yourself. Don’t put 
them there unless you mean it. The next 
column is ‘business forwarded.’ Bogus 
applications are as valueless as stage 
money. If you haven’t a_ reasonable 
chance of the business being issued don’t 
send it in. The last column is ‘business 
paid for.’ 

“Five minutes spent with this prospect 
inventory every morning should indicate 
plenty of places to go during the day. 
It gives you a periodical check-up on all 
your good prospects that have been 
brought up to the closing point. Mean- 
while, the first column should be kept 
full of names beyond your capacity to 
work.” 





OLIVIA ORTH’S NEW PLAY HIT 

Miss Olivia Orth of Milwaukee, insur- 
ance dramatist who has written and pro- 
duced plays for a great many insurance 
conventions and sales conferences, pre- 
pared and directed especially for the 
Connecticut General’s Miami convention 
the play “I Want A Salesman,” which 
was cast by Miss Orth from personnel 
of the T. G. Murrell agency, New York 
City. This was a distinct hit. It tells 
the story of a cracker company with 
dwindling sales, opening with the presi- 
dent of the company surrounded by his 
star sales advisors all hopelessly at the 
end of their rope for a new idea that will 
stimulate sales of crackers. The presi- 
dent jumps them with a pointed warning 
to come back after lunch with a plan. 
They all leave but the handsome young 
sales manager who hopes to marry the 
boss’ secretarv. In comes a life insurance 
agent who is so full of ideas that he 
practically closes the sales manager and 
leaves with him a swell plan for selling 
more crackers which saves his job and 
you can practically hear the wedding 
bells as the curtain falls. It’s the Pul- 
itzer of life insurance playlets. 





HAY LANGENHEIM’S SONG 
Hay Langenheim of Los Angeles wrote 
a song for the occasion which was sung 
by a score of men and women of the 
California group led by Hay himself to 
the accompaniment of guitar and man- 
dolin. It was presented with excellent 


effect at the opening of the last session 
Friday morning as a tribute to Miami 
from California. 





Must Talk Their Language 
To Reach Quality Prospects 


You have to talk the language of the 
quality prospect and that language j, 
dollars, H. K. Nickell of the Chicag 
agency of the Connecticut Genera] told 
the Miami convention of the company 
last week. He goes after the Grade A 
prospects—those with an annual income 
100 times their age—and leaves the B’s 
and C’s for his competitors. It is nec- 
essary in order to interest this type 
of prospect to know something about 
accumulation and also distribution which 


involves taxes, estates, and all p 
financial matters. On the other pope 
this matter of cultivating quality pros. 
pects, he said, was the character and 
personality of the agent. Character 
lights the way, it reflects your person- 
ality which should typify happiness and 
success. Life is not a one-way street: 
you get as you give and the agent who 
means to achieve his goal must pave 
the way with service. 





CASTS OF PLAYS 

The two plays produced at the Con- 
necticut General meeting under the di- 
rection of Olivia Orth were cast from 
personnel identified with the agencies of 
T. G. Murrell, New York, and S, F 
Smith, Philadelphia, and they all did ex- 
cellent work displaying considerable tal- 
ent. The Murrell agency furnished the 
cast for “I Want a Salesman” which was 
composed of the following: 

_ Earl B. McKnight, Blake B. Harrison, 
Sadler Hayes, Charles Edwards, Philip 
B. Holmes and Mrs. Russell E. Larkin. 
_ The Smith agency supplied the follow- 
ing cast for “What Every Woman 
Doesn’t Know,” Mrs. Giles M. Johnson, 
Fred T. Jordan, Wales S. Dixon, Mrs. 
Richard T. Odiorne, Miss Lorrene Mc- 
Clure and Mrs. Henry G. Pickard. 





MURRELL’S SALES TALK STORY 

T. G. Murrell, head of the Murrell 
agency of the Connecticut General in 
New York City who was one of the 
speakers at the Miam‘ convention of the 
company last week, was credited with 
telling the best story to date on the 
“canned” sales talk. There was a new 
agent who carefully memorized verbatim 
the agency sales talk and when he had 
mastered it went out to make his first 
call. He came back shortly afterward, 
walked into the manager’s office, threw 
down his rate book and said, “I quit!” 
“What’s the matter?” asked the mana- 
ger. “The prospect didn’t know the right 
answers.” said the agent. 





GROUP PLAN FOR FIELD 


On May 1 the Connecticut General will 
put in force a group insurance plan for 
the field force which is intended to be 
the first step in a more comprehensive 
group system that has not been fully 
worked out because of practical and le- 
gal problems. This will provide group 
insurance of $500 for men over Age 6 
and $1,000 for men under Age 65. The 
qualifications will be based on honor roll 
records. 





HEAR BUSSE-BORDEN “HO-HUM” 

Dr. Alvin C. Busse and Dr. Richard 
C. Borden, the New York University 
professors who have become well know! 
to life insurance gatherings, put on their 
“Ho Hum” demonstration to an apprecia- 
tive audience at the convention. Those 
who have heard the professors more 
than once agree that the repeat per 
formances are just as interesting 4” 
effective as the original view. 
















J UNDERWRITER 


CONNECTICUT GENERAL’S MIAMI CONVENTION 
Photos By W. L. Hadley 


Ot MOA ELS 


related 
Side of 
Y pros- 
ter and 
haracter 
person- 
ess and 
Street: 
ent who 
St pave 





st from 
ncies of 


arrison, 
,_ Philip 
Larkin. 
follow- 
Woman 





ral will 
lan for 

to be 
hensive 
n fully 
and le- 

group 
Age 65 
. The 
nor roll 





THE EASTERN 
UNDERWRITER 
Sierra ee 


CONNECTICUT GENERAL’S MIAMI CONVENTION 
Photos By W. L. Hadley 


























CONNECTICUT GENERAL’S MIAMI CONVENTION 
Photos By W. L. Hadley 











Page 24 







—s 


THE EASTERN 





Human I[Intere-vt Jj 


—_— 


April 3, 1936 














Owned and published every Friday by The Eastern Underwriter Co., a New York 


Corporation. 
phone Beekman 3-3090. 


CLARENCE AXMAN, President-Treasurer 


CLARENCE AXMAN, Editor 
EpwIn N. Eacsr, Associate Editor 
C. V. Linp.Ley, Assistant Editor 


Editorial Division 


Office and place of business, 94 Fulton Street, New York, N. Y. Tele- 


W. L. Haney, Vice-President 


Giapys P. Reap, Secretary 


JEROME PHILP, Managing Editor 
W. L. CLapp, Associate Editor 
PAUL TROTH, Assistant Editor 


A. V. MILLER—Editorial Secretary 





Business Division 


W. L. Hapiey, General Manager 


Giapys P. Reap, Assistant Manager 


Leo ROSENBLOOM, Special Representative 





Subscription price in the United States and possessions, $3 a year. Canadian subscriptions, 


$4 a year. 


Foreign countries $4.50 a year. 


Single copies 25c. 


Remittances from outside the United States by Postal or Express Money Order or by Bank 


Draft, payable in United States Funds. 
Entered as second-class matter April 1, 1907, 
of March 3, 1879. 


at the post office of New York City under the act 











GUARANTEED MORTGAGES 
During the depth of the depression 


several insurance companies got into 


deep water because of the guaranteed 
the 
time a leading officer of one of those 


mortgages in their portfolios. At 


companies told The Eastern Underwriter 
that one reason his company had gone 
in so heavily for guaranteed mortgages 
that he 
mortgages as a_ gilt-edge investment. 
There is no doubt that before 1929 no 
security stood higher than that of the 
Greater New York guaranteed mortgage. 

The subject of that type of security 
was discussed by Superintendent Pink 
in a talk in Brooklyn Friday night which 
had as its title: “Are We Through With 
Guaranteed Mortgages?” In discussing 
the way guaranteed mortgages were re- 
garded before 1929 he said: 

“These investments were recommend- 
ed by lawyers to their clients and by 
trust companies for investment to estates 
and widows and orphans. No one be- 
lieved that the failure of any of these 
larger was possible. Had 
these mortgage securities not been held 
in such high repute the crash of the 
companies would not have caused such 
great resentment on the part of the in- 
vesting public.” 

One of the unfortunate 
respect to guaranteed mortgages 
that there was no adequate public reg- 
ulation. There was no provision for ad- 
equate reserves or for Ap- 
praisals were influenced by the demand 
of the market and the desire of those 
in control to make loans and reap prof- 
its. There were in some cases substitu- 
tions of undesirable properties for the 
better mortgages in the certificated is- 
sues because the better mortgages were 
salable in time of need and the cats and 
dogs were not. Yet, as Mr. Pink point- 
ed out, it was equally true that for a 
period of upwards of thirty years these 
guarantees had been effectively honored 
by the companies and the losses on the 
part of the investing public had been 
practically nil. If the mortgagor did not 
pay the interest, the company did. If 
the mortgagor could not pay the mort- 
gage and it had to be foreclosed, the 
company foreclosed the mortgage, took 
over the property and paid the investor. 
This very experience of the safety of 
the investment led the public to accept 
almost any mortgage which was offered 


in this city was regarded such 


companies 


situations in 
was 


liquidity. 





with responsible guarantee without in- 
spection or inquiry. Reliance was placed 
upon the standing of the mortgage com- 
pany and its guarantee. 

For a period of thirty years losses 
were uniformly small; then came the 
deluge and the real estate smash. Com- 
menting on the future of the guaranteed 
mortgages Superintendent Pink said in 
part: 

Time is a great healer. It now seems 
impossible that even time can cure the 
wounds of investors in guaranteed mort- 
gages and bring this form of investment 
back to a place in the sun. But un- 
doubtedly as time goes on the guaran- 
teed mortgage will be considered in the 
light not only of the panic but of ex- 
perience over a long period of years. It 
is not unlikely that the guaranteed whole 
mortgage and even the certificate may 
eventually return to some extent and in 
some limited and carefully guarded form. 

Obviously’ the danger in guaranteed 
whole mortgages is not as great as in 
the certificates. The whole mortgage is 
owned by a single individual who has 
entire control of the security. There is 
nothing inherently dangerous in the buy- 
ing and selling of mortgages. There is 
no reason of public policy why their 
sale should be prohibited or their guar- 
antee. If adequate safeguards and reg- 
ulation can be provided, it would seem 
almost beyond constitutional limits to 
prohibit the guarantee of such mort- 
gages if there is any demand for them 
on the part of the public. 

As to certificates, Mr. Pink takes the 
position that they are in an entirely dif- 
ferent class from whole mortgages. The 
certificate represents but a small inter- 
est in a huge property. A certificate 
holder is powerless to protect himself ex- 
cepting through cooperation with all 
other certificate holders. The question 
of public policy is here involved which 
does not exist in the case of a sale of 
an entire mortgage to an individual. The 
state owes much greater protection. 

In view of the losses which have been 
suffered by certificate holders the state 
may well deem it proper to prevent the 
sale of guaranteed mortgage certificates 
in the future, provided some other ade- 
quate means for financing large proper- 
ties through distribution to the public is 
provided. 





A. J. Frith, manager of the life depart- 
ment of the Travelers groun at Los An- 
geles, and formerly with the Travelers 
in Greater New York, and branch man- 
ager of the company in Cleveland, cele- 
brated the 45th anniversary of his serv- 
ice with the company last week. 
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RIVER SCENE AT 


and Wood street. 


RELIANCE 


Two boys not afraid of getting their feet wet are shown in 
picture watching the flood invade the entrance of the Farmers 
Pittsburgh, which houses the home office of the Reliance Life at 


HOME OFFICE 


accompanying 
Bank Building, 
Fifth Avenue 


This was on March 18. This building, considerable distance 


from the rivers, was one of the last buildings reached in the most disastrous 


flood in the history of the city. 





Harold Gordon, executive secretary of 
the Accident and Health Underwriters’ 
Conference, was one of the principal 
speakers at the meeting of the Accident 
& Health Managers Club of Los Angeles 
on March 17. His talk was devoted to 
the discussion and presentation of vari- 
ous forms of advertising for companies 
and for men in the field, designed to 
interest the public in Accident and 
Health Insurance Week. Mr. Gordon 
arrived in Los Angeles Monday morn- 
ing and left the following Wednesday 
for San Francisco. 

* * * 

S. T. Maxwell, vice-president of the 
National Fire of Hartford, was recently 
in Los Angeles on a brief visit to South- 
ern California. While there he conferred 
with B. C. Fischer, special agent for the 
company in this field, and left for San 
Francisco Thursday, continuing his Pa- 
cific Coast trip. 

* * * 

Arthur E. Lethbridge of the insurance 
brokerage firms of Lethbridge & Co., 
Inc., and Owens & Phillips, Inc., and 
Mrs. Lethbridge have announced the en- 
gagement of their daughter, Miss Valerie 
Lethbridge, to William Pascual Harding, 
son of Mr. and Mrs. T. Sherman Hard- 
ing of 35 Prospect Park West, Brooklyn 

Miss Lethbridge attended Berkeley 
and Pratt Institutes and is a member of 
the Junior Guild of Colony House and 


the Flatbush Day Nursery Juniors. Mr. 
Harding attended LaSalle Academy. 
* * * 
George McG. Goodridge, executive 


special agent for the Stock Company As- 
sociation with Chicago headquarters, has 
been renewing old acquaintances in Rich- 
mond, Va. For some years he super- 
vised Virginia for the Fireman’s Fund 
group. He is originally from Norfolk and 
has a wide acquaintance throughout the 
state. 


Edward T. Cairns, vice - president of 
the Fireman’s Fund and affiliated com- 
panies, and Mrs. Cairns sailed on the 
S.S. Lurline last Friday for a vacation 
in Honolulu. 





WILLIAM H. WAGNER 


William H. Wagner, new special aget! 
of the Eagle, Star & British Dominions 
for Western Pennsylvania and Wes 
Virginia—headquarters, Pittsburgh—has 
for some time been an examiner for the 
company in the field which he will s* 
pervise as special agent. His promo 
tion came in recognition of his talents 
as an underwriter, coupled with intell- 
gent knowledge of the field and of bust 
ness and economic conditions. 
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At 81 Mentally Alert As Ever 

William BroSmith, who is observing 
his sixtieth year as a member of the 
bar, has been general counsel of the 
Travelers since 1901, and entered the 
service of that company in 1895 as at- 
torney for the company. 

Although 81 years old Mr. BroSmith 
is on the job every day; and is as active 
and clear mentally as he has ever been. 
He is held in affectionate regard by the 
entire Travelers organization. Despite 
the fact that his eyesight recently has 
not been good, it has not been a serious 
handicap as he has documents read to 
him. He was elected vice-president in 
1922; and for a short time following 
Louis F. Butler’s death he was acting 
president of the company. 

£2 


“Robby” of the North America 


The promotion this week of W. P. 
Robertson to be general manager of the 
Western department of the Insurance 
Co. of North America advances one of 
the popular personalities of the business. 
For some years he has been a familiar 
figure at insurance conventions, generally 
sharing a suite of rooms with George W. 
Carter, dynamic and remarkably suc- 
cessful Detroit agent. 

The team furnishes a contrast as Mr. 
Robertson—known to hundreds as “Rob- 
by"—is rather taciturn; is one of the 
best audiences in the business. He can 
hear a story from raconteurs for the 
hundredth time, but appear as interested 
as if it just came to his ears. No con- 
vention of the National Association of 
Insurance Agents would be complete 
without the presence of Messrs. Rob- 
ertson and Carter, their suite generally 
being a mecca for the “good fellows” of 
the convention. 

oe * OK 
Travelers Radio Station Kept on the 
Air Despite Flood 


From a representative of the Travelers 
I have received the following personal 
paragraph about the flood there: 

“Our own property loss was confined 
entirely to the carpenter shop where they 
build partitions, special ‘office furniture 
and such things. It will run to less than 
$1,000. Of course, there was a business 
Interruption loss. I guess there was 
some expense involved in keeping the 
tadio station WTIC on the air in spite 
of the fact that it couldn’t buy current 
and had to use storage batteries and 
things of that nature.” 

+ © 


Canadian-American Committee 


_ The British companies doing business 
in Canada formed a London-Canadian 
committee, and the suggestion is made 
that a similar committee be formed in 
the United States of America companies 
doing business in Canada in order that 
the two committees may cooperate. 
Every member of the British Offices 
Committee doing business in Canada will 


be on the Canadian committee. 


















70 Companies in U. S. Fire Com- 

panies’ Conference 

The United States Fire Companies 
Conference which cave a lunch a few 
days ago to three British insurance men, 
including Chairman Hinshelwood of the 
British Fire Offices Committee, con- 
sists of companies doing business in 
Canada, Newfoundland, Central America, 
Mexico and West Indies. There are sev- 
enty companies in the Conference. About 
ten of them do business in Central Amer- 
ica and there were four which did busi- 
ness in Mexico until the past fortnight 
or so when the American companies 
withdrew from Mexico. 

A. R. Phillips, vice-president, Great 
American, is president of the Confer- 
ence; Col. Frank D. Layton, president, 
National Fire, is vice-president, and 
Harry Austin, general manager of the 
American Foreign Insurance Association, 
is secretary and treasurer. The Ameri- 
can Foreign Insurance Association and 
the United States Fire Companies Con- 
ference have no relationship. Mr. Austin 
took the secretary-treasurer position 
with the conference because E. J. Mar- 
son, who held those posts, has been in- 
capacitated by illness and is now in Cali- 
fornia. 

* * x 
Bancamerica-Blair Corporation 
The history of the Bancamerica Blair 
Corporation, which has been figuring in 
the news columns of the financial pages 
as a result of its bids for the National 
Surety Corporation, begins with the large 
investment house of Blair & Co., which 
was formed fifty years avo. After a num- 
ber of intermediary changes there was a 
merger of Blair & Co. and the Banc- 
america Corporation, a security affiliate 
of the Bank of America. As a result 
of that merger came the Bancamerica- 
Blair Corporation which continued as a 
security affiliate of the Bank of America. 
Counsel for the Bancamerica-Blair 
Corp., in the National Surety Corpora- 
tion bidding, were the law firms of Cra- 
vath, de Gersdorff, Swaine & Wood and 
of Cabell, Ignatius, Lown & Blinken, and 
the actuarial adviser has been Lee J. 

Wolfe. 
* * * 
May Finance Rehabilitation of Small 
Business Concerns Ruined by 


Connecticut Flood 

The Hartford Courant says that small 
business people who have lost their busi- 
nesses through the flood and lack of 
credit, but who can demonstrate that 
they are persons of character and are 
able to gain a livelihood through their 
own enterprises, may have their rehabili- 
tation financed by Hartford mediums un- 
der plans now under discussion. Meet- 
ings have been held by business men 
and others on the subject. 

William R. C. Corson, president of the 
Hartford Steam Boiler Inspection and 
Insurance Co., was quoted by the Cour- 
ant as indicating that the following are 
some possible ways of meeting the situa- 
tion: 

Formation of a’ corporation, possibly 


along the lines of the Vermont Credit 
Corporation organized in that state to 
rehabilitate the business victims of the 
1927 flood there which would make loans 
to business men who have flood losses. 

Organization of a group of 100 busi- 
ness men to guarantee to the banks here 
loans to flood victims whose credit is not 
now such as that ordinarily required for 
bank loans. 

The matter of the interest rate to be 
charged on rehabilitation loans, Mr. Cor- 
son said, is one that is in abeyance de- 
nending upon what the expense of the 
organization would be. How long a term 
should be granted on the loans is an- 
other question still to be settled, Mr. 
Corson said. 

Still another question to be settled be- 
fore the plan is actually launched is 
whether a manager will be needed. Good 
men will be needed to supervise the 
making of loans, Mr. Corson said, and 
it is his thought that the banks here, 
as the agencies having the men best 
equipped for this work, might take over 
the management of the loans. 

* * ok 


The Other Side of America’s 
Conquest of Nature 


The conquest of America has been 
largely a conquest of nature. 

That is the explanation of the floods 
and the dust storms in the opinion of 
H. H. Bennett, chief of Soil Conserva- 
tion Service, U. S. Department of Ag- 
riculture. In an article in the Times 
two paragraphs follow, explaining what 
he means: 

“When white men took this country 
over, the entire East and most of the 
West was carpeted with vegetation—the 
trees and undergrowth of the forest and 
the grasses of the plains. Rivers ran 
clear most of the year. When they spread 
infrequently from their courses, it was 
slowly and with no great violence. It 
rained as much and the wind blew as 
hard then as now. But nature’s protec- 
tions then were undisturbed—the soil was 
anchored against the wind, the streams 
protected by grassed and forest-covered 
slopes from which the rains ran off slow- 
ly or sank into absorptive soil. 

“The conquest of America has been 
largely a conquest of nature. Civiliza- 
tion has stripped the forest cover from 
the hills and turned under the grass 
sod of the plains. Corn and cotton and 
potatoes and wheat have replaced the 
soil-binding forest litter and the matted 
grasses that held the soil in place. To- 
day rainfall runs in torrents, unimpeded, 
from a million naked slopes; the wind 
sweeps great blankets of soil from lands 
which | have been stripped of natural 
cover. 

2. & 


Italy’s Corporate State 

Mussolini’s state capitalism which will 
do away with the Chamber of Deputies, 
which he is putting into effect as a war 
measure, is not regarded in other coun- 
tries as anything but an extension of his 
corporate state, and will not have any 
effect on the onerations of the private 
companies there or change their status 
to any important extent. It is a con- 
tinuation of the subordination of private 
economic interests to the paramount ob- 
jectives of the Fascist State. 

The basic unit of the corporate state 
is the syndicate. “Syndicate” means or- 
ganization, and, according to Vera Mi- 
cheles Dean in the New York Times, is 
a term which Fascists use to designate 
both associations of employers and 
unions of workers. Employers and 
workers’ syndicates are always Separ- 
ate, and mixed organizations are not 
recognized by the State. Local syndi- 
cates are grouped into provincial and 
interprovincial syndicates, which, in turn, 
are grouped into federations. 

Both federations and syndicates are 
theoretically elective bodies. In practice, 
however, all syndical officials are named 
by the Fascist party, subject to ratifica- 
tions by the Ministry of Corporations. 

The federations are organized into nine 
groups, included are the insurance, 
credit and commerce federations. 





EDGAR J. SLOAN 


Edgar J. Sloan 

Edgar J. Sloan, senior vice-president 
vf the Aetna Fire group, has been an 
imsurance man for forty-eight years. For 
thirty-three years he has been with the 
Aetna, holding important official posi- 
tions for twenty-nine years of that pe- 
riod. His first job was with a local 
agency at the Phoenix as a boy of 18. 
After four years he became an examiner. 
In all he was nine years with the Phoe- 
nix. He left to become special agent and 
then state agent of the Home, his ter- 
ritory being Connecticut and Rhode 
Island. Mr. Sloan 
forces in 1903 as special agent in charge 
1905 he 
was called to the home office as general 
agent. He became an officer of the 
company in 1907 with his election as as- 
sistant secretary. 
his election as secretary and in 1919 he 
was promoted to the office of vice-presi- 
dent and a member of the board of di- 
rectors. As a high official of the Aetna, 
Mr. Sloan has been largely responsible 
for the development of the New York 
and Canadian territories. 

Mr. Sloan also holds office as vice- 
president and director of the three sub- 
sidiary companies in the Aetna Fire 
Group, besides being a director of such 
well known Hartford institutions as the 
Phoenix State Bank & Trust Co., the 
Factory Insurance Association Building 
Corporation and a trustee of the Me- 
chanics Savings Bank. 

Mr. Sloan is a native of Hartford and 
one of its best known citizens. He has 
been active in the affairs of the Hart- 
ford Chamber of Commerce, having held 
the office of vice-president. His stand- 
ing in the fire insurance business as 
leader and nationally known figure has 
made him the natural choice for repre- 
sentation on various committees and reg- 
ulating bodies. He served as chairman 
of the actuarial bureau of the National 
Fire Board which drew up the new 
standard fire classifications in 1928. 

Mr. Sloan is a lover of sports, par- 
ticularly baseball and golf. He is mar- 
ried; has one son and a daughter. 


joined the Aetna 


of western New England. In 


Five years later came 


* * * 
Special Agent in Freak Accident 
E. E. Collins, special agent of the 


London & Lancashire in Seattle, recently 
figured in a freak accident. Returning 
home on a dark street one Sunday eve- 
ning he was struck by a boy on a bicycle 
which was without lights and was travel- 
ing on the sidewalk. Both Collins and 
the boy were found unconscious by a 
passing motorist. Collins” was taken 
home with painful injuries and has now 
recovered. The boy was taken to a hos- 
pital with serious injuries. 
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Dauwalter to Direct Work of 


Business Development Office 


Leaves Post of Assistant Manager, Western Department, 
Royal-Liverpool Groups; Milton W. Mays is 
Appointed as Assistant 


F. S. Dauwalter, who has been assist- 
ant manager of the Western department 
of the Royal-Liverpool groups, has been 
appointed director of the work to be 
undertaken by the new Company- 
Agency Stock Fire Insurance Office for 
Business Development. He has already 
undertaken his work at 116 John Street. 
Assisting him will be Milton W. Mays, 
now with the Bureau of the Census but 
resigning later this month to take over 
his new duties. Like Mr. Dauwalter, he 
is well-grounded in fire insurance. 

Commenting upon these appointments, 
President Paul L. Haid issued the follow- 
ing statement on Wednesday: 

“While the project of an office for 
business development has been under 
consideration for some time, the opening 
of the office has been deferred, pending 
the selection of persons well qualified to 
direct its activities. Mr. Dauwalter ap- 
pears eminently qualified by reason of 
his training and broad experience, his 
proved ability as a producer, and his ap- 
titude for work of an educational na- 
ture, and Mr. Mays should prove an 
able assistant to him. 

“In the service of the Royal-Liverpool 
companies, Mr. Dauwalter has engaged 
with conspicuous success in work similar 
to that contemplated by the new office, 
and his work in the field has received 
the strong endorsement of the fieldmen 
and the local agents with whom he has 
co-operated. Through the demonstration 
of his abilities, Mr. Dauwalter had ac- 
quired a high and secure official rank 
with the Royal-Liverpool Groups, and he 
leaves the service of those companies 
with the esteem of his associates. In gen- 
erously consenting to his release, Har- 
old Warner has rendered signal service 
to the stock companies supporting this 
enterprise.” 

Careers of New Appointees 

Mr. Dauwalter started in fire insur- 
ance as a local agent in Boonville, Mo. 
In 1915 he was appointed special agent 
for the farm department of the Fidelity- 
Phenix in Missouri, remaining in that 
capacity until January 1, 1920, when he 
was called to Chicago to become execu- 
tive special agent. In April, 1924, he 
was appointed superintendent of the 
farm department of the Liverpool & 
London & Globe, and in 1931 was ap- 
pointed special agent in the general cover 
department. of the Royal - Liverpool 
groups, covering the large territory of 
the Middlewest. In October, 1934, he 
was appointed assistant manager in the 
Western department of the Royal-Liver- 
pool groups. 

Mr. Mays devoted several years to re- 
search in the fields of fire and casualty 
insurance at the Wharton School of 
Finance and Commerce at the University 
of Pennsylvania and continued his stud- 
ies in the Graduate School of Business 
Administration and in the Graduate 
School of the University of Pennsylva- 
nia. He possesses an impressive record 
of scholastic achievements. After serv- 
ing for several months as research statis- 
tician and supervisor of the Department 
of Research and Statistics of the Works 
Progress Administration of Pennsylva- 
nia, Mr. Mays was placed in charge of 
the insurance and real estate phases of 
the 1935 Census of Business being con- 
ducted by the Department of Commerce. 

The Company-Agency Stock Fire In- 


surance Office for Business Development 
is the organization just recently formed 
by the Insurance Executives Association 
and the National Association of Insur- 
ance Agents to coordinate business pro- 
duction development work with particu- 
lar emphasis being placed upon meeting 
problems caused by non-stock competi- 
tion. This joint movement promises to 
be of great significance, for it marks the 
opening of an era of closer cooperation 
between fire companies and agents. With 
these two forces in the business proceed- 
ing side by side, rather than pulling away 
from one another, it is expected confi- 
dent that the full strength of stock in- 
surance will be united, with agents, field- 
men and executives sharing in the move- 
ment. The new organization plans to 
gather as complete information as pos- 
sible on all production matters and to 
educate agents as to full and intelligent 
use of this sales material. 





Canadian Superintendents . . 
To Meet August 25-28 


The Association of Superintendents of 

Insurance of the Provinces of Canada 
will hold its nineteenth annual conference 
at the Chateau Frontenac Hotel in Que- 
bec, August 25-28. The agenda, as an- 
nounced by Hartle~ D. McNairn, Su- 
perintendent of Insurance of Ontario and 
secretary of the association. shows that 
committee reports will be made on life, 
fire and automobile insurance and stand- 
ard forms and legislation affecting them 
during the past year, uniform definitions 
of writing powers, accident and sickness 
insurance legislation, credit and free in- 
surance and annual statement blanks. 
; Inquiries regarding all matters, includ- 
ing hotel reservations, should be ad- 
dressed to B. A. Dugal, Superintendent 
of Insurance of the Province of Quebec 
and president of the association, at Par- 
liament Building, City of Quebec. 





NEW HAMPSHIRE OFFICER DIES 

Louis J. Dodge, cashier of the New 
Hampshire Fire of Manchester, N. H.,, 
for the last fifteen years, died suddenly 
Sunday while on a visit to Boston. He 
was 69 years old. A native of Belfast, 
Me., he went to Manchester forty-five 
years ago and served with the New 
Hampshire Fire for forty years, starting 
as a clerk in the accounting division and 
working up to head of the department. 








Sound Insurance 





FIRE ASSOCIATION OF PHILADELPHIA 
Established 1817 


LUMBERMEN’S INSURANCE COMPANY 


Established 1873 


THE RELIANCE INSURANCE COMPANY 


Established 1841 


PHILADELPHIA NATIONAL INSURANCE CoO. 
Established 1928 


for over a Century 





NEW YORK 
DALLAS 


Head Offices 
FOURTH AND WALNUT STREETS, PHILADELPHIA 


Departmental Offices 
CHICAGO 


TORONTO 


SAN FRANCISCO 
ATLANTA 








Ocean and Inland Marine Departments 
APPLETON & COX, INC., ATTORNEY 
8 South William Street 
New York City 


Service Offices or General Agencies in All Principal Cities 








L. & L. & G. 100th Anniversary 


This month the Liverpool & London 
& Globe is celebrating the hun- 
dredth anniversary of its establishment 
in Liverpool in 1836. To mark this mem- 
orable occasion the United States branch 
of the company is this 
issue of The Eastern Underwriter a de- 
cidedly attractive four-page advertise- 
ment, including a two-page centennial 
map in two colors, describing and illus- 


one 


publishing in 


trating several of the more important 
events in the company’s development in 
the United States. 

Running through this feature of the 
L. & L. & G. is a brief summary of the 
company’s activities in the last 100 
years. Accompanying the text on the 
first and last pages are interesting illus- 
trations of old New York and San Fran- 
cisco, including a dramatic photograph 
of the great San Francisco fire of April, 
1906. The two-page map shows at a 












J. A. Kesey, President 


CAPITAL . . ° 
PREMIUM RESERVE . 
OTHER LIABILITIES . 
NET SURPLUS . ° 
TOTAL ASSETS 


New York Insurance Dep Val 


Standard Insurance Company 
of New York 


Head Office: 80 John Street, New York 
G. Z. Day, Vice-President 


Statement December 31st, 1935 


C. L. Henry. Secretary 


$1,500,000.00 
1,394,790.53 
270,546.00 
3,095,002.70 
6,260,339.23 










in the above are dep 





d in various States as required by law. 


Securities carried at $60,534.96 


glance the rapid development of the com- 
pany throughout the East before the Civil 
War and marks the route taken by Swin- 
ton Boult, the company’s first chief ex- 
ecutive, who sailed from New Orleans to 
Panama, crossed the isthmus and con- 
tinued on to San Francisco to appoint 
an agent there in 1853. 

The company wrote the first fire in- 
surance policy on the Pacific Coast and 
today ranks among the leading insurers 
throughout the United States. Although 
a British company the Liverpool & Lon- 
don & Globe shares a place with pioneers 
who helped develop the Western part of 
the United States and the insurance pro- 
tection it afforded in those days gone by 
aided many an American business man in 
his struggles to establish himself in the 
open territory of the West. ‘The com- 
pany may well be proud of the role it 
has played in this country as well as m 
many parts of the world since April, 
1836. 


Anderson Underwriter for 


Foreign Hull Syndicate 
Douglas C. Anderson, who recently was 
elected acting chief underwriter for the 
American Marine Insurance Syndicates, 
was elected to a similar post with the 
American Syndicate for Insurance of 
Foreign Hulls, succeeding the late L. J. 
Brengle, at a special meeting of the 
board of managers held Thursday last 
week. No other elections for officers 
were held as the annual meeting of the 
board comes in November. The present 
officers of the syndicate are as follows: 
chairman, board of managers, John ! 
Byrne; deputy chairman, Douglas F. 
Cox; acting chief underwriter, Mr. An- 
derson; treasurer, Ernest W. Schuler, 
and secretary, Norman S. Adams. 
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One Kundredth 


1836 


The UVERPOOL ¢ LONDON é GLOBE 


INS URANCE COMPANY LIMITED 





1936 












more than the account of a successful business. It is the story of safeguarding the 
interests of men and industry through one hundred years of wars, depressions and 
catastrophes. It is the story of bold spirits adventuring to the far corners of the 
earth and of perhaps bolder spirits resolutely holding to an ideal of security that 
has justified the faith of millions of policyholders. It is the story of how, during 
the past century, loss payments aggregating $900,000,000 have followed the Com- 
pany's first modest fire loss of $90. (Continued on Page 3) 


.. story of The Liverpool & London & Globe Insurance Company Limited is 


The Company's first claim amounting to 
about $90 was paid to one Caleb Tate, 
merchant, covering loss of the contents of a 
clothes chest. Since then the company has 
paid out more than $900,000,000 in losses, 
averaging more than $1,000 an hour for the 
past hundred years. 


Alfred Pell, first agent and Execu- 
tive Officer in the United States. 
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The New York skyline from 
Governors Island in 1836. 










In 1858 the Company contrib- 
uted to the purchase of Phila- 
delphia’s first steam fire engine. 
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THE L.Gl &G.WAITES 
BUSINESS IN EACH OF 
THE 48 STATES 
AND PIONEERED 
IN BRINGING 
FIRE INSURANCE 
PROTECTION TO 
MANY OF THEM. 





SA New ORLEANS 
at AGENT APPOINTED 1851 
NEW ORLEANS OFFICE 1853 
CLOSED 1860 
REOPENED 1864 


Now THE OLDEST 
INSURANCE OFFICE 
IN THE CITY 
THE FIRE OF 1654 WAS 
THE FIAST BIG LOSS PAID 
IN THE UNITED STATES 
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Charleston 1868 








San Francisco 1862 











Philadelphia 1883 





Cincinnati 1860 Montgomery 1870 











— oe. eee The Company was founded in Liverpool 


in 1836. Originally it was known as The 
Liverpool Fire and Life Insurance Com- 
pany. The adding of the names “London” 
and “Globe” came about through the 
acquisition of the London, Edinburgh & 
Dublin Insurance Co. in 1847 and the Globe Insurance 
Company of London in 1864. Its first fire insurance in 
—-- SS : ; America was accepted on June 14, 1836, less than three 


L@L&G. CONFLAGRATION LOSSES. See, ‘ , : : 
CHICAGO 1871 -,$3,270,780 ro weeks after the first policy was written in Liverpool. 


BOSTON 1872 - $1,639,500 
BALTIMORE 1904 -$'1,051,543 
SAN FRANCISCO 1906 - $4,752,000 


, tis symact WY) ipicares ae Peo The appointment of Alfred Pell as agent in New York 


CONFLAGAATIONS 


— 


in 1848 came at the beginning of a period of vast national 
expansion brought about by new teritories acquired as a 
result of the Mexican War and the discovery of gold in 
California. Increasing business justified the opening of 


an office in New York by 1850 and during the following 
NEW HAVEN 1a 


cum an Ait 5.05 year its operating field was extended by the appointment 
Sry han of agencies in Charleston, Richmond, Philadelphia and 


WRITTEN 1836 


FIRST POLcy FF i .! ; 1 : New Orleans. 


An office was organized at New Orleans in 1853 to 
replace the original agency there. Today that is the 
oldest insurance office in the city. The appointment of 
an agency in San Francisco in the same year resulted in 
the writing of the first fire insurance policy on the Pacific 


Coast. 








Other agencies were soon established in Boston, Sa- 
vannah, New Haven, Cincinnati, Cleveland, Louisville, 
Chicago, Indianapolis, Buffalo, Mobile, St. Louis, Mil- 
waukee and Albany. 


In 1856, thirteen years before the first transcontinental 
railroad was completed, the “Liverpool” introduced a 
schedule form of policy for writing railroad business, a 
distinct constructive contribution in a field in which it 


later won outstanding prominence. 





The historic Chicago fire of 1871 was the first great test 
of the foundation upon which the rapidly expanding 
structure of the Company had been built. Previous minor 
conflagrations at New Orleans in 1854, Troy, N. Y., in 
1864, and Portland, Me., in 1868, were dwarfed by this 
catastrophe which destroyed some 25,000 buildings. In 











paying immediately upon adjustment, and to the last 
dollar, claims which reached a total of $3,270,780, the 
“Liverpool” proved its ability to fulfill its obligations in 








any crisis. Within thirteen months another conflagration 

















swept Boston. The Company again evidenced its depend- 











y 1870 Newark 1884 New Orleans 1895 , Richmond 1878 ability by the prompt payment of $1,639,500. 
’ (Continued on Page 4) 








In 1853 Swinton Boult (the Company's chief executive officer 1836-1873) travelled from 
New Orleans to San Francisco by the Isthmus of Panama route. At that time the Panama 
Railroad was completed from Aspinwall (now Colon) only as far as Obispo, 18 miles 
from Panama. The latter part of the trip, by mule-back, through dangerous defiles 
treacherous trails and dank, malarial swamps occupied one whole day. Mr. Boult’s 
adventurous voyage resulted in the appointment of the first agent in San Francisco and 









“The guides ran ahead shouting to prevent meeting an- 
other party on trails so narrow that passing or turning 
back was impossible.’—IN PANAMA. 


San Francisco as it looked in 1853, 








the writing of the first fire insurance policy on the Pacific Coast. 






The Baltimore conflagration of 1904 in which the Company 
again demonstrated its shock-proof structure by the payment 


of $1,051,543 in losses was but a forerunner of the supreme 
test when in 1906 the most disastrous fire in insurance history 
occurred in San Francisco. The Company’s losses reached a 
total of $4,752,000. 


Of the 243 insurance companies involved, only five, except a 
few whose losses were nominal, paid all claims in full imme- 
diately upon adjustment without cash discount. Among these 
five was the “Liverpool.” 


Despite the severity of conflagration losses, the additional 


A scene during the most disastrous fire in 
the history of insurance — San Francisco 
in April, 1906. The city burned for three 
days and two nights. Twenty-eight thou- 
sand buildings were destroyed. The Liver- 
pool & London & Globe Insurance Co. 
paid out losses amounting to $4,752,000 
as the result of this one great fire. 





security of a world-wide background enabled the Company 
promptly to meet such obligations without affecting the 
American reserves necessary to protect its normal business. 
Today the Company transacts business in more than a hur: 
dred countries with policies written in sixteen languages. 
With the longest continuous record of service in the United 
States of any company incorporated outside its limits, it 18 
not surprising that the United States Branch of The Liverpool 
and London and Globe Insurance Co. Ltd. has come to be 
regarded as a truly American institution, typifying the sount- 


ness of the indemnity afforded by stock company insurance. 
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FRANK E. BURKE: 


Vice-President, Home of N. Y. Fleet, Who Has Made 
Thousands of Friends in East, South and Middle West; 
Served for Years With Distinction in N. Y. State Field 


When members of the New York Ex- 
Fieldmen’s Society, alumni organization 
of former state and special agents in the 
New York State field, hold their annual 
vatherings in New York City, the indi- 
vidual who was indirectly responsible for 
the formation of this worthy society is 
accorded deserved recognition and asked 
io say a few words. He is Frank E. 
Burke, vice-president of the Home In- 
surance Company, New York, and its 
affiliated companies. It was in 1920 that 
he was called from a career of field work 
in this state with the Home to become 
vice-president of the City of New York 
Insurance Co., control of which had just 
then been acquired by interests associ- 
ated with the Home fleet. 

Many of his friends among former 
and active fieldmen desired to honor him 
on the occasion of this important pro- 
motion so they gave him a dinner in New 
York, which was held on March 18, 1920, 
at the Brevoort Hotel. So successful 
was this affair, bringing together many 
former fieldmen who had not seen much 
of one another for years, that it was 
decided to create a permanent organi- 
zation which should meet at least once 
a year. The 1936 banquet was held 
the latter part of last month at Block 
Hall on South William street, New York. 
It was a very successful affair and Mr. 
jurke was one of those present. 


Genial Personality 


Modest, genial, unassuming but with 
a deep knowledge of fire insurance un- 
derwriting and production conditions 
particularly in t&e East and South, Mr. 
Burke has exerted tremendous influence 
for good in insurance circles for many 
years. At his large private office in the 
home office building of the Home in New 
York he is ever ready to receive visi- 
tors, seeing them promptly, greeting 
them cordially and listening carefully to 
what they have to say. He does not 
give the impression of being in a hurry 
or wishing to dispose quickly with call- 
ers, yet in the course of a day he ac- 
complishes a vast amount of work. Pos- 
sessing natural executive ability, devel- 
oped through years of experience in the 
field and at the home office, Mr. Burke 
handles his various responsibilities 
calmly and efficiently. 

At the present time Vice-President 
Burke is in charge of the Southern busi- 
ness of the Home fleet and serves as a 
member of the executive committee of 
the South-Eastern Underwriters Associa- 
tion. He is also a member of the Lou- 
‘sana - Mississippi Conference. This 
week-end he is going to Atlanta with 
other executives to attend the mid-year 
convention of the National Association 
of Insurance Agents and while there will 
Steet many of the fleet’s agents from 
all parts of the South and throughout 
the country, 

After serving for five years as vice: 
President of the City of Wew York, Mr 
Burke became a vice-president of the 
Home in 1925 and since then has been 
elected to the same position in each of 
the companies in the fleet. His execu- 
tive duties have been varied and have 
brought him into close touch with the 
Middle West as well as the South and 
East. He is a member of both the 


Eastern Underwriters Association. and 
the Western Underwriters Association, 
likewise chairman of the FE. U. A. com- 
mittee on Buffalo, N. Y. With the New 
York Board of Fire Underwriters he is 
a member of the finance and _ patrol 
comnittees. 

3orn in Rochester, N. Y., which, like 
its neighboring city, Syracuse, is a cen- 
ter for field representatives of fire in- 
surance companies, Mr. Burke entered 
insurance after a short period of experi- 
ence as a bookkeeper in a mercantile es- 
tablishment in Rochester. A close friend 
of the late James Johnston, one of the 
prominent local agents of that city at 
the time, he was asked by the latter if 
he would care to take a try at the in- 
surance business, working on production 
This offer was appealing and was ac- 
cepted. From that day to the present 
Mr. Burke has continued in fire insur- 
ance. 


Became Special Agent for Old 
Empire State 


Mr. Johnston, with others, a few years 
afterwards organized the old Empire 
State Insurance Co. of Rochester—not 
to be confused with the present Empire 
State of Watertown, N. Y., an affiliate 
of the Agricultural—and Mr. Burke was 
initiated into field work as a_ special 
agent of this new company, covering 
New York State, Pennsylvania and Mas- 
sachusetts. 

The Empire continued underwriting for 
awhile but ultimately was reinsured by 
the Royal of Great Britain and Mr. 


3urke continued with the latter company 

as special agent for the western part of 
New York State. The Royal being a 
large and well-established insurer, Mr. 
Burke had a man’s full-sized job assigned 
to him in supervising and developing 
his New York State territory without 
having to cover as much ground as was 
placed under his control by the Empire. 
The James Johnston Agency of Roches- 
ter, responsible for Mr. Burke’s entrance 
into insurance, is still a flourishing pro- 
duction office. 

In 1904 the Home sought Mr. Burke’s 
services and he joined that company as 
state agent for New York, remaining 
continuously in the field for sixteen 
years more until called into the home 
office in 1920 to assume larger duties. He 
had served as state agent with marked 
distinction and his contributions to the 
general advancement of fire insurance 
in this state were recognized by his fel- 
low fieldmen. They honored him by 
election to numerous posts of respon- 
sibility in fieldmen’s organizations. In 
1903-04 he served as president of the 
Underwriters’ Association of New York 
State, after holding other offices in the 
organization. He was also chairman of 
the association’s schedule committee for 
some years, an important post in rating 
work. 

As a special and state agent, Mr 
3urke gained a large acquaintance with 
local agents, with whom he co-operated 
closely throughout his field experience 
He has a way of making friends easily 
and holds them permanently. They are 


General Agent’s Oral Promise Not 
Sufficient to Alter Policy Terms 


The Fidelity-Phenix of New York is- 
sued to Adolian’s, Inc. a policy against 
loss by fire or theft of insured’s mer- 
chandise to be shipped during one year. 
Action was brought on the policy for the 
theft, within the term covered, of mer- 
chandise while transported by means of 
plaintiff’s own automobile and _ trailer. 
The policy itself covered merchandise be- 
ing transported by public carriers and 
private truckmen, including trucks owned 
or operated by or for the insured pro- 
vided these carriers were used in connec- 
tion with railroad, railroad express or 
steamer shipments. The policy provided 
for waiver by representatives of the 
company only when written or attached 
to the policy. 

The insured claimed that it determined 
to ship some of its goods by its own 
automobile and trailer and that the com- 
pany’s general agent promised that the 
company would covet the new manner 
of transportation and that plaintiff was 
covered from that time. The company 
claimed this verbal negotiation failed as 
a modification of the policy for want of 
an attached writing, and also as an in- 
dependent oral contract, no consideration 
being alleged, and that only an executory 
promise of the agent to issue insurance 
appeared. y . 

The Fifth Circuit Court of Appeals, 81 
F. (2d.) 226, held that the effect of the 
alleged oral agreement was to waive the 


proviso as to the use of insured’s own 
trucks in connection with railroad, ex- 
press or steamer shipments, and to have 
such transportation covered without re- 
striction. But the policy itself was held 
to nullify this result, because it denied 
to the company’s general agent any au- 
thority to waive any term of the policy 
except by an attached writing. Some 
courts have said that the policy is not 
the place to look for the real authority 
of an agent, and also that a denial to all 
of a corporation’s officers and agents of 
authority to contract in parol as to mat- 
ters where the law does not require a 
—" is an effort to amend the law and 
void. 

But the Fifth Federal Circuit Court of 
Appeals considers it is settled that the 
stipulation in a policy of insurance that 
before loss a change in it or in reference 
to the insurance under it shall be made 
only by an attached writing is reasonable 
and valid under ordinary circumstances, 
and that the policy may itself properly 
limit the power of mere agents to alter it. 
(Northern Assurance Co. v. Grand View 
Building Ass’n, 183 U. S. 308; Penman v. 
St. Paul Fire & Marine, 216 U. S. 311; 
Christian & Brough Co. v. St. Paul Fire 
& Marine (C. C. A.) 5 F. (2d) 489. 
Therefore it was held that the parol ne- 
gotiation failed as a modification of the 
existing policy. 

Judgment for defendant in the Federal 
District Court for southern Florida was 
affirmed. 








Underwood & Underwood 


FRANK E. BURKE 
attracted by his kindly personality and 
because they appreciate his loyalty and 
his intelligent grasp of the insurance 
business. A good story teller, he can 
entertain his friends by the hour with 
interesting and amusing anecdotes drawn 
from his own experiences. 


Tribute from E. H. Hornbostel 


One of Mr. Burke’s close friends is 
E. H. Hornbostel, New York state agent 
of the Firemen’s of Newark, and also 
author of “Tales of the Road” in The 
Eastern Underwriter. A veteran field- 
man himself, Mr. Hornbostel was inti- 
mately associated with Mr. Burke when 
the latter traveled New York State and 
frequently in his writings Mr. Horn- 
bostel takes occasion to remind younger 
fieldmen, who have known the subject 
of this article only since he has been 
serving as a vice-president of the Home 
fleet, of Mr. Burke’s contributions to 
the growth of fire insurance in earlicr 
days. A few months ago Mr. Hornbos- 
tel penned these words about Mr. Burke : 

“Few men in the history of field work 
in New York State from 1892 to 1920, 
when he was promoted into the home 
office, wielded the power for good and 
influenced affairs in the state as did 
Frank Burke. 

“Both as a man and as an insurance 
man he richly deserves the high honors 
he has attained. His work while con- 
nected with the Underwriters’ Associa- 
tion of New York State was of the high- 
est order and of benefit to all compa- 
nies. I know whereof I speak for |! 
worked with him in many important mat- 
ters concerning the welfare of the busi- 
ness at large. He was, and is, physically 
and mentally a big man, in the best sense 
of the word, and all his many friends 
know it. He never found it necessary 
to ‘put over’ anything that smelled bad. 
He achieved success through honesty 
and hard work coupled with downright 
native ability.” 

Sympathetic with efforts to promote 
the advancement of fire insurance, Mr. 
Burke is keenly interested in the edu- 
cational work of the Insurance Society 
of New York and the Insurance Insti- 
tute of America, Inc. He is a life mem- 
ber of the latter organization for he 
is convinced that this worthy task of 
interesting the younger men in insur- 
ance in seeking to promote their own 
welfare by broadening their knowledge 
of the business through intensive study 
of various phases of insurance, needs 
the wholehearted support of those who 
have already achieved success. 





PA. INSURANCE DAYS MAY 14-16 
Pennsylvania Insurance Days, annual 
event of the state insurance federation, 
will be held May 14 to 16 at the Belle- 
yue-Stratford Hotel, Philadelphia. 
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Fireman’s Fund Western Department 
In New Headquarters In Chicago 


Founded in San Francisco in 1863, 
barely fourteen years after the gold rush 
to the West, the Fireman’s Fund has en- 
circled the entire United States until it 
has brought reflected strength from the 
public and representatives throughout the 
country, ever since President Davis J. 
executive 
for one 1867- soon 
after extended the company’s operations 
-_ - 
from coast to coast through Skeels, 
Boers & Boughton, assigned to super- 
vise fire business east of the Rockies 
from their offices in New York City. 

Then came the Chicago fire of October 
8, 1871. The rcsult was not merely a 
conflagration which upset records 
throughout the world to that date, but 
an opportunity for executives of the 
Fireman’s Fund to prove the company’s 
worth. 

The Chicago conflagration gave this 
company the incentive to establish the 
central department on July 1, 1872, with 
Thomas S. Chard—who had represented 
the Eastern managers since 1870 in the 
establishment of agencies in the West— 
as general manager, under authorization 
from President Staples and Vice-Presi- 
dent George D. Dornin. On April 1 this 
vear, this offshoot of the original head 
office which celeb-ated its golden anni- 
versary as the Western denartment in 
1922, concentrated its energies in its for- 
mal opening on the eivhth floor of the 
Insurance Exchange, Chicavo, under the 
same roof with o‘her affiliates of the 
company. 

New Move an Important Event 

Living up to the traditions of the par- 
ent organization, S. M. Buck, manager 
Western department, removed from First 
National Bank Building; E. D. Lawson, 
manager Western marine department, 
and John Pabst, manager, Mid-Western 
division of the Fireman’s Fund Indem- 
nity, whose departments had already 
been located on other floors of that 
building, staged in the unusually attrac- 
tive set-up of the 20,000 feet of floor 
space in its new horseshoe formation of 


Staples—chosen probationary 


year durine May, 


Wisconsin Warns Marine 
Insurers on Fire Business 
Insurance Commissioner Harry J. Mor- 
tensen of Wisconsin has served notice 
on all marine companies writing fire in- 
Wisconsin that they must 
Wisconsin statutes on the 


surance in 
comply with 
writing of fire insurance in Wisconsin 
or cease writing fire business. Depart- 
ment officials said the marine companies 
are now escaping from the following 
payments through claimed right to write 
fire insurance through their license to 
write marine insurance: 

Payment of the state license fees for 
the writing of fire insurance; contribu- 
tions demanded from fire companies to- 
ward the support of municipal fire de- 
partments, and contributions for the 
maintenance of the rating bureau which 
formulates the fire insurance rates for 
Wisconsin. 

Mortensen said the writing of fire in- 
surance by marine companies has great- 
ly increased in Wisconsin during the 
past year. Some of the large marine 
companies are, he says, now maintain- 
ing fire insurance divisions in the state. 
The license fees they: are escaping 
amount to no inconsiderable sum. 





MASSACHUSETTS AGENT DIES 
Parke B. Swift, insurance agent and 
banker of Athol, Mass., died suddenly 


last week. He had been in business for 
many years and was a member of nu- 
merous organizations. 


the combined accommodations—magni- 
fied by the rich simplicity of the new 
metal furniture and equipment—an event 
reflecting credit upon the head office with 
its dignified procedure. 

The formal opening of the new Chi- 
cago home of the Fireman’s Fund group 
brought to light that fully 200 emploves 
now serve where Mr. Chard, a short 
distance away, at 177 Madison street, 
with a bookkeeper and an assistant un- 
derwriter, formed the staff of the (then) 
Central department at the beginning in 
1872. 

Among the agents and friends who last 
Wednesday visited the new Chicago 
home of the Western department were 
many who had witnessed steady progress 
in this field under the four consecutive 
managements. They proved their esteem 
of the company and of the Western de- 
partment with greetings by word of 
mouth, by floral tributes, and with cheer- 
ful encouragement in every way possible, 
while others, unable to be present, indi- 
cated their best wishes with letters and 
telegrams of good will and still others 
did say it with flowers transmitted by 
local florists upon telegraph orders. 

Little wonder, therefore, that Manager 
suck, and his confreres of the other two 
departments, assisted by their staff, gra- 
ciously bestowed upon the visitors smiles 
of gratitude. Edward T. Cairns, vice- 
president with supervision of fire and 
automobile matters countrywide, guest of 
honor representing the head office, evi- 
denced his appreciation of the recogni- 
tion accorded this progressive step by the 
throng which constantly moved in and 
around the offices of the Western de- 
partment. 

The record of the sixty-four years, 
during which the Western department 
has risen to prominence on its own ac- 
count, was carefully set down by Man- 
ager S. M. Buck in a booklet of fifty- 
six pages and cover, printed in Chicago 
and presented to all visitors and mailed 
to all agents unable to be present as a 
memento of this occasion which marked 
the formal opening of the new home of 
the Western department in Chicago. 

October 1, 1929, marked the entry of 
S. M. Buck into the office of manager 
of the Western department, Harvey A. 
3ush continuing as assistant manager. 
Mr. Buck deemed it advisable to concen- 


trate energies of all divisions under one 


roof and on one floor. 


FRED. P. STODDARD DIES 


Killed in Fall from Robert Treat Hotel 
in Newark; Formerly With E. U. A.; 
Well-Known in N. Y. State 
Funeral services were held Monday 
morning at Hartsdale, N. Y., for Freder- 
ick Parker Stoddard. formerly for sev- 
cral years with the Eastern Underwrit- 
ers Association, who was killed Saturday 
morning when he either fell or jumped 
from the tenth floor of the Robert Treat 
Hotel in Newark, N. J. Although a 
medical examiner’s report listed the 
death as suicide Mr. Stoddard’s brother, 
Walter, of Greenwich, Conn., said he 
firmly believed that it was an accident. 
The latter view is supported by the fact 
that on rriday atternoon Mr. Stoddard 
had called on several insurance men in 
Newark and seemed cheerful and he had 
an appointment with an insurance office 
in Newark for Saturday morning. He 
was 52 years of age and for some months 

had not been in the best of health. 


Mr. Stoddard was graduated from 
Casenova Seminary in 1904 and from 
Syracuse Law School in 1903. He was 


a Mason, Knight Templar and Shriner 
and was a member of Delta Upsilon and 
Phi Delta Phi fraternities. He entered 
insurance as an assistant special agent 
to R. G. Potter of the Great American 
After filling other field positions he be- 
came secretary of the Agricultural in 
1920, leaving that company about eight 
years ago to join the Syracuse division 
of the New York Fire Insurance Rating 
Organization. He was also connected 
with the Schedule Rating Office of New 
Jersey and the National Board before 
going with the E. U. A. at the New 
York City headquarters. At the time of 
his death he was connected with the 
Insurance Law Journal. 

Surviving Mr. Stoddard, who had many 
friends among company men and agents, 
are his widow, a daughter and his 
brother. 





NORTHWESTERN DIVIDENDS | 

Directors of the Northwestern Nation- 
al (Fire) of Milwaukee declared the reg- 
ular quarterly dividend of $1.25 per share, 
payable Marck 31 to stock of record 
March 23. The affiliated Northwestern 
National Casualty declared a dividend of 
10 cents per share, or 4%, payable on the 
same date. This distribution was made 
possible by current earnings of the cas- 
ualty company, according to Lubin M 
Stuart, secretary and treasurer of both 
companies, and it is not to be regarded 
as establishing a dividend policy. 





THE UNRIVALLED FACILITIES OF 


THE NATIONAL FIRE GROUP 


ARE ALWAYS AT THE COMMAND OF OUR AGENTS EVERYWHERE 








NATIONAL FIRE 
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MECHANICS AND TRADERS 
INSURANCE COMPANY 
HARTFORD 
CAPITAL $1,000,000 
SURPLUS AVAILABLE FOR PROTECTION OF 
POLICYHOLDERS 


$3,667,491.61 
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| From Annuat Statements, December 31, 1995 





WE WELCOME INQUIRIES FROM AGENTS 
WHETHER OR NOT THEY REPRESENT 
ONE OF THE NATIONAL FIRE GROUP 
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LUDLUM, BENDER & SIMMONS 


Incorporated 
11 WEST 42nd STREET 
NEW YORK CITY 


| 
AD CONFERENCE MEETIN3 


Executive Committee in Session April 1g 
to Complete Plans for Gathering 
Scheduled for May 

Clarence Palmer, president of the Ip- 
surance Advertising Conference, hag ar- 
ranged for a luncheon and mecting for 
members of the executive committee at 
the Hotel New Yorker on April 16. Final 
plans for the Conference’s May meeting 
will be discussed and adonted at this ses- 
sion, when a tentative program will be 
submitted bv W. Leslie Lewis of the 
Agricultural of Watertown, N. Y., chair- 
man of the organization’s program com- 
mittee and his associate, David C. Gib- 
son of the Maryland Casualty. 

“At this meeting,” President Palmer, 
who is advertising manager of the In- 
surance Co. of North America, said in his 
call, “we hope to complete the entire 
program for the May meeting. The sub- 
ject of the organization’s return to its 
former practice of exhibiting the best 
examples of the year’s work by the men- 
bers at the annual conference will also 
be discussed.” 

Stanley F. Withe, advertising manager 
of the Aetna Casualty & Surety, who 
is the I.A.C. representative on the com- 
mittee for National Accident and Health 
Week, April 20 to 27, is expected to be 
present and report at this meeting. 


American, N. J., Promotes 
Lindsay, Bird and Doremus 


Several promotions were announced 
last week by the American of Newark. 
F. S. Lindsay, formerly assistant secre- 
tary, was elevated to vice-president. 
Robe Bird, manager of the company’s 
Western department, was elected vice- 
president and manager of the Wester 
department. 

Frederick Hoadley, secretary, will re- 
tire this month under the comnany’s pen- 
sion plan and will be succeeded by Fred- 
erick W. Doremus, now assistant secre- 
tary. 


FIELD CLUB MEETS APRIL 8-9 

The annual meeting of the Fire Insur- 
ance Field Club of Virginia is scheduled 
to be held at the Cavalier Hotel at Vir- 
ginia Beach April 8-9. Only routine bust 
ness including the presentation of te 
ports covering the year’s activities 1s 
slated for transaction, according to Jo- 
seph N. Jacobs, president. Mr. Jacobs 
is scheduled to succeed himself for at- 
other year. The other officers are: 
Francis Spencer, vice-president; Albert 
C. Word, treasurer; O. B. Roberts, sec 
retary. Following the business sessions, 
there will be a golf tournament on the 
club’s links. 


CALVIN E. WARREN DIES | 
Calvin E. Warren, veteran Boston i- 
surance man, died last week in Arling- 
ton, Mass., at the age of 86 years. He 
was associated during his career with 
John C. Paige & Co., James T. Phelps & 
Co., Warren, Meade & Co. and Meade 
& Gale, Inc. 


SIDNEY MILLS DEAD 
Sidney G. Mills, for more than forty 
years representative of the Northern As 
surance and the Norwich Union Fire ™ 
Hamilton, Ont., died recently im his 
home in that city. 
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And your assureds will be out too — unless 
you have provided them with Rent or Rental 
Value Insurance along with their fire policy. 
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THE CONTINENTAL INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY 
FIDELITY-PHENIX FIRE INSURANCE COMPANY 
First AMERICAN FirRE INSURANCE COMPANY 


Eighty Maiden Lane, 


ot i Ler Vere) SAN FRANCISCO 





and Indem Group 


NIAGARA FirRE INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THE FIDELITY AND CasuaLtTY COMPANY 
ERNEST STURM, Chairman of the Boards 
BERNARD M. CULVER, President 


New York ,N.Y 


DALLAS 
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More Sections Approve 
New Supplemental Form 


NEW ENGLAND AND D. OF C. ACT 


N. J. Only State in E. U. A. Field 
Where Form is Not Written; Book- 
let on Contract Issued 

The new additional hazards supplemen- 
tal contract for business risks has now 
been promulgated in all sections of the 
Eastern Underwriters Association terri- 
tory except New Jersev, where action is 
not expected for several weeks. The 
District of Columbia rating organization 
approved the new form this week. The 
New England Insurance Exchange acted 
last week, approving also the agreed 
amount clause for use and occupancy 
coverage and the pro rata reduction rule 
for insurance on fluctuating values at 
single locations. 

In connection with the supplemental 
contract, which when attached to a fire 
policy provides protection against direct 
loss or damage caused by windstorm, 
hail, explosion, riot, aircraft and motor 
vehicles, a condensed statement of the 
main points of new form has been pub- 
lished in booklet form. This contains 
valuable information and many questions 
and answers relative to the supplemental 
contract and a few extracts are given as 
follows: 

Attention is called to a clause in the 
standard fire policies to the effect that: 

“Tf a building or any part thereof fall, 
except as a result of fire, all insurance 
on such building or its contents shall im- 
mediately cease.” 

For example: if an airplane or motor 
truck should crash into a building, caus- 
ing a part of the structure to collapse, 
with fire resulting from such damage, 
the standard fire policy in most states 
will not indemnify for the fire loss. 


New Form Bridges the Gap 


The supplemental contract bridges this 
gap by stepping in at the point where 
the fire insurance ceases and covers the 
direct loss or damage by fire which im- 
mediately follows the fall of a material 
part of the insured property when such 
fall is the direct and immediate result 
of damage by windstorm or any of the 
perils covered by the supplemental con- 
tract. 

There is a distinct advantage in hav- 
ing all the named perils covered, with 
the bridging-the-gap clause, under one 
contract in conjunction with the fire 
policy. 

Protection having been furnished 
against all of the named perils in the 
same company or companies, the possi- 
bility of controversy as to the cause of 
loss, when two or more perils are in- 
volved, is eliminated. 

The cost of the combined coverage un- 
der the supplemental contract represents 
a material saving over the cost of the 
same protection under separate policies. 
This saving is made possible by the econ- 
omy of handling what is in effect a sin- 
gle transaction as compared with four 
separate policies. Also a more favor- 
able loss experience should result from 
a broader sale of insurance against all 
of the perils. 

Questions and Answers 

Q. If the fire insurance is written un- 
der a specific item form, for example, 
covering: : 

Item I —$10,000 on frame dwelling; 


Item If — 5,000 on household furni- 
ture contained therein; 
Item III— 1,200 on rents of the above 


described dwelling; 

Item IV— 1,000 on private garage 
must the supplemental contract be made 
to apply to all items of the fire policy, 
or, for example, may it be attached as 
applying only to the dwelling? 

A. It must apply to all items covered 
by the fire policy and the premium be 
figured on the total amount covered by 
the fire policy. 
Does It Cover All Items in Fire Policy? 

Q. Why does the rule require that the 























Inland Marine and Special 
Lines are readily sold when 
properly understood. No 
need to hunt for new pros- 
pects. Your present clients 
are your opportunities. And, 
our Source Chart shows at a 
glance what covers to sell 
them. Write for your copy 
to our Business-Building 
Department, 150 William 
Street, New York. 





THE MERCANTILE INSURANCE 
COMPANY OF AMERICA 


— Writing Fire and All Kindred Lines— 





























supplemental contract shall apply to all 


items covered by the fire policy ? 

A. The intent has been to provide. as 
nearly as state laws will permit, a new 
comprehensive single contract covering 
all of the property insured under the fire 
policy against loss from any or all of 
the listed perils. 

It is the intent to treat the combined 
coverage provided by the fire policy and 
the supplemental contract as a single in- 
divisible contract. 

It is believed that such a procedure 
avoids complication, confusion and mis- 
understandings. 

If the supplemental contract does not 
apply to all items covered by the fire 
policy, it is more than probable, after 4 
loss on an item not covered by the sup- 
plemental contract, that the insured will 
claim that he intended to have the item 
involved in the loss covered. Such 4 
situation is avoided when the supplemen- 
tal contract covers all items. 

Another important reason is that the 
broader spread resulting from this re- 
quirement is an essential factor in con- 
nection with the low rates recommended. 

Assuming that the fire policy to 
which the supplemental contract is at- 
tached covers blanket, for example 
buildings and contents and property in 
the open on the premises, must the pre- 
mium for the supplemental contract be 
computed on the full amount of the fire 
policy even though the supplemental 
contract does not cover the property in 
the open? E 

A. Yes. 

Q. Suppose that instead of covering 
blanket as above described, buildings and 
contents have been covered under one 
item and the property in the open under 
a separate second item. How should the 
case be handled? 

A. In such a case, the supplemental 
contract should distinctly state that it 
does not apply to the property in the 
open covered under the second item of 
the fire policy and the premium for the 
supplemental contract should be based on 
the amount of insurance under the first 
item which, under such circumstances, is 
the only one to which the supplemental 
contract applies. 

The same principle would apply if the 
supplemental contract was attached to a 
policy covering: 

Item I —$10,000 on a frame dwelling. 

Item IT— 1,000 on trees and _ shrub- 

bery on the above prem- 
ises. 

As the trees and shrubbery are not 
covered by the terms of the supplemental 
contract, the supplemental contract 
should distinctly state that it does not 
apply to property covered under Item II 
in the policy to which it is attached and 
the premium for the supplemental con- 
tract would be based on the $10,000 in- 
surance under Item I. 

When Can It Be Written 

Q. Must the supplemental contract be 
attached when the fire policy is issued, 
or may it be attached to outstanding 
policies ? 

A. Either is permitted. 

Q. Is it necessary in order that the 
insured be properly protected to attach 
a supplemental contract to each out- 
standing fire policy covering on the risk? 

A. Yes, and this applies whether the 
outstanding policies were all written by 
one agent or by two or more agents. 

Q. Why? 

A. See the “appointment clause” sec- 
tion 11 of the supplemental contract. 

Apportionment Clause 

Q. How does the apportionment 
clause work out if the supplemental con- 
tract is not attached to each fire policy 
on the risk? 

A. Assume the insured has two fire 
policies. Policy “A” covering $8,000 on 
his dwelling; Policy “B” covering $2,000 
on his dwelling. Assume the supplemen- 
tal contract is attached to Policy “A 
but not to Policy “B.” Assume a $1, 
windstorm loss to the dwelling. It is ap- 
parent that there is no liability for wind- 
storm loss under Policy “B” and under 


(Continued on Page 36) 
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AMERICAN AUTO AGENTS— 


Are making new RECORDS 
Turning Prospect RECORDS 
Into Policyholder RECORDS 





Admitted Assets 


: Surplus to Policyholders 








more than more than 
$14,000,000 $5,000,000 
BOSTON INDIANAPOLIS NEW ORLEANS PITTSBURGH 
40 Broad St. 210 Electric Bldg. 1227 Hibernia Bank Bldg. Investment Bldg. 
Wilfred J. Paquet M Doyle J. J. Grevemberg Jet Parker 
Manager Manager Manager Manager 
CHICAGO LOS ANGELES NEW YORK ST. LOUIS 
A-2025 Insurance Exchange South 724 South Spring Street 99 John Street Pierce Building 
E, D. Loring Don R. Sessions R. S. Choate Louis H. Antoine 
Resident Vice-President Resident Vice-President Vice-President Manager 
CLEVELAND MILWAUKEE PHILADELPHIA SAN FRANCISCO 


Hanna Building 
George W. Talkes 
Resident Vice-President 


DETROIT 


National Bank Bldg. 
Robert Z. Alexander 
Resident Vice-President 


C. M. Latta 
Manager 


CINCINNATI 
Carew Tower 


212 West Wisconsin Avenue 


Cameron H. Sanders, Manager 


Manhattan Building 
James R. Hughes 
Resident Vice-President 


OHIO DEPARTMENT 


COLUMBUS 
Beggs Building 
R. I. Taylor, Associate Manager 


AMERICAN AUTOMOBILE INSURANCE 


L. A. HARRIS, President 


Suite 301 Adam Grant Bldg. 
George E. Adams 
Resident Vice-President 
SEATTLE 


518 Skinner Building 
; Lawson 
Manager 


COMPANIES 


ST. LOUIS, MISSOURI 


‘‘Oldest and Largest Insurers of Automobiles Exclusively” 
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Bankers’ Questions 


On Automobile 


Financing and Insurance Answered 


“You don’t insist that the clients of 
your trust department use a lawyer you 
select. Why should you coerce the in- 
surance involve” in automobile loans, ar- 
bitrarily dictating where that insurance 
shall be placed?” says Walter Meiss, ex- 
ecutive general agent of the London As- 
surance and associated fire insurance 
companies, in a message to bankers 
through a new edition of his booklet on 
bank automobile financing called “A 
Profitable Thought, Mr. Banker.” 

The booklet, in the form of a dialogue 
between John Banker and Henry Agent, 
outlines a plan by which commercial 
banks may write individual automobile 
loans, and explains the application of au- 
tomobile insurance to the transactions. 
Nearly six thousand of these booklets 
have been requested by bankers, and by 
insurance agents for their bankers, in 
the past few months. In the new edition 
Mr. Meiss has clarified several parts of 
the plan. 

He found that bankers think a 
large volume of personal loan or automo- 
bile finance paper is necessary so that 
the business will pay. His answer to 
this question is: “You needn’t set up a 
special department. This will be just a 
slight extension of a service you already 
render. All you need are the few forms 
and maybe a set of cards for record 
keeping. There isn’t any additional ex- 
pense to worry about .. . Of course large 
volume won’t come to you if you don’t 
ask for it. Advertising, either by mail 
to your depositors or in newspapers, will 
bring this business in—that’s been dem- 
onstrated. 3ut this plan is profitable 
even on a very small scale—just the loans 
that would result from switching some 
present small notes and applications from 
your current basis to this new plan. 
Don’t think of this as a new departure 


some 


—it isn’t really.’ 
Liability for Damages 
Some bankers have asked about the 


possibility of liability for damages where 
the bank retains legal title to the car 
by using a conditional bill of sale. When 
“John Banker” in the booklet asks if 
this liability might arise, Mr. Meiss, as 
“Henry Agent,” replies: “No—very defi- 
nitely, no. You see, this hinges upon 
the legal definition of the word ‘owner.’ 
The courts have generally agreed that 
when cars are sold under conditional sale 


TRIANGLE FIRE ANNIVERSARY 

March 25 marked the twenty-fifth an- 
niversary of the Triangle Waist Co. fire 
in New York which cost the lives of 146 
young men and women. As a result of 
this disaster many improvements in fire 
prevention work were started. These 
included the installation of fire alarms, 
sprinkler systems, greater number of fire 
exits and elimination of obstacles leading 
to fire exits. 


DAVID I. KELLY DEAD 

David I. Kelly. secretary of the Essex 
County, N. J., Park Commission, died 
last week at his home in Maplewood, N. 
J. For four years he was connected 
with the New York Fire Department, 
serving as assistant and acting fire mar- 
shal. He is credited with establishing 
the country’s first fire prevention bu- 
reau and helped organize the fire col- 
lege. 


SPECIAL FOR AUTOMOBILE 

M. V. Campbell, manager of the Wes- 
tern marine department at Chicago of 
the Automobile of Hartford, announces 
the appointment of E. J. Moran as spe- 
cial agent succeeding Victor W. Davies, 
who has been transferred East. Mr. 
Moran will travel in Wisconsin and Min- 
ncsovta. 


contracts the legal owner, from the public 
liability standpoint, means ‘any person 
having legal exclusive use, control and 
possession of the motor vehicle.’ Here 
is one general opinion, ‘As between con- 
tract vendor and contract vendee, the 
contract vendee is the proper person to 
be denominated owner.’ That was a lia- 
bility damage case.” 

Since the introduction of this commer- 
cial bank automobile financing plan some 
discussion has centered about how the 
insurance, to protect the bank financing 
the purchase and the purchaser against 
loss of the money invested in the car 
by fire, theft, collision or other physical 
damage, should be written. The national 
finance companies use master policies and 
many insurance companies have actively 
promoted this type of coverage among 
commercial banks in this field. It is Mr. 
Meiss’ conviction that no financial insti- 
tution should coerce or control the plac- 
ing of any kind of insurance except that 
on its own property. He feels, more- 
over, that each buyer of insurance gets 
superior service by securing all his pro- 
tection through one local agent, and that 
local agents, being of paramount impor- 
tance in the insurance industry, should 
not be forced to compete with these 
“wholesale” selling plans which do not 
offer as good protection to the property 
owner as does the local agent’s personal 
service. 

Under a master automobile policy there 
is “automatic coverage” for the short pe- 
riod between securing the loan and ef- 
fecting the insurance on the car. Mr. 
Meiss explains that this is also true using 
the individual policies of the borrowers’ 
insurance agents. “If the buyer turned 
in an old car that was insured,” Mr. 
Meiss said, “the old policy extends to the 
new car for a ten day period to allow 
time for a new policy to be ordered and 
effected. This will be the case in by far 
the majority of your automobile loans. 
But even if no insured car was turned 
in you needn’t go without insurance pro- 
tection, even for an hour. Insurance 
agent’s offices are open whenever your 
bank is. All the buyer need do is tele- 
phone and give his insurance agent in- 
formation about the conditions of the 
sale and the loan and the car itself. In- 
surance can be put into effect immedi- 
ately.” 

M. & M. FIRE 1935 REPORT 
The Merchants & Manufacturers Fire 
of Newark, of which Corroon & Reyn- 
olds, Inc., are managers, closed 1935 with 
assets of $3,580,398, net surplus of $1,- 
032,128 and policyholders’ surplus, includ- 
ing capital of $1,000,000, amounting to 
$2,032,128. The surplus showed a gain 
of $661,998 over the previous year. Pre- 
mium income showed an increase of $21,- 
883 and the unearned premium income 
of $1,356,423 was about $58,600 higher 
than on December 31, 1934. 


BALTIMORE FIRE PREMIUMS 

Fire insurance premiums received on 
Baltimore business for the last six 
months of 1935 totaled $1,608,199, or 
about $6,000 less than for the same period 
of 1934. Of last vear’s business stock 
companies received $1,487,127 and the 
mutuals $109,521. The year before the 
mutual’s income was $105,669, while the 
stock companies received $1,501,689. 





MICHIGAN LOSS RATIO DROPS 

Michigan’s 1935 fire loss ratio is more 
than likely to be the lowest in history, 
perhaps as low as 35%. As the loss rec- 
ord for 1934 was the second lowest on 
record when it reached 46.99%, it seems 
most probable that the 1935 figures will 
establish a new all-time mark. 





JOHN HOPKINS DEAD 
Was Joint Managing Director of Pearl; 
Also Member of Board; 49 Years 
Old 

John Hopkins, late joint managing di- 
rector of the Pearl, died suddenly at 
Radlett, England, on March 15. Mr. Hop- 
kins, who was in his forty-ninth year, 
was assistant manager of the Pearl from 
1928 to 1932 and joint general manager 
from 1932 until early last year. Then he 
was elected to the board, and shortly 
afterwards he was appointed a joint man- 
aging director. His rise was unusually 
rapid. Mr. Hopkins was a Fellow of the 
Chartered Insurance Institute. 





Chamber of Commerce Meets 
In Washington April 27-30 


The necessity for furtherance of sound 
fundamental national policies will be em- 
phasized at the forthcoming annual meet- 
ing of the Chamber of Commerce of the 
United States. The meeting will be held 
in Washington April 27 to 30. Explain- 
ing the purposes of the meeting, Harper 
Sibley, president of the Chamber, said 
this week: 

“American business enterprises has had 
a major part in the development of our 
country under a system permitting the 
full exercise of private initiative and 
judgment. Private business, not govern- 
ment, has directed the course of our in- 
dustries, of our distributive system, of 
our banks, of our transportation system, 
of our insurance and other services. 
Business, therefore, must have a voice in 
formulation of national economic poli- 
cies.” 


NEW ORLEANS PREMIUMS UP 
Fire insurance premiums written in 
New Orleans last year totaled $2,254,561, 
compared with $1,923,490 in 1934, a gain 
of over 17%. Leading companies in 1935 
included these: Home, $85,157; Pearl, 
$78,286; Fidelity-Phenix, $77,487; Aetna 
(Fire), $65,043; Liverpool & London & 
Globe, $67,425; Mechanics & Traders, 
$62,844; Continental, $57,072; Insurance 
Co. of North America, $56,645, and Hart- 
ford Fire, $51,457. 


FLA. AGENTS GOING TO CUBA 

Members of the Florida Local Under- 
writers Association will hold their thirty- 
second annual convention on a ship to 
and from Havana. The party will leave 
Port Tampa on May 6, arriving in Cuba 
the next day, and return to Port Tampa 
by Saturday morning, May 9. Company 
officers, fieldmen, press representatives 
and friends of the local agents are in- 
vited to make the trip. 








R. B. LEARY FATHER OF SON 

Richard B. Leary, associate member 
of the Richmond, Va., local agency of 
Claiborne and Goddin, is the proud 
father of a son. born last week. The 
mother is the former Mary Hugh Kirk- 
patrick, daughter of Hugh W. Kirkpat- 
rick, Virginia state agent for the Atlas. 
The couple were married last spring. Mr. 
Leary formerly was Virginia special 
agent for the old Petersburg Fire. 





N. J. SPECIALS MEET MONDAY 
The New Jersey Special Agents Asso- 
ciation will meet Monday evening at 
6:30 o’clock in the Hotel Douglas, New- 
ark. Herbert G. Guemnel of the Amer- 
ican and George H. Martin of the New 
York Underwriters will discuss subjects 
to be assigned to them. Both had been 
members of the public speaking course 
being conducted by Gilbert E. Stecher, 
Commercial Union. 


FULTON FIRE AGENCY MOVES 


The Fulton Fire Agency, Inc., has 
moved from the seventh floor to larger 
quarters on the tenth floor at 215 Mon- 
tague Street, Brooklyn, N. Y. Alex. Gold- 
berger is president and Irving C. (Mur- 
ray) Grossman secretary of this concern. 





— 
Pearl Announces Changes 

In Michigan Supervision 
_ Direct jurisdiction over all underwrit. 
ing operations in Michigan were assumed 
April 1 by the Western department of 
the Pearl-American fleet, under Map. 
ager Vincent L. Gallagher at Chicago 
The Kenneth Watkins Corporation has 
resigned as general agent for the Pear| 
in Michigan, and Eugene G. O’Brien as 
state agent takes supervisory charge of 
the field. Mr. O’Brien will also super. 
vise Michigan for the Eureka-Security 
and the Monarch Fire, which are aj- 
ready under the direct jurisdiction of 
the Western department. 

Mr. Watkins was instrumental jy 
bringing the Pearl and Mr. O’Brien to. 
gether, as the two are close friends, and 
the Watkins organization is cooperating 
in effecting the change smoothly and 
promptly. Assisting Mr. O’Brien will be 
State Agents Edward V. Rawlings and 
D. Burns Gamble, who have heretofore 
represented the Eureka-Security and the 
Monarch, and J. T. Lynch, heretofore 
fire department manager in the Watkins 
general agency. Headquarters will be 
moved early in April from the present 
location in the Union Guardian Building 
to more commodious offices in the Buhl 
Building, Detroit. 


Supplemental Form 
(Continued from Page 34) 


the terms of the apportionment clause 
Policy “A” is liable for no greater part 
of the $1,000 windstorm loss than the 
amount of fire insurance under Policy 
“A” ($8,000) bears to the total amount 


of fire insurance ($10,000) whether or 
not the other fire insurance (Policy 
“B”) covers  windstorm. Therefore, 


Policy “A” pays only 8/10 of the $1,00 
windstorm loss or $800, and the insured 
sustains a $200 uninsured loss which 
would have been paid by Policy “B” had 
the supplemental contract been attached 
to that policy also. 

Q. Does the supplemental contract 
“bridge the gap,” that is, cover fire loss 
following fall of building ? 

A. Yes, if fall of building is caused 
by any of the perils covered by the 
supplemental contract. See Section 7 in 
contract. 

Q. Does the supplemental 
cover sprinkler leakage loss? 

A. No, unless loss results from direct 
damage to sprinkler equinment caused by 
any of the perils covered by the supple- 
mental contract. 


contract 





PASS TESTS FOR PRODUCERS 

Forty out of 124 candidates, or 32%, 
for insurance brokers’ licenses qualified 
by passing the examinations of the New 
York Insurance Department held in New 
York City on March 13. On the same 
day twenty out of sixty-four, or 31%, 
passed the Insurance Department's qual- 
ification examinations for applicants for 
agents’ licenses. 


Cc. C. COLYER’S NEW POST 
C. Carleton Colyer, formerly head of 
the Newark realty brokerage bearing his 
name and more recently a salesman for 
a Bergen County real estate man, has 
become associated with Hilton C. Brewer 
of Glen Ridge in a new partnership, 
Brewer & Colyer. The brokerage will 

specialize in Glen Ridge properties. 


R. W. MICHAEL ADMITTED TO BAR 
Russell W. Michael, assistant manager 
of the Fireman’s Fund Southern departt- 
ment and president of the Insurance Li- 
brary Association of Atlanta, Ga., has 
been admitted to the bar at Georgias 
Supreme Court. He has been with the 
Fireman’s Fund for twenty-five years. 


ARTHUR H. RASP MOVES 
The insurance agency of Arthur H. 
Rasp is now located at 184 Joralemon 
Street, Brooklyn, having moved from 
Court Street. 
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LOYALTY GROUP— 

















FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


81 YEARS IN BUSINESS 


ORGANIZED 1855 


Surplus to Policyholders, Dec. 31, 1935, $18,726,802.59 











THE GIRARD 


FIRE & MARINE INSURANCE CO. 


Organized 1853 
Surplus to Policyholders Dec. 31, 1935 
$2,478,793.65 


83 YEARS IN BUSINESS 





THE MECHANICS 
INSURANCE COMPANY OF 
PHILADELPHIA 


Organized 1854 
Surplus to Policyholders Dec. 31, 1935 
$947,031.53 


82 YEARS IN BUSINESS 





NATIONAL-BEN FRANKLIN 
FIRE INSURANCE CO. OF 
PITTSBURGH, PA. 


Organized 1866 
Surplus to Policyholders Dec. 31, 1935 
$2,202,153.91 


70 YEARS IN BUSINESS 





THE METROPOLITAN 
CASUALTY INSURANCE CO. 


OF NEW YORK 
Organized 1874 


Surplus to Policyholders Dec. 31, 1935 
$1,525,801.63 


62 YEARS IN BUSINESS 








HAZARDS INSURED 


Fire and Lightning 
Sprinkler Leakage 
Loss of Use 
Windstorm—Tornado 
Explosion 
Earthquake 
Ocean and Inland Marine 
Riot and Civil Commotion 
Tourist Baggage 
Parcel Post 
Aircraft 
Automobile Comprehensive Cover 
Automobile Fire and Theft 
Automobile Liability 
Property Damage & Collision 
Residence Water Damage 
Plate Glass 
Personal Accident and Health 
Group Disability 
Public Liability 
Contingent Liability 
Elevator Liability 
Professional Liability 
Golf and All Sports Liability 
Burglary, Theft and Larceny 
Hold-up—Robbery 
Products Liability 
Fidelity Bonds 
Surety Bonds 
Check Alteration and Forgery 


LOYALTY GROUP 


Policies Protect Surely, Swiftly 
and Completely 


MILWAUKEE MECHANICS’ 
INSURANCE COMPANY 


Organized 1852 
Surplus to Policyholders Dec. 31, 1935 
$5,721,283.08 


84 YEARS IN BUSINESS 





SUPERIOR 
FIRE INSURANCE COMPANY 
Organized 1871 


Surplus to Policyholders Dec. 31, 1935 
$2,313,580.60 


65 YEARS IN BUSINESS 





THE CONCORDIA 
FIRE INSURANCE COMPANY 
OF MILWAUKEE 
Organized 1870 
Surplus to Policyholders Dec. 31, 1935 
$2,666,788.17 


66 YEARS IN BUSINESS 





COMMERCIAL 
CASUALTY INSURANCE CO. 


Organized 1909 
Surplus to Policyholders Dec. 31, 1935 
$1,950,229.35 


27 YEARS IN BUSINESS 














WESTERN DEPARTMENT 
844 Rush Street 
Chicago, Illinois 





CANADIAN DEPARTMENT 
461 Bay Street 
Toronto, Canada 


EASTERN DEPARTMENT 
10 Park Place 
NEWARK, NEW JERSEY 


PACIFIC DEPARTMENT 
220 Bush Street 
San Francisco, Cal. 





SOUTH-WESTERN DEPT. 
912 Commerce Street 
Dallas, Texas 
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' News 


Mutuals Got Only 2.47 of Premiums 
Written In N. Y. City Last Year 


report of the New York 
Underwriters always con- 
tains miscellaneous information of an 
interesting character to fire insurance 
men generally. This year’s summary of 
1935 operations is no exception. For one 
thing the report shows that of the total 
of $29,185,248 in premiums written in the 
New York Fire Patrol area, only $703,- 
550, or 2.4%, was written by mutual com- 
Thus mutual competition is not 


The annual 
Board ot lire 


panies. ; 
particularly serious in the New York 
metropolitan district. However, the mu- 


tuals are gaining, even though at a slow 
rate. In 1932 stock companies wrote pre- 
miums of $29,953,110 and the mutuals re- 
ceived $569,156. In 1935 the stock com- 
panies’ returns had dropped to $28,312,- 
148, while the mutuals reported $703,550, 
or a fairly large increase, percentage- 
wise, over the 1932 total. 

During 1935 there were in the metro- 
politan district five fires where the loss 
was $100,000 or more. Two of these loss- 
es were in excess of $330,000 each. There 
were only two large warehouse fires last 
year, each costing insurance companies 
over $240,000. Reporting further on loss- 
es in general William A. Riordan, chair- 
man of the committee on losses and ad- 
justments, said: 


Incurred Losses Drop 


“The incurred losses reported to us 
during the past year as compared with 
1934 show a decrease of 21.15% in num- 
ber and a decrease of 16.36% in amount. 
New York City shows a decrease of 
21.15% in number and a decrease of 
16.27% in amount. 

“We have made eighty-one moral haz- 
ard reports during the past year; fifty- 
four of these revorted on during 1935 
called for unusual investigation, the cost 
of which amounted to $153,898, of which 
amount $94,809 was paid during the year 
1935, representing 30.72% of the expenses 
of the year’s adjustments. The resultant 
saving to companies as compared with 
assureds’ proofs of loss in these was, 
however, $404,139. 

“Seventeen claims amounting to $100,- 
720 have been wholly defeated. 

“We have spent durine 1935, $11,463 
on criticized claims, adjustments of which 
are still pending, and this amount, to- 
gether with the expense paid during the 
past year in the adjustment of the fifty- 
four claims above referred to, represents 
41.16% of the expense of the year’s ad- 
justments. 

“There was $1,360,297 of insurance in- 
volved in the above noted eighty-one 
moral hazard cases. This is .15% of all 
the insurance involved in the claims ad- 
justed during the year, while the num- 
ber is 3.18% of the whole number of 
claims adjusted during the year. 

“During 1935 fiftv-five convictions for 
arson have been obtained by the various 
district attorneys’ offices in the city and 
twenty-four cases are still pending in 
these offices.” 

Incurred losses for 1935 amounted to 
$3,470,679, compared with $4,149,668 in 
1934. Fifty-four sprinkler leakage losses 
for a total of $79,178 were settled last 


year compared with ninety losses for in- 
surance payments of $85,930 in 193. 
Fires of Electrical Origin 


One thousand two hundred and forty- 
one fires of reported electrical origin 
were called to the attention of the com- 
mittee on electricity, Chairman Fred W. 
Kentner reports. It was found upon in- 
vestigation that 1,041 were attributed to 
clectricity and caused an aggregate loss 
of $268,476. The principal causes of elec- 
trical fires include the following: opera- 
tion of sub-standard plug fuses, flexible 
cords used for circuit work, clectric 
pressing irons, domestic refrigeration, 
short circuits in elevator cables, Christ- 
mas-tree sets and splices at outlets and 
disturbance in power house equipment. 

Bennett Ellison, chairman of the com- 
mittee on fire patrol, reports that alarms 
attended by the patrol during 1935 to- 
taled 23,818, compared with 24,899 in 1934, 
a decrease of over 4%. Six additional 
new patrol trucks have been purchased 
to replace similar picces of apparatus 
which had been in use for an average of 
sixteen years. 


Philip Charles Agency Gets 
Concordia for Brooklyn 


The Concordia Fire, of the Loyalty 
group, has entered the Philip Charles 
Agency of 162 Montague Street, for 
Brooklyn fire business. The appointment, 
effective at once, will provide the agency 
with large capacity and a company that 


enjoys considerable popularity among 
brokers of Brooklyn. 
The Philip Charles Agency was estab- 


lished about three years ago. Mr. Charles 
had previously spent a number of years 
in the insurance business in Brooklyn 
and is well known to many brokers 
throughout the borough. Though one of 
the smaller agencies in the territory, its 
business has been growing steadily. Its 
future progress will doubtless be aided 
by the acquisition of the Concordia. 

Other companies in the agency are the 
Northwestern National for suburban and 
the Mechanics & Traders for automobile 
lines. 


Fire and Marine Committee 
For Salvation Army Drive 


A committee was named this week to 
solicit subscriptions among fire and ma- 
rine insurance offices in New York City 
for the annual drive for funds by the 
Salvation Army. The first meeting of 
the committee was held Tuesday after- 
noon. Those appointed to serve include 
the following: 

Henry H. Reed, Insurance Co. of North 
America, chairman; (Gresham Ennis, 
Crum & Forster; Harold V. Smith, 
Home; William D. Winter, Atlantic Mu- 
tual: Hawley T. Chester, Chubb & Son; 
Frederick B. McBride. Fireman’s Fund: 
J. F. Byrne, Talbot, Bird & Co.; J. T. 
Goeller, London & Lancashire; B. M. 
Culver, America Fore group, and Albert 
Ullmann, North British & Mercantile. 


Marks Tenth Anniversary 
As Head of Agency Here 





JACOB 


NEWBERGER 


Jacob Newberger, president of — the 
Newberger Agency, Inc., 111 John Street, 
celebrated the tenth anniversary of the 
establishment of his agency on April 1. 
Many friends visited his office on Wed- 
nesday to express felicitations. 

From a modest beginning Mr. New- 
berger’s agency has grown to substan- 
tial proportions. Contingent statements 
covering its decade in business testify 
to excellent underwriting results and ex- 
plain the enlarged facilities placed at 
Mr. Newberger’s disposal, from time- to 
time, by the companies in his office. 
Three important groups are represented, 
the Phoenix of Hartford and the Spring- 
field Fire & Marine for fire and the 
North British & Mercantile for automo- 
bile. 

Starting with the metropolitan repre- 
sentation of the Minneapolis Fire & Ma- 
rine, this Phoenix of Hartford group af- 
filiation was subsequently increased to 
include the New York suburban general 
agency, and, later, the country-wide 
binding representation of the Minneap- 
olis. 

The Springfield relationship started 
with the metropolitan representation of 
the New England. Several months ago 
a larger company of the group, the Sen- 
tinel, entered the agency in place of the 
former. 

The North British representation com- 
menced with the Homeland and was sub- 
sequently replaced by the Mercantile, of 
the same group. 


Mainly Personal — 


\rthur S. Platzer, well-known insur- 
ance broker with offices at 191 Joralemon 
Street, Brooklyn, who specializes in bus 
and truck coverage coming under the 
Federal motor carrier act of 1935, attend- 
ed the recent hearings in Washington 
to discuss the proposed rules and regula- 
tions governing the insurance require- 
ments of the act and has since prepared, 
in written form, several pages of insur- 
ance information for motor freight car- 
riers. He deals with the subjects of 
liability and property damage insurance, 
cargo or merchandise transit floater in- 
surance, compensation, fire, theft and 
collision insurance and bonding. 

* * * 


William W. Weinberger, automobile 
underwriter for the Sterling Underwrit- 
ers, Inc., 111 John Street, on Friday of 
last week, March 27, married Miss G. 
Ochitell. The groom, who was “given 
away” by sla Newberger, president 


of the Sterling organization, is known in 








READY TO 
SERVE YOU! 


Philip Charles 
AGENCY 


INSU RANCE UNDERWRITERS 


162 Montague St., Brooklyn, N. Y, 
Tel. TRiangle 5-6859 


ANNOUNCES 


Its Appointment As 
Brooklyn Agent for the 








Concordia Fire 
Insurance Company 
(Loyalty Group) 

* 
Also Representing: 

Northwestern National Ins. Co, 


for Suburban 


Mechanics & Traders Insurance Co, 
for Automobile 











College Diving Star is 


Son of Insurance Broker 
of the star 
circles 


divers in intercolle- 


this 
three close relatives in insurance in New 
York City 
and 
pride. He is Frederick Faulkner, a se- 
nior at Rutgers University, New Bruns- 
wick, N. J. His father, Daniel R. Faulk- 
ner, is an insurance broker with offices 
at 55 John Street, and one of his broth- 
ers, Daniel R., Jr., is associated with the 
father. Another brother, Elwood P. 
Faulkner, is in the marine department of 
Hoey & Ellison. 

Fred, who expects to become an elec- 
trical engineer, recently participated in 
three intercollegiate diving contests, win- 
ning first place in one, second in another 
and fourth in the third. Two years ago 
he was inter-collegiate champion in the 
East. This year on March 14 he won 
the low-board diving championship in the 
meet held by the Eastern Collegiate 
Swimming Association in New York. A 
week later he ranked second, losing by 
only four points to a diver from Prince- 
ton, in the Inter-Collegiate Swimming 
Association meet, at Columbia Univer- 
sity. Last Friday in the swimming pool 
at Yale University young Mr. Faulkner 
won fourth place in the low-board finals 
for the national championship held under 
the auspices of the National Collegiate 
\thletic Association. In July he expects 
to go to Providence. R. I., to try out for 
a place on the American team which will 
participate in the Olympic contests 1 
Germany. 


One 
viate) swimming year has 
who have been watching his 


progress success with considerable 


VLACHOS & co. ‘MOVES TO 4.¢ 

Vilachos & Co. have moved their New 
York City offices from 100 William Street 
to 1 Montgomery Street, Jersey City, N. 
J. Among reasons given by ¢ A. Vlachos 
for the change is that “as a non-resident 
conducting an unincorporated business in 
New York State we are taxed excessive- 
ly.” The firm will still conduct business 
in New York City as heretofore. 





musical circles as an accomplished vio- 
linist. The honeymoon is being spent 
aboard the steamer Rotterdam, cruising 
in southern waters. 

: * * * 

Benjamin O. Little, manager of the 1m- 
land marine and automobile departments 
of Hall & Henshaw, 12 Platt street. re 
turned to his office last week after a 80 
journ in Florida. where he had gone t@ 
recuperate following a prolonged illness. 
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@ A SALUTE TO THE STATE OF 


Conne 








PB © erp Ce ene a a 





cticut 


oe EE F MENS 8 COMMER cy Gee — 


Connecticut has 4,965 square miles.............+06.-. 16% of the U.S. 
* Connecticut has 1,606,905 population................ 1.31% of the U.S. 


Connecticut produces $634,704,835 annually in manufactured products. 


The Dutch of New Amsterdam, now New York City, little knew what they 
were doing for a United States yet to come when they established in 1633 a 
trading post at Suckiang, which later was to become the important city of 
Hartford and the capital of the State. During the years 1634 and 1635 emi- 
grants from the Massachusetts Bay Colony settled in the towns of Wethers- 


field, Windsor and Hartford. Jonathan 


Trumbull, Connecticut’s Governor 


then, was one of Washington’s trusted advisors. 

Connecticut is famous for its good roads and many interesting historical 
sites, but more particularly for its many industries, such as the manufacturing 
of textiles, fur-felt hats, typewriters, clocks, machinery and hardware. 


Connecticut annually pays the stock fire insurance companies, 
to protect its property against fire, premiums of $9,047,125—2% 


of the United 


American Equitable Assurance Com- 
pany of New York 


Organized 1918 Capital, $1,000,000.00 
e 


Globe & Republic Insurance Company 


of America 
Philadelphia, Pa. Established 1862 
Capital, $1,000,000.00 
s 


Knickerbocker Insurance Company 


of New York 


Organized 1913 Capital, $1,000,000.00 


Corroon & 


States total. 


Merchants and Manufacturers Fire 


Insurance Company 


Newark, N. J. Chartered 1849 
Capital, $1,000,000.00 


New York Fire Insurance Company 
Incorporated 1832 Capital, $1,000,000.00 


Sussex Fire Insurance Company 


Newark, N. J. Organized 1928 
Capital, $1,000,000.00 


Reynolds 


92 William Street yy - New York 


MANA 


One of a series designed to acquaint insurance men and insurance buyers with a few facts about our country 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








“Menu in the Arlington Hotel (Bing- 
hamton, Vt.): In order that American 
traditions may be preserved and that the 
time-honored customs of our forefathers 
may endure, at the request of many of 


our patrons we have placed pie upon 
our breakfast menu.”—The American 
Mercury. 


Under the caption Americana in the 
Reader’s Digest of March, 1936, there 
appears the above item. I called atten- 
tion of Reader’s Digest to the fact that 
the Arlington Hotel is in Binghamton, 
N. Y., not Vermont, and they graciously 
acknowledged the error, saying that my 
criticism had also added to their knowl- 
edge of geography. I have been a patron 
there for forty-two years and have seen 
this menu hundreds of times. 

* * * 

Deserved Tribute to a Loyal Servant 

The loyalty and gratitude sometimes 
exhibited by Pullman porters of the pre- 
vious generations is very gratifying. 
These colored, white-haired servants, 
many of whom I have known for forty 
years, remember any kindness shown to 
them. Recently on a very stormy day 
I tried to get into what I thought was 
a Pullman away from the crowd in the 
superheated foul-aired day coach and 
lugged my valise and two other impedi- 
menta, then discovered that it was a 
diner. 

The old darkie set me right and then 
carried my heavy packages into the day 
coach and found me a seat. Ordinarily 
[ would have done that myself, but I was 
tired after a week of blizzardy weather 
and had a tough cold and was just plain 
weary. I offered him a tip, but he re- 
fused, saying in his dialect: “No, siree, 
sah! I know you many years, and dis 
here service is complimentary to you. I 
have waited on you, suh, many years 
and you were always kind to all of us 
old ones.” 

The man is a gentleman, irrespective 
of race, color and creed, and is a credit 
to the company that employs him. I am 
going to send him a copy of this, also 
to the D. & H. headquarters, which will 
please his old white heart in a dark skin, 
that God gave him. 

* * * 
Nick Goodall, an Old N. Y. Character 

Sometime ago I wrote a little story 
about a minstrel who wandered from 
town to town in northern New York in 
the seventies, very much like the travel- 
ing minstrels and troubadours in the 
Middle Ages of Eurone. He was vocif- 
erously and joyfully received and regally 
entertained wherever he happened to 
alight, playing to villagers and their chil- 
dren in the public squares, or their hos- 
pitable homes, or in taverns. His com- 
ing was an event. 

He was not a common hill-billy fiddler 
but a great genius, though somewhat 
cracked. He died in 1880 and was buried 
at Watertown, N. Y., his identity largely 
unknown. His name was Nick Goodall 
and he was the son of a famous musician 
in the orchestra that played in the Ford 
Theater when Lincoln was shot. 

This, as related by Irving Bacheller, 
famous author and traveller, who is a 
North Country man himself (Canton, N. 
Y., in St. Lawrence County, is his home), 
and has written many books around that 
section and its human characters, like 
“Eben Holden” and “D’ri and I,” ex- 
plained this genius’ idiosyncracies. The 
effect of that episode went to his head 





and he became a wanderer. At times he 
would break out in seemingly irreverent 
oaths, as he did when a theatrical man- 
ager tried to exploit him in a tour. In 
the midst of a wonderful musical ren- 
dering before a select audience in Wa- 
tertown, he stopped suddenly and com- 
menced to swear so loudly and so well 
that the audience left en masse. 

Mr. Bacheller wrote an article about 
him in the “Rotarian” monthly maga- 
zine of December or January this year. 
Mr. Bacheller has Goodall’s violin in his 
possession. This peculiar character is 
mentioned in his “Eben Holden,” a best 
seller years ago, and a wonderful char- 
acter study of the old fine northern New 
York pioneer type, which was stall in 
evidence when I came into that field in 
1894. 

They are all for the most part de- 
scendants of the Vermont pioneers who 
came into northern New York just after 
the Revolution and before the War of 
1812, which latter fracas is their “heroic” 
time. They were chuck full of energy 
and common hard sense and logic, great 


organizers, and free and independent 
and self-reliant as a bird in the air. 
Among their descendants I had many 


agents for the National Liberty and now 
have for the Firemen’s. Dexter Leggett 
of Gouverneur was an example (well- 
known to the past generation); George 
W. Parker of the same town is another 
example. They all had a streak of poetry 
in them behind their hard common sense 
practical minds. Some of them wrote 
very creditable poetry, and some made 
names for themselves as writers. Others 
became great railroad organizers. We 
used to call them New York Yankees in 
the old times. 





HEADS EX-FIELDMEN’S GROUP 

William E. Gildersleeve. Jr., New York 
metropolitan manager of the Fireman’s 
Fund, was elected chairman of the New 
York Ex-Fieldmen’s Society at the fif- 
teenth annual banquet held at Block 
Hall recently. He succeeds Walter C. 
Howe, metropolitan manager of the Liv- 
erpool & London & Globe. Clarence A. 
Rich, vice-president of the Rossia, was 
elected vice-chairman and Herman Kra- 
mer of the Continental becomes secre- 
tary. There were about forty-five at the 
dinner. James Victor Barry, vice-presi- 
dent of the Life Extension Institute, was 
the principal speaker. 
JAPAN-MANCHUKUO YEAR BOOK 
The 1936 Japan-Manchukuo Year 
300k, published in the Toyo Building, 
Tokio, covering events in those two 
countries, is now ready for distribution. 
Among other subjects covered is in- 
surance. A general knowledge of condi- 
tions in sall major industries of Japan 
is furnished. There is considerable in- 
formation, too, about political and social 


factors. The book is published in Eng- 
lish and included in its text are 1,400 
tables. 


WHISKEY LINES INCREASING 

With approximately forty-five distil- 
leries in Kentucky running at full ca- 
pacity, plus increased capacity and some 
additional plants coming in, demand of 
whiskey coverage is enormous, and find- 
ing re-insurance in some instances has 
not been especially easy. 








ROYAL EXCHANGE ASSURANCE (1720) 


FIRE and MARINE LINES 


PROVIDENT FIRE INSURANCE CO. 
FIRE LINES 


CAR & GENERAL INS. CORP., LTD. 
CASUALTY LINES 


111 John Street, New York 
































F. W. ROEBLING, JR., PRESIDENT 


INCORPORATED 1868 


The Standard Fire Insurance Co. 


of NEW JERSEY 


TRENTON, N. J. 





R. J. CAREY, SECRETARY 











GENERAL MOTORS INSURANCE 


Davies Says There Is No Violation of 
License Laws Because Auto Dealer 
Is Also an Assured 
Orville Davies of New York, vice-presi- 
dent of the General Exchange Insurance 
Corporation, subsidiary of General Mo- 
tors, was questioned at some length a 
few days ago in the Kansas Insurance 
Commissioner’s office with regard to the 
insurance sales methods followed by the 
General Exchange. Assistant Commis- 
sioner Warren Shaw conducted the in- 
terview and interested in the results were 
members of the Kansas Association of 
Insurance Agents who believed that the 
auto dealers and finance company repre- 
sentatives were violating the agents’ li- 
cense law in selling insurance without 
licenses. Mr. Davies successfully ex- 
plained that the dealers and finance com- 
pany representatives were co-assured 
with the purchaser of a car and there- 
fore not insurance salesmen but buyers 
of protection. He summarized his argu- 

ments as follows: 

The salesman is the agent of the auto- 
mobile dealer. The dealer sells the car 
to Mr. Doe, the purchaser. Mr. Doe 
does not have enough money to pay cash 
for the car and the dealer arranges with 
the General Exchange Finance Corpora- 
tion to finance the balance. In so doing, 
the dealer endorses the finance paper, 
with recourse, and at that point the 
dealer becomes one of the assureds. 

As an assured he tells the purchaser, 
who is also an assured, that “their insur- 
ance” will cost so much money and that 


, the purchaser, of course, will have to pay 


the bill. The other assured, which is 
the finance company, tells the dealer and 
the purchaser that the insurance must 
be written through the General Ex- 
change Insurance Corporation, which 
means that the dealer, who is an assured. 
is not soliciting business but merely in- 
forming his fellow assured, the purchas- 
er, what the insurance will cost and how 
it will be handled. 


TO SPEAK AT AGENTS’ MEETING 

Charles A. Bickerstaff, Southern man- 
ager for the Fireman’s Fund and presi- 
dent of the South-Eastern Underwriters 
Association, will extend the greetings of 
th S.E.U.A. to the members of the Na- 
tional Association of Insurance Agents 
at the agents’ convention in Atlanta 
during the week of April 5. He will 
speak at the get-together dinner on 
Tuesday evening, April 7. Norman Elsas 
of Atlanta, vice-president -of the Fulton 
Bag & Cotton Mills, will address the 
convention either Wednesday or Thurs- 
day on the insurance buyer’s point of 
view. Delegates from nearly twenty 
states have already registered for the 
convention. 





226 YEARS OLD 


SUN 


INSURANCE OFFICE, LIMITED 


FOUNDED 1710 
United States Branch 
55 Fifth Ave. 
Western Department 
309 West Jackson Blvd. 
Chicago 


New York 


Pacific Department 


100 Sansome Street 
San Francisco, Cal. 











Hague-Rogers State Agent 
Of Eagle, Star in Ohio 


Following the resignation of State 
Agent F. E. Dickerson, the Eagle, Star 
& British Dominions announces that he 
will be succeeded in the Ohio field by 
I). P. Hague-Rogers who for some years 
has supervised the busines; of the com- 
pany in western Pennsylvania and West 
Virginia. 

Mr. Hague-Rogers was educated in 
England and after finishing college en- 
tered the insurance business in London 
as a clerk in a large brokerage office 
there. He came to this country eight 
years ago to take a position in the 
United States branch of the Eagle, Star 
at New York. After creditably filling 
various assignments throughout the ol- 
fice, he was appointed special agent for 
the territory he is now leaving. He }s 
a man of education and ability and has 
excellent knowledge of the business. His 
headquarters will be at 51 N. High Street, 
Columbus. 


REINSURANCE IN ROUMANIA 

A year ago Roumania entered into an 
agreement with its creditors, which 
promised creditor direct and reinsurance 
companies a payment of the frozen bal- 
ances, at least in part, in the near future 
But little, if anything, resulted, according 
to “La Semaine” and even the French 
reinsurers got little satisfaction from this 
promise. Transfer difficulties barred col- 
lection of outstanding old balances 4% 
well as current premiums. 





ON TRIP TO WEST COAST 

Mrs. Dudley L. Webster of Maple 
wood, N. J., is accompanying her daugh- 
ters, Miss Dorothy Webster and Mrs 
Stephen K. Denton, on a trip to the Pa- 
cific Coast via the Panama Canal. Mr. 
Webster is well-known as one of the 
leading automobile underwriters, cm 
ducting an office at 130 William Street 
where he specializes in large finance a 
counts. 
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Fire Prevention Record In 1935 


The grand award for the best fire pre- 
yention record in 1935 among 327 cities 
was won last Friday by Atlanta, Ga. 
Winning cities in the annual contest, 
conducted by the National Fire Waste 
Council and the Chamber of Commerce 
of the United States, were announced at 
4 meeting of the council in Washington. 

Six winners, in different population 
classes, will receive plaques at the an- 
nual meeting of the chamber the latter 
part of April. They are: Class I, cities 
of more than 500,000 population, Phila- 
delphia. 

Class II, cities of 250,000 to 
Atlanta. 

Class III, cities of 100,000 to 
Hartford. 

Class IV, cities of 50,000 to 
Lakewood, O. 

Class V, cities of 20,000 to 50,000, Park- 
ersburg, W. Va. 

Class VI, cities under 20,000 population, 
Geneva, N. Y. 


Per Capita Loss at Low Record 


500,000, 
250,000, 
100,000, 


The per capita fire loss of the com- 
peting cities in the contest was $1.23, 
the lowest in the history of the contest, 
which has been conducted annually for 
the past twelve years. The average per 
capita fire loss of the competing cities 
for the years 1930-1934 was $2. The to- 
tal fire loss of the cities reporting in 
1935 was $41,248,699 as against an aver- 
age of $65,299,552 in the five-year period 
ending with 1934. The reduction indi- 
cated by these figures shows a saving to 
the citizens of the participating cities of 
$24,050,853. 

In announcing the winners the judges 
in the contest also announced a list of 
cities given honorary mention. Winners 
and honor cities were selected by the 
judges after consideration was given not 
only to the improvement in fire loss sta- 
tistics for 1935, as compared with a five- 
year average, but also to educational ac- 
tivities and to the enactment and enforce- 
ment of ordinances and other regulations 
relating to fire prevention and fire pro- 
tection. 

The members of the grading commit- 
tee are nationally known fire prevention 
experts. George W. Booth, chief engi- 
neer of the National Board of Fire Un- 
derwriters, served as chairman of the 
committee. The other members are Eu- 
gene Arms, manager of the Mutual Fire 
Prevention Bureau, and Franklin H. 
Wentworth, managing director of the 
National Fire Protection Association. 


Honor Cities 


_A list of all winning cities and honor 
cities in the East follows: 

Class I, cities over 500,000 population: 
winner, Philadelnhia; honor cities: Buf- 
falo, N. Y.; Baltimore, Md.; Cleveland, 
0.; Pittsburgh, Pa. 

Class II, cities from 250,000 to 500,000 
population: winner, Atlanta, Ga.; honor 
cities: Providence, R.I.; Rochester, N. Y. 

Class III, cities from 100,000 to 250,- 
000 population: winner, Hartford; honor 
cities: Elizabeth, N. J.; Springfield, 
Mass.; Utica, N. Y. 

Class IV, cities from 50,000 to 100,000 


Sie 


AIRPLANE HAZARDS REDUCED 


Use of a specific boric acid-borax mix- 
ture and subsequent doping with cellu- 
lose acetate on aircraft fabric has been 
found to reduce the fire hazard by rais- 
Ing the ignition temperature of the fab- 
rie from 125 degrees centigrade to 300 
degrees centigrade. 








HEADS SECURITY NATIONAL 

W. L. Moody, Jr., has been elected 
President of the Security National Fire 
of Galveston, Texas. He succeeds the 
late Shearn Moody. 


population: winner, Lakewood, O.; honor 
cities: Bethlehem, Pa.; New Rochelle, 
N.. ¥. 

Class V, cities from 20,000 to 50,000 
population: winner, Parkersburg, W. Va.; 
honor cities, Elyria, O.; Warren, O.; 
Newburgh, N. Y. 

Class VI, cities under 20,000 popula- 
tion; winner, Geneva, N. Y.; honor 
cities: Ridgewood, N. J.: Morristown, 
N. J.; Albany, Ga.; Charlottesville, Va. 
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minimum of adjustment expense in that 
section, at present somewhat remote from 
the nearest branch office of the organi- 
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years in the San Francisco office of the 
3ureau, San 
Luis Obispo, where he will reside to be 


has been transferred to 


available for complete adjustment ser- 


vices to fire and casualty companies in 
territory. 


that 














FIREMAN’S FUND 


Insurance Company 

Insurance Company 
OCCIDENTAL 

Insurance Company 


FIREMAN’S FUND 


OCCIDENTAL 


Newyork - 








Indemnity Company . . . 


Indemnity Company . . . 


STRENGTH : 
Fire Automobile Marine : Casualty - Fidelity + Surety 


REMAN'S FUND GROUP 
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December 31, 1935 


Assets 


. . *$37,660,149 


HOME FIRE & MARINE 


*6,208,821 


: oe 4,426,950 


7,829,040 


3,363,284 


Occidental Indemnity Company, $383,210. 


PERMANENCE 


SAN FRANCISCO 





STATEMENT of CONDITION 


Liabilities 
$1 6,1 90,004 


2,602,751 


4,646,073 


1,477,010 


Bonds carried at amortized value—stocks at December 31st, 1935 market value—approved by National Convention of Insurance Commissioners. 
* Stock ownership in affiliated insurance companies valued on basis of capital and net surplus. 


Securities carried in the above statements are deposited for purposes required by law. Fireman's Fund Insurance Company, $611,320; 
Home Fire & Marine Insurance Company, $449,250; Occidental Insurance Company, $273,600; Fireman's Fund Indemnity Company, $931,250; 


Occidental Insurance Company 
Home Tire & Marine Insurance Company 
Fireman'’s Fund Indemnity Company ~ Occidental Indemnity Company 


Chicago - 


962,287 


Boston 
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SEAY AGENCY TO CONTINUE 

The Dallas, Tex., local agency of Seay 
& Hall will be perpetuated under a plan 
worked 
Mabry Seay, owner, who died March 2. 
The arrangement provides for the con- 
tinuance of the agencv by D. D. McCain 
and Eric C. Gambrell, with Mrs. Seay 
retaining an interest in the firm. 


out about two years ago by G. 


PHILADELPHIA PREMIUMS GAIN 
Philadelphia fire insurance premiums 
for the last half of 1935 totaled $3,768, - 





495, compared with $3,447,446 for the 
same period of 1934, an’ increase of 
over 9%, 








Surplus to 
Policyholders 
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3,464,663 
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C. T. Hubbard Gives Pointers to 
Agents On How to Increase Sales 


Speaking before the Minneapolis In- 
surance Club in Minneapolis recently, 
Clarence T. Hubbard, assistant secretary 
of the Automobile and Standard Fire of 
Hartford, said in part: 

“In selling insurance, we have as our 
competitors everyone who sells. There 
are many hands reaching for a part of 
the consumer’s dollar. Those selling 
worthwhile, legitimate and useful com- 
modities, such as insurance, are faced 
with competition, not only with those 
selling the same thing, and those selling 
it cheaper and in various diversified ways 
—and those selling other goods and ar- 
ticles, but we are also in competition 
with shrewd and ruthless salesmen who 
make attempt to obtain as much of the 
consumer’s dollar as they possibly can, 
regardless of the effect, in the applica- 
tion of a formula of high pressure ad- 
vertising and salesmanship. 

“The consumer. who is you and I, ex- 
cepting when we're sellin~ insurance, 
does not buy the insurance he should, 
for either one of two reasons—either he 
can’t afford it, or else his dollars have 
been attracted elsewhere. It’s the com- 
petition of general salesmanship which 
the insurance producer should think 
about, and be inspired to gird himself, 
and go forward with greater vigilance, 
intelligence and selling enthusiasm than 
ever before, knowing that your offer- 
ings are useful, practical, and of eco- 
nomic value. You never hear of anyone 
complaining about having too much in- 
surance when he or she are victims of a 
claim! 


25% of Property Owners Uninsured 


“There’s plenty of opportunity to sell 
insurance. It is estimated that 25% of 
property owners are uninsured. Prac- 
tically every owner of household equip- 
ment is under-insured as a few test cases 
will prove to you. 


AUTO POLICY HELD VOID 
Massachusetts Supreme Court Holds As- 
sured Swore Falsely and Used His 
Car Illegally 

An automobile theft policy provided 
that the company should not be liable for 
loss or damage while the automobile was 
“used in any illicit or prohibited trade 
or transportation.” It also provided that 
the policy should be void in case of any 
fraud, attempted fraud or false swearing 
by the insured touching any matter re- 
lating to the insurance, whether before or 
after a loss. 

In an action on the policy the evidence 
showed that the owner had registered the 
automobile in his sister’s name; that 
while it was so registered he drove it 
over public ways and placed it in a pri- 
vate parking place adjacent to a theatre; 
that while he was attending the theatre 
it was stolen and was recovered later in 
2 damaged condition. Thereafter the 
owner filed with the company a sworn 
statement of loss wherein he made oath 
that during the term of the policy the 
automobile had not been used in any il- 
licit trade or transportation. 

The Massachusetts Supreme Judicial 
Court held, Globe Discount & Finance 
Corp. v. New Jersey Ins. Co., 199 N. E 
923, that this evidence supported a find- 
ing of the trial court that the owner’s 
statement was a false statement under 
oath. It tended to show that immediately 
before the loss the insured had used the 
automobile in transportation on public 
ways. It was an unregistered automo- 
bile. Its operation on public ways was 
absolutely forbidden by the Massachu- 
setts statute. G. L. (Ter. ed) C. 90 § 6 
The journey to the theatre upon public 
ways was a use of the automobile in 
prohibited transportation under both the 
policy and the statement of loss. Judg- 
ment for defendant was affirmed. 


“Whether vou are selling fire, casualty 
or life premiums, your sales effort can be 
sorted into one or all of the following 
classifications: superior persuasion, high 
pressure selling, constructive service, 
friendship and contacts, reputation. 

“The first, ‘superior persuasion,’ is 
largely a matter of knowledge, intelli- 
gence, personality, experience, and good 
address. Some are born naturally to 
these qualifications, and a few acquire 
the art. 

““High pressure’ is second in the clas- 
sification, and should be definitely out of 
insurance salesmanship. It is still used 
in radio advertising, and in some per- 
sonal selling efforts, but it should be in 
the discard. It may produce immediate 
results, but not lasting benefits. To force 
yourself or your goods on someone is not 
sound, ethical salesmanship. 

“Constructive service is a vital point 
in the building up of an insurance busi- 
ness, whether agent or company. It em- 
braces knowing your business, both as 
to contracts, rates, application of insur- 
ance surveys, and service of every kind. 
In other words, winning by performance. 

“Friendship and contacts will always 
play a part in building the insurance 
business. However. agents who have re- 
lied wholly upon friendship and contacts 
are on the way out. It is the sales 
technician, who is getting the insurance 
accounts. However friendship and con- 
tacts will always form an important part 
of insurance salesmanship, and is to be 
encouraged, not, however, as the only 
force to rely upon. If backed with con- 
structive service and superior persuasion, 
it is useful. 

“Reputation is always of sales value. 
Reputation is not built by high pres- 
sure, or will power. It’s the result of 
serving well and giving good measure 
‘heaped up, pressed down, and running 


over.’” 


NATIONAL UNION DIRECTORS 

At a meeting of the board of directors 
of the National Union Fire held at 
Pittsburgh on Tuesday three new mem- 
bers for the board of directors were 
elected to fill existing vacancies: B. F. 
Jones, III of the Jones & Laughlin Steel 
Co.; W. F. Knox of Knox & Moorhead, 
attorneys, and Thomas L. Orr of the 
Mellon National Bank, all prominent in 
business circles in Pittsburgh. They will 
add strength to the board that is com- 
prised of many of the leading industrial- 
ists and bankers of the “Steel City.” 


HONOR HENRY W. BROWN & CO. 

In celebration of the thirtieth anni- 
versary of Henry W. Brown & Co. as 
Philadelphia representatives of the Mer- 
cantile of America, Henry I. Brown, 
head of the agency, and all his associates 
were tendered a luncheon Wednesday at 
the Downtown Club there by Secretary 
R. T. Stewart of the New York home 
office in company with Local Secretary 
T. M. Patterson and Assistant Local 
Secretary H. A. Carl of the Philadelphia 
office of the Mercantile. 








MERIDEN BOARD OFFICERS 

Members of the Meriden (Conn.) Un- 
derwriters Association have elected the 
following officers: president, W. H. 
Squire; vice-president, John Williams; 
treasurer, John B. Kirby, and secretary, 
Paul L. Glaser. 
REYNOLDS GOING TO FLORIDA 

W. J. Reynolds of Corroon & Reyn- 
olds, Inc., is leaving today for a vacation 
at Miami Beach, Fla. 


B. M. CULVER RETURNS 
B. M. Culver, president of the com- 
panies of the America Fore group, has 
returned from a vacation of several 





weeks on the Pacific Coast and the Ha- 
waiian Islands. 








UNIVERSAL CLAIMS BUREAU, INC. 


—Automobile Insurance Adjusters— 
Efficient, Nation-wide service available through our 500 Associates. 
Our Directory of Adjusters Will Be Mailed Upon Request. 
1145 Polk Street, San Francisco, Calif. 
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| Hotels Selected Ser | 


Commissioners’ Meeting 
The Lowry and Saint Paul Hotels | 
in St. Paul, Minn., have been selected | 
as convention headquarters for the | 
annual meeting of the National Aggo. | 
ciation of Insurance Commissioners | 
to be held June 8-12. These hotels 
are about one block apart and peg 
missioners and guests will be assigned 
accommodations at the hotel that in| 
the opinion of the committee on ar-| 
rangements can best fill the require. | 
ments as set forth in the reservation | 
request. Meetings of the convention | 
will be held at the Lowry. € con- | 
vention program will be released at a| 
later date by the executive committee | 
of the association. 


Garret P. Glennon’s Child 
Wins News Beauty Contest 


Garret P. Glennon, in the fire under- 
writing department of the New York 
City office of Marsh & McLennan, and 
his wife, who a few years ago as Marie 
Florence Skelly was secretary to George 
Seyfried, head of Marsh & McLennan’s 
fire loss department, are the excited 
parents of two daughters who have just 
brought them great joy. Elizabeth Marie 
Glennon, three years old, has been judged 
the most beautiful of 87,000 children en- 
tered in the New York News annual 
beautiful child contest and is receiving 
a prize of $1,000. Her sister, Denise, 
who is already nicknamed “Denny,” was 
born on Tuesday morning of this week. 

Elizabeth is not only a beautiful child 
at three years but she attracted more 
than ordinary attention at the age of 
two. A year ago she won a preliminary 
award in the News’ 1935 contest, receiv- 
ing $25. These contests are judged by 
the photographs of entrants. 

Mr. Glennon has been with Marsh & 
McLennan for his entire insurance career 
of twenty-one years. For some years 
he was a placer for fire risks and is well 
known in New York agency circles. Dur- 
ing the World War he served with the 
116th Engineers in France. Mrs. Glen- 
non, as Miss Skelly, in 1928 got a posi- 
tion with Marsh & McLennan as a sec- 
retary. There she met the man who not 
long afterwards became her husband 
and they now reside in Brooklyn. 


Find Producers Slow to Use 


Auto Financing Facilities 


The automobile finance companies op- 
erating in St. Louis territory will lose 
little of their business to banks that are 
furnishing financial facilities to local in- 
surance agents and brokers of St. Louis 
and St. Louis County for the sale of 
automobile insurance, including fire and 
theft, and collision coverage in conjunc- 
tion with the sale of automobiles. With 
their customary lethargy under such 
situations it has been observed that com- 
parative few agents and brokers are 
pressing the advantages of their new fa- 
cilities for meeting the competition of 
the automobile finance companies. This 
fact is interesting because for years the 
insurance men have been bemoaning their 
business losses to the automobile invest- 
ment concerns. 


BROOKLYN OFFICE TO MOVE 


The Brooklyn office of Minner & Bar- 
nett, Inc., metropolitan managers of the 
Zurich, will move on or about April 15 
to new quarters at 189 Montague Street. 
The office, which is in charge of Fred. 
Schmidt, has been located at 136 Mon- 
tague Street for the past six years. 








Robertson Succeeds Tuttle 
As North America Manager 


Charles R. Tuttle, veteran general 
manager of the Western department at 
Chicago of the Insurance Co. of North 
America, retired on Tuesday in order 
to take a long rest in an effort to regain 
his health which has not been good for 
some time. When he feels well enough 
to return to work he will be transferred 
to the home office in Philadelphia as ad- 
viser and consultant in the fire depart- 
ment. W. P. Robertson, who has been 
associated with the North America for 
years as assistant to the president and 
associate manager of the Western de- 
partment, succeeds Mr. Tuttle as general 
manager. 








WATTERS SPEAKS IN CHICAGO 
Thomas Watters, Jr., counsel for the 
Underwriters Social Security Service, 
New York, was guest of honor and 
principal speaker at a luncheon spon- 


sored by Illinois Pond of the Blue Goose 
at the Hotel La Salle in Chicago Mon- 
day. He pointed out that field men ot 
fire and casualty insurance companies 
will not come under the benefit pro- 
visions of federal or state unemployment 
insurance acts in many states. Their 
companies will have to pay tax upon 
their wages. “No compensation,” he 
said, “will be payable under the federal 
act, but is to be regulated by acts of in- 
dividual states; some states requiring a 
minimum of eight, others three em- 
ployes, while the District of Columbia 
makes compensation payable even with 
firms having only one employe. For 
field men covering several states, appli- 
cation will be effective either where they 
spend most of their time, or from the 
point where they are employed.” 











A WORD OF APPRECIATION 


A. Wesley Barthelmes, manager of the 
inland marine department of the Amer- 
ica Fore companies, has just concluded 
giving two courses in inland marine in- 
surance, one to students enrolled with 
the Insurance Society of New York and 
the other to those taking the brokers 
qualification course preparatory to being 
examined for insurance brokers’ licenses. 
Mr. Barthelmes is deeply interested in 
the subject of insurance education an 
has unselfishly given of his time and et- 


FIREMAN’S FUND DIVIDEND 


Directors of the Fireman’s’ Fund of 
San Francisco last week declared the 
regular quarterly dividend of $1 a share, 
payable April 15 to stockholders of rec- 
ord April 6. 


LEAVES CANADIAN ASS’N 
The Dominion of Canada General In- 
surance Co., of Toronto, has resigned 
from the Canadian Underwriters’ Asso- 
ciation, in accord with its notice to this 





effect given several weeks ago, and ergy to promoting this work. In addi- 
henceforth it will write non-tariff busi- tion to the courses mentioned he has lec- 
ness. tured to classes here in other years an 





speaks frequently on inland marine sub- 
jects before gatherings of insurance men 
in other cities. He has a fine grasp ° 
his subject and is able to present Ms 
thoughts to others in an interesting and 
intelligent manner. 


NEW BRITISH APPOINTMENT 

S. F. Taffs has been appointed secre- 
tary to the London office of the British 
& Foreign Marine, in succession to L. G. 
Cox, who retired on March 31. 
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What the Agent Does to Justify 
Cost of Stock Fire Insurance 


When addressing joint meetings of 
ical agents and fieldmen in three Ten- 
nessee cities recently Frederick W. 
Doremus, assistant secretary of the 
\merican of Newark and a former field- 
man of long experience, gave the pro- 
ducers some good tips on how to improve 
their service to assureds as a measure 
of protection against the competition of 
non-agency non-stock insurers who are 
seeking business on the basis of lower 
premium rates. Explaining how local 
agents can justify the commissions they 
receive, and such commissions generally 
represent the differential in price be- 
tween stock and non-stock coverage, Mr. 
Doremus said: ; 

“It is known that the agent only fully 
earns his commission. when the policy ex- 
pires. The commission received at the 
time of the sale is advanced to him in 
consideration of services to be delivered 
in the future. Such service consists, 
among other things, of frequent contacts 
with every policyholder to make certain 
that the amount of insurance on the 
property of the client is correctly stated; 
that changes in ownership are promptly 
handled; that the customer has had a 
full and complete explanation ot every 
type of insurance needed; that the spe- 
cific rates on the properties are constant- 
ly reviewed so that the rate correctly 
reflects the hazards insured and reduc- 
tions are obtained when the hazards are 
lessened. 

“This important duty should not be 
delegated by the agent to any of his 
companies or their special agents; the 
agent should know the rate structure 
and rate schedules applying to his clients’ 
property, and be fully informed on mat- 
ters of fire prevention and protection so 
that he can be of real service to his 
policvholders in this respect. One of the 
most important services, the most infre- 
quently stressed, is that rendered by the 
qualified and competent agent at the 
tine of loss. Then the local agent on the 
sround can be of direct help to his cus- 
tomers by cooperating with ithe stock 
company in a prompt handling of claim. 
Most of the commission paid to the 
agent is in the nature of a stand-by 
charge during the entire policy period 
and is compensation in advance for such 
assistance as may be rendered when the 
policy is called upon to perform through 
the payment of loss. 

“When all of this service is compared 
with the lack of service rendered by the 
direct writing mutuals, it can be seen 
that the price charged by stock fire in- 
surance companies is equitable and, if the 
competent agent serves his community 
constantly and consistently, he need have 
no fear of losing his customers to the 
direct writing mutuals. On the other 
hand, if he has failed and has not given 
commensurate value in service for the 
amount of commission received, then 
eventually he may lose all of his business 
to the direct writing mutuals. We are 
fast becoming convinced that the day of 
the lazy, chair-sitting, order-taking agent 
is past, and that the future holds a sound 
and progressive development only for the 
aggressive salesman. 

“From a review of the attacks suffered 
by our distribution system, it is apparent 
that the salesmanship of the agent of 
stock fire insurance needs improvement. 
¢ agent must have a knowledge of the 
CAT, NOT FISH, TAKES BAIT 

George A. Banta, Virginia state agent 
for the New York Underwriters, came 
near catching a cat while fishing the 
other day near Richmond, As he was 
throwing his line into the water with a 
minnow on the hook a cat which had 
slipped up behind him unbeknown to him 
Sprang at the minnow snatching it off 
the hook and making off with it before 
he had time to recover it. 


quality of the product sold by his com- 
petitors; he must be prepared to explain 
the worth of capital stock fire insurance 
as compared to mutual. Lack of knowl- 
edge breeds fear whereas complete 
knowledge gives courage. Therefore, we 
urge stock company agents to completely 
study all phases of mutual competition; 
know the class of product offered by 
competitors, make a comparison between 
what they offer and what we have to 
sell and, above all, stress the advantages 
of stock fire insurance rather than belit- 
tle the product of competitors. In short, 
be pro-stock in sales’ methods rather 
than anti-mutual.” 


A. JENS INJURED, WIFE KILLED 

Arthur Jens, member of the firm of 
IF. S. James & Co., New York and Chica- 
co, from the Chicago office, is in a hos- 
pital at Mayfield, Ky., with a broken hip, 
while Mrs. Jens was killed, in a recent 
automobile accident. The remains of 
Mrs. Jens were taken to Chicago for in- 
terment, at a time when the condition 
of the husband was too serious to per- 
mit his being moved. Len S. Shaw, 
agent at Mayfield, Ky., has kept in close 
touch with Mr. Jens. 

RICHMOND AGENCY CHANGE 

The Home of New York, which has 
been in the office of Tabb, Brocken- 
brough & Ragland in Richmond, Va., for 
the past five years has been transferred 
to the Ford, Jones & Robins agency of 
that city. 


NEW COAST COMPANY 

The American Underwriters Corpora- 
tion has been formed in Seattle with 
members of the legal firm of Merrick, 
Williams & Fitch as incorporators. It 
will be a stock company along the lines 
of the Western American Life, recently 
chartered in Santa Fe, N. M. Capital 
will be secured through sale of $100 
bonds in twenty-five population centers. 

PERCY P. LYNCH PROMOTED 

Percy P. Lynch, formerly agency su- 
perintendent of the Great American 
group in charge of the Southeastern de- 
partment, has been appointed executive 
special agent attached to the home office 
in New York. Before coming to the 
home office he was a special agent of 
the company. 


Helping ba LI) to (Greater P vohiie 


LILESE « ompanies have cast their lot with the 

‘American Agency System. Every move or 
change is judged by what it will or may do to help 
agents. But that desire to be helpful isn t par- 
ticularly remarkable. It was inevitable. \We would 
have been foolish not to conform. Only by con- 
forming, in. spirit, could we get along at all. The 
point is, really, what have we actually DONE to 
help agents? Well, in the past year there were 
these notable three: 


& “Why ONE GOOD Insurance Man?” is 
the title of a sales portlolio based upon statistics 
resulting from a pioneer research in the insurance 
buying practices of America’s leading manulac- 
turers and wholesalers. It proved, conclusively, 
that to use one good agent, instead of several, is 
more economical and safer for buyers of insurance. 
lt finally demonstrated that insurance surveys mean 
more and better insurance, at less cost. for the in 
surance buyer. It showed that the use of mutual 
insurance, entirely aside from other major disadvan 
lages, does not even reduce annual insurance costs. 
Our agents are equipped with portfolios of charts 


demonstrating these facts. 


The 


* In all territories where registered mail cancella- 
tion is nol required by law, we introduced cancel- 
lation of fire insurance policies by first class mail, 
costing 5 to 4 cents, instead of the 50 to 51 cents 
traditionally and still widely required. On ten 
cancellations this saves an agent the equivalent of 


the commission on a good-sized contents policy. 


@ “A Profitable Thought, Mr. Banker” is the 
title of a booklet that outlines the first and only 
practical plan by which local agenls may recapture 
the automobile insurance that is rightfully theirs. 
We stand foursquare with the principle that no 
financial organization has a right to coerce insur- 
ance on interests beyond its own. This plan makes 
available a practical basis upon which automobile 
sales may be financed by local banks and the in- 


surance written by the buyer s own insurance agent. 


These three benelits to agents were conceived by 
three diflerent members of our stall. They are the 
practic al results of a conviction which, stated in its 
simplest terms, is this: if we help our agents, and all 
wood agents, they'll repay us in good business. 


The record shows that this principle is sound. 


LONDON ASSURANCE 


The 
MANHATTAN 


Fire and Marine Insurance Company 


Ninety Nine John Street 


The 
UNION FIRE 


Accident and General Insurance Company 


New York 
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Pittsburgh Insurance Men Tell of 
Conditions In City During Flood 


The Eastern Underwriter received too 
late for publication last week communi- 
cations from Fred J. Breen, secretary 
of the National Union Fire of Pittsburgh, 
and from Ralph H. Alexander and 
Charles H. Bokman, two prominent in- 
surance men of Pittsburgh, giving data 


on conditions in Pittsburgh during 
and immediately after the  disas- 
trous flood which swept through the 
business center of the city. Messrs. Al- 


exander and Bokman are leaders in the 





FRED J. BREEN 


Insurance Club of Pittsburgh and to- 
gether they wrote the following: 

“With the Insurance Club leading the 
way, there have been informal discus- 
sions covering all phases of the prob- 
lem confronting us. Members of the 
various group organizations have sur- 
veyed the flood area. It is our opinion 
that any estimate of the amount of loss 
at this time would be onlv the wildest 
sort of guess work and of no value what- 
ever. Losses suffered by insurance car- 
riers will be infinitesmal compared to the 
total catastrophe losses 


Why Flood Risk Is Not Insurable 


“The very absence of flood insurance 
in Pittsburgh and surrounding area may 
be construed erroneously as failure of 
Pittsburgh’s insurance fraternity to pro- 
vide a needed form of coverage. An 
analysis of the situation develops the true 
facts. Most of the buildings in the flood 
area are visited annually by floods of 
greater or less proporations “he result 
is natural; it is not possible to apply the 
general theory of insurance to this prob- 
lem—viz: those not having losses paying 
losses of the unfortunate, the law of av- 
erages solving the problem. But here we 
have only those facing definite loss by 
buying insurance and no possibility of 
spread. 

“The flood reached buildings hereto- 
fore never even threatened, reaching the 
point where practically the entire tri- 
angle was inundated. All office buildings 
were closed early Wednesday morning 

no heat, light, elevators, electricity or 
power of any kind. Many were strand- 
ed in the upper floors of the various of- 
fice buildings when elevators’ service was 
cut off. Boats and river craft of every 
description were commandeered as means 
of transportation 

“Practically all business in the Golden 
Triangle has been suspended and none 
of the buildings housing the various in- 
surance offices will be open _ before 
Thursday or Friday of this week. Na- 


tional Guard troops are in complete con- 
Soy Scouts 


trol of the downtown area. 


are doing a wonderful work acting as 
traffic directors at busy corners. 

“Most executives are holding informal 
office gatherings in residences, hotels and 
offices beyond the flood area, planning 
for the resumption of normal conditions. 

“The flood, catastrophe that it was, 
what with its losses in propertv and life 
and suffering, as is usually true, has its 
silver lining, as unquestionably Pitts- 


burgh area is facing a boom in business 
insurance 


in which the industry will 





CHARLES H. BOKMAN 


share with others. The reconstruction 
period means employment to countless 
thousands and the natural reaction will 
be beneficial to the community as a 
whole.” 


Breen Comments on Fire Losses 


Mr. Breen forwarded information on 
fire losses occurring in Pittsburgh during 
the flood, saying: 

“We have been exceptionally fortunate 
in freedom from fire loss. At the height 
of the flood on Wednesday morning, fire 
broke out in the Waverly Oil Works lo- 
cated on the Allegheny River that threat- 
ened a conflagration, but through the 
good work of the Fire Department under 
the direction of Fire Chief Smith, the 
fire was confined to the oil plant, re- 
sulting in a property damage of approxi- 
mately $350,000. 

“On Thursday a fire broke out on the 
South Side on the premises of the Rich- 
field Oil Co. which was entirely sur- 
rounded by water, and this fire com- 
municated to several other buildings with 
a property loss of approximately $150,000. 

“At the present writing (March 24) 
we have learned from an authentic 
source that the fire losses in Allegheny 
County will undoubtedly not exceed one 
million dollars, unless there are numer- 
ous small claims as a result of the wide 
use of candles and other emergency 
lighting equipment during the period 
when the city was without electrical 
service. 

“Tt was remarkable to note the atti- 
tude of the community as a whole in co- 
operating fully and wholeheartedly to 
immediately remove any visage of the 
flood and, needless to say, the American 
Red Cross has been a steadying and 
helpful influence. 

“Fortunately for the National Union, 
our office is located some four miles 
from the downtown area, and we ‘were 
not affected other than inconveniences 
through the lack of lighting, heating, 
transportation, telegraph and telephone, 
and the threat of a water famine, which 
happily did not materialize.” 


Flood Reports 


(Continued from Page 1) 


State and Pennsylvania are now in the 
hands of the National Board, the E. U. 
A., rating organizations and _ individual 
fire insurance companies. This rapid, 
efficient and complete service of stock 
fire insurance companies is deeply ap- 
preciated by property owners and public 
authorities, who recognize that the func- 
tions of insurance companies are not 
confined to adjusting and paying losses 
but extend to the prevention of disas- 
ters. 

Only those assureds who expect to col- 
lect from their insurers more than prop- 
erty destroyed by fire may be worth are 
desirous of having fires. Honest policy- 
holders, and they number well over 90% 
of those insured, realize that insurance 
loss payments cannot replace all that may 
be destroyed by fire nor compensate for 
the misery and inconvenience that ac- 
companies a fire loss. Loss prevention is 
after all the highest form of service that 
may be rendered by a fire insurer. At 
this particular time, with the people re- 
siding in the flooded areas suffering phy- 
sical exhaustion, serious privations and 
in many cases loss of homes, a conflagra- 
tion would prove a terrible disaster 
which no amount of insurance 
money could even more than partly off- 
set. 


loss 


AID IN FLOOD RELIFF WORK 

Insurance men in New England were 
active in relief work following the floods 
which swept through cities and towns 
along the Connecticut, Merrimack and 
other rivers. Dana J. Dowd of the C. 
H. Pierce agency of Northampton, Mass.. 
was chairman of the Red Cross relief 
for Hampshire County. Alpheus B. 
White, Kenne, N. H., and past president 
of the New Hampshire Association of 
Insurance Avents, served in a_ similar 
capacity in his territory. 





OKLA. CITY EXTENDS OIL AREA 


Oklahoma City recently voted 
further extension of oil drilling zone 
within the city limits. One proposal 


calls for extension of the drilling zone 
to include property extending from 
northeast Twenty-third Street to north- 
east Thirty-sixth Street between Santafe 


and Laird avenues, an area _ rather 
sparsely settled. The other authorities 
drilling in one tract extending south 


from Twenty-third Street to Sixteenth 
Street between Kelley and Prospect and 


hetween Lottie and Fonshill to about 
Twelfth Street. Also a small area ex- 
tending from Tenth Street south to 


Eighth between Everest and Stiles. The 
last two areas are thickly populated with 
many small homes. 


SPRINGFIELD F. & M. CHANGES 
Grant Bulkley, who was recently elect- 
ed secretary at San Francisco for the 
Springfield Fire & Marine and its af- 
filiated companies, will be transferred 
to the Western department at Chicago 
on May 1. John M. Wylie, Jr., has 
been elected assistant secretary at San 
Francisco. Mr. Bulkley has been with 
the Pacific department since 1930, serv- 
ing successively as resident secretary, 
deputy manager and secretary. Mr. 
Wylie, a native of Bozeman, Mont., 
went with the Board of Fire Underwrit- 
ers of the Pacific in Butte, Mont., in 
1922 and became affiliated with the 
Springfield in 1927. 








BACK FROM WORLD CRUISE 

J. E. Crawford, well-known local agent 
of Mount Vernon, N. Y., has returned 
from a trip around the world. During 
his travels he called at insurance offices 
in Java, Sumatra, the Malayan Penin- 
sula, the Philippines, Japan and Halifax, 
Canada. 





C. D. Taylor of Paterson, Waugh, 
O’Fallon & Taylor, Ltd., gave a lecture 
before students of the fire course of the 
Insurance Institute of Winnipeg recent- 
ly on building losses. 


Address To Lawyers On 
Insurance Problems 


SOME COMMENTS BY NATHAN 





Claim Advice of Attorneys in Autom. 
bile Insurance; Definition of 
Term “Theft” 





Problems arising in connection with 
policies of fire, burglary and theft jn. 
surance were discussed by Alfred RB 
Nathan at a forum of New York County 
Lawyers Association recently. i 

In the course of his remarks My 
Nathan took up a case where a client 
asks to be advised whether he has , 
good claim upon a policy which insures 
his car against theft. He declares that 
his car when not in use, was kept in 3 
public garage, and that without his 
knowledge or consent one of the em- 
ployes of the garage took the car out at 
night and damaged it badly. 

“Having in mind the provisions of our 
penal law which make such an act lar- 
ceny, should the attorney advise his 
client that there could be a recovery on 
the theory that such a larceny js q 
theft? Mr. Nathan asked. His com- 
ments on that angle follow: 

“The Court of Appeals has answered 
this question in the negative, and says 
that the term theft as used in the pol- 
icy, only includes such theft as common 
thought and common speech now image 
and describe _ it. In other words, 
this term includes all situations now 
known as larceny, except statutory lar- 
cenies where intent is not an element. 

Examination Under Oath 

“Substantially all fire, burglary and 
theft policies contain a clause which re- 
quires the insured to submit to an ex- 
amination under oath concerning any 
loss for which claim is made upon the 
insurer. 

“Such examinations are usually con- 
ducted by the insurer’s attorney at his 
office. 

“The inquiries at once occur as to 
whether the insured has the right to be 
represented by his own attorney and 
whether the failure of the insured to an- 
swer all questions will prejudice his 
claim. 

“The insured is entitled to have his 
own attorney present and the attorney 
is entitled to advise his client as to the 
proper scope of the inquiry. Should the 
attorney in advising his client not to an- 
swer a particular question, erroneously 
conclude that such question is not per- 
tinent, the failure to answer will not af- 
fect the insured’s claim on the policy.” 





Fire Loss Ratio in Boston 


50% Over Five Year Period 


Boston fire insurance premiums in 1935 
totaled $6,064,040 and incurred _ losses 
amounted to $2,079,237, giving an incurred 
loss ratio of 34.2%. For the five year 
period premiums amounted to $30,870,493, 
with incurred losses of $15,715,275, produc- 
ing an incurred loss ratio of 50.9%. This 
was identical with that of previous five- 
year period. Fire underwriters and rat- 
ing authorities always base rate changes 
on the experience of five-year periods 
and the results in Boston convince them 
that further general rate reductions are 
unwarranted and dangerous. Governor 
Curley and Insurance Commissioner De- 
Celles are fighting for lower rates based 
on the abnormally low loss ratios 1- 
curred in 1934 and 1935. Insurance men 
oppose substantial changes, arguing that 
the loss ratio is already rising again an 
if lower rates are annroved now, based 
on 1935 experience, the companies may 
easily suffer underwriting loss _ ratids 
again of more than 50% within a year 
or so. 


AETNA (FIRE) DIVIDEND 
Directors of the Aetna (Fire) of Hart 
ford have declared the regular quarterly 
dividend of 40 cents a share, payable 
April 1 to stockholders of record March 
16. 
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HARRY F. GRAY AGENCY 


THE CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 
444 Woolworth Building 


233 BROADWAY NEW YORK CITY 


























To those in the General Insurance Business who wish to 
increase their incomes through the sale of Life Insurance 


WE OFFER OUR SALES TRAINING MATERIAL THAT HAS 
HELPED A LARGE NUMBER OF FULL-TIME MEN TO INCREASE 
THEIR PRODUCTION 


Ist: Broadening the uses of different types of policy contracts: 


Retirement Income 
Family Income 
Annuities (Annual and Single Premium) 


Insurance for Taxes 
Business Insurance 


2nd: Developing Sales Technique 


Practical Methods of Presentation 
Simple Methods of Closing 


Securing Better Prospects 


TWO OUTSTANDING MEN ARE IN CHARGE OF THIS SALES 
TRAINING—EACH QUALIFIED IN HIS FIELD. 


(This course is not offered to Full-Time men of other companies. It 
is offered only to those General Insurance men who do not have the 
facilities of training that Full-Time men receive in their own agencies.) 


IF YOU WILL CALL OR PHONE CORTLANDT 7-3005, WE WILL 
BE GLAD TO DISCUSS THE DETAILS AND ARRANGE A CON- 
VENIENT TIME FOR TRAINING. ASK FOR: 


HARRY F.GRAY L.A.BEERS H.D. WHITELAW  L.N. BEVINS 


We are proud of our underwriting results, especially with larger lines and 
substandard cases. 


A. H. HANSEN, Medical Examiner 





WE ARE A FRIENDLY GROUP = JUST TRY US 
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DAY HEADS SYRACUSE BOARD 





C. M. Fox Chairman of Committee on 
Arangements for Meeting of N. Y. 
State Ass’n Next Month 

Warren E. Day, head of the Warren 
E. Day Co., Inc., of Syracuse, N. Y., was 
last Friday elected president of the Syra- 
cuse Underwriters Exchange, Inc., at the 
annual meeting in Syracuse. Other offi- 


WARREN E. 


DAY 


cers elected were as follows: Harold L. 
Moreland, vice-president; William H. 
Graham, secretary-treasurer (reelected) ; 
Carl A. Young, chairman of executive 
committee. 

Mr. Day, who served as president in 
1923-1924, announced the make-up of the 


convention committee which will have 
charge of arrangement for the fifty- 
fourth annual convention of the New 


York State Association of Local Agents, 
Inc., to be held at Syracuse the latter 
part of May. This committee consists 
of C. M. Fox, chairman; Lewis F. Leigh- 
ton, Jr., W. J. Farber, William H. Gra- 
ham and the president. 

The Syracuse board was host to the 
New York State Association at its an- 
nual convention in 1935, the largest at- 
tended convention ever held b~ the state 
association and present indications point 
to an equally successful gathering this 
year. The retiring president, Harold L. 
Moreland, was chosen to represent the 
Syracuse board at the mid-vear meeting 
in Atlanta. 


C. F. Noyes Sees Further 


Growth of Insurance Area 


Charles IF. Noyes has purchased for a 
personal investment No. 34 Cliff Street 
and No. 259 Pearl Street, New York, a 
contiguous property. These last two pur- 
chases indicate the confidence Mr. Noyes 
has in the insurance district and partic- 
ularly the block on Cliff Street between 
John and Fulton streets. He previously 
owned 25 Cliff Street through to Ryders 
Alley which he resold to Edwin C. Jame- 
son, president of the National Fire & 
Marine, together with 23 Cliff Street, 
an adjoining parcel. 

Mr. Jameson is erecting on this com- 
bined plottage at 23-25 Cliff Street (a 
plot of 6,000 square feet) a modern in- 
surance building which will be completed 
on May 1. Mr. Noyes also owns 26 Cliff 
Street, a plot of about 1,700 square fect, 
upon which site he recently completed a 
four story office building for insuranc¢ 
interests 


PHILA. NATIONAL DIVIDEND 

Directors of the Philadelphia Na‘ional 
have declared a dividend of 30 cents 
share, payable April 15 to stockholders 
of record March 27. 
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Being Formed in Mexico 
Three insurance companies are being 
formed in Mexico, each backed by lead- 
ing capitalists. This step follows the 
withdrawal of over forty foreign insur- 
ers who refused to comply with the new 
drastic deposit law. It is reported that 
the Mexican government, nationalistic in 
its program, desires the formation of lo- 
cal insurance companies to replace for- 
cign facilities. 
\. S. Hinshelwood, chairman of the 
Fire Offices Committee of London; H. 
G. Shaw, foreign fire manager of the 
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Northern of London, and E. C. T. Car- 
den, foreign fire superintendent of the 
Alliance of London, who represented for- 
eign fire companies in the unsuccessful 
negotiations with the Mexican govern- 
ment to amend the new insurance law, 
were guests of A. R. Phillips, president, 
and Harry Austin, secretary, United 
States Fire Companies’ Conference, at 
luncheon in New York last Friday. Other 
guests at this luncheon included the fol- 
lowing: 

O. E. Schaefer, president, Westchester 
Fire; W. H. Koop, president, Great 
American; R. R. Martin, United States 
manager, Atlas Assurance; F. W. Koeck- 


——.. 
ert, United States manager, Commereig} 
Union; O. E. Lane, president, Fire As. 
sociation; James Wyper, vice-president 
Hartford Fire; M. Ong, generai 
agent, Insurance Co. of North America: 
R. P. Barbour, United States manage 
Northern Assurance; P. C. Cothran, Vice. 
president, Phoenix of Hartford; Harold 
Warner, United States manager, Royal- 
Liverpool Groups; G. G. Bulkley, Presi- 
dent, Springfield F. & M.; Harold Jun- 
ker, vice-president, United States Fire. 
Paul L. Haid, president. Insurance Ex. 
ecutives Association, and R. G. Malone 
rating officer, Cuban Association of Fire 
Insurance Companies. 


ef Junction o 


INSURANCE BROKERAGE 


FE veryY individual is exposed to many risks, and so is every busi- 


ness. While most of these risks can be protected by insurance, 


the insurance business is so technical that it is practically im- 


possible for the layman to understand its terms or select with 


intelligence the various insurance contracts which he may need. 
The prudent assured therefore employs the services of an expe- 
rienced insurance advisor to study his problem, so that he may 


at all times have adequate insurance of the best available kind. 


This is a real task which requires specialized study, the 


knowledge of laws, contracts, alternative markets, valuations, loss 
adjustments, relative loss paying ability and reputation of insur- 
ance companies, loss prevention, inspection and engineering, and 
many other qualities besides the common virtues of honesty, 
intelligence and industry. It also requires continuous supervision 


that there may never be over-insurance or under-insurance. 


All this is the function of insurance brokerage. It is vastly 


more than the mere buying or placing of insurance. In this coun- 
try this service is furnished by many brokerage offices, chiefly in 


the larger cities, and by a great number of efficient broker-agents 
throughout the land. 


We fully recognize the usefulness of the broker and the broker- 
agent, not only to the assured but to the insurance company. It is 
our established policy to co-operate with brokers in every possible 


way, in order to produce the best results for their clients. 





MARINE +» YACHT «- INLAND 
TRANSPORTATION. 
FINE ARTS AND JEWELRY 
INSURANCE 
FIRE INSURANCE 


SUPPLEMENTARY TO 
THESE LINES 














Atlantic Mutual 


INSURANCE COMPANY 


Atlantic Building: 49 Wall Street, New York 
Baltimore . . . Boston .. . Chicago . . . Cleveland . . . Philadelphia 
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MeComb On Marine Underwriting 
Results In U. S. During 1935 


Samuel D. McComb, manager of the 
Marine Office of America and one of the 
best-informed American marine under- 
writers, has written a review of marine 
ynderwriting in this country last year 
for the International Union of Marine 
Insurance. This summary appears in the 
current issue of the Union’s publication, 
the Marine Underwriter. Mr. McComb 
discusses such important subjects as the 
shore fire hazard under marine policies, 
war risks, hull losses and inland marine 
claims. Last year started off badly for 
marine insurers but conditions improved 
as time passed and on balance the year’s 
business probably will show a moderate 
profit he says. Continuing, he says in 
part: ; 4 

Cargo underwriters had a difficult time 
keeping their income abreast of claims 
as heavy claims came in right from the 
beginning, while throughout the year 
there was steady pressure to reduce rates 
or broaden conditions. 


Serious Fires 


There were a number of serious fires 
during the year. On March 15-16 the 
Central Railway pier at Savannah, Ga. 
May 8 the warehouses and docks of the 
Southern Railway at Jacksonville; on 
June 4 warehouses at Providence; in 
July Pier 45, North River, New York 
City. There were also some very serious 
fires abroad; the customs house at Mo: 
hammerah, warehouses at Wapping, Lon. 
don which was largely a rubber loss, and 
wool warehouses in Sydnev. On De- 
cember 20 the steamship Britt Mario, 
loaded with a cargo of saltpeter and sul- 
phur, blew up in the harbor of Santos 
and spread fire to the coffee warehouses 
along the waterfront. 

The number of fires during the past 
few years destroying merchandise on 
docks, storage sheds and custom or 
bonded warehouses emphasizes the im- 
portance of marine underwriters declin- 
ing to grant extended free time on shore 
after the arrival of merchandise. 

War Risk 

In September of this year, underwrit- 
ers were forced to take cognizance of the 
unsettled political situation in Europe 
The League of Nations at Geneva was 
considering applying sanctions against 
Italy for their campaign in Ethiopia, and 
there was the possibility of the outbreak 
of war in the Mediterranean. In previous 
wars, the war risk clause on the cargo 
policy included acts of belligerent na- 
tions where war had been declared. 
There was a possibility of a situation 
arising where some country, acting on 
the League of Nations sanctions, might 
confiscate goods destined to a country 
which the League had declared an ag- 
gressor and against which the sanctions 
were applied, although there would be 
no formal declaration of war. This situ- 
ation has been met practically by ex- 
tending the war risk clauses to cover 
such acts. 

Cargo underwriters have a committee 
which has kept in constant touch with 
the situation. Fortunately war has so 
far been averted. Underwriters who ex- 
pected a war risk income comparable 
to 1914 have been disappointed as the 
total war risk premiums have been very 
small, 

Some of Year’s Hull Losses 

Hull underwriters as well as cargo un- 
€rwriters had an unfortunate start for 
935. The steamer Lexington was a to- 
tal loss on January 2, and Mohawk loss 
later in the month cost the hull under- 
Writers $1,500,000. The stranding of the 


Blank & Stoller 


SAMUEL D. McCOMB 
Havana, which was subsequenily floated 
and repaired, was an expensive loss. The 
total loss on the Denali cost the hull 
underwriters over $150,000 and the other 
strandings where the ships were ulti- 
mately floated but where the costs were 
over $100,000 were the steamer Silveryew 
at Halifax; Nelson at Point Fermin, Cal. ; 
Cuzco, stranded on Lempa Shoals, San 
Salvador, Central America; Elizabeth, 
stranded near Miami, Fla., and the most 
expensive of all the strandings was that 
of the Dixie, which will run over $600,000 
One of the worst losses for hull un- 
derwriters was the fire at Fort Lauder- 
dale, Fla., on June 24, when a number 
of yachts were destroyed, the loss run- 


ning considerably over $1,000,000. 
Builders Risk Syndicate 


A very important step in the develop- 
ment of the marine insurance market in 
this country was concluded in the clos: 
ing days of the year when the Syndicate 
for Insurance of Builder’s Risks was or- 
ganized. This syndicate, with a capacity 
of $6,000,000, is composed entirely of 
American companies and will carry the 
builder’s risk on our naval vessels con- 
structed at private shipyards. 

The inland marine underwriters had a 


fairly successful year but are greatly dis- 
turbed over the frequency of hi-jacking 
and the theft of trucks with valuable 
loads. Losses of this kind occurred in 
all parts of the United States, and on 
all classes of commodities, There were 
even a number of United States mail 
trucks held up. 

The most valuable cargoes stolen were 
probably furs. One load on a truck from 
the Cunard-White Star pier en route to 
a furrier on Thirty-eighth street was 
stolen. These furs were worth $75,000. 

After furs, in point of value, come the 
thefts on silk, rayon, cotton piece goods, 
liquors, ladies’ clothing, leather 
cigarettes, men’s clothine, food produc‘s 
and miscellaneous cargo. In frequency 
of losses, tobacco and cigarettes are first 
and liquors second. Underwriters are 
making a study of method of prevent- 
ing and reducine claims of this nature. 
Among other features they are recom- 
mending the use of alarm systems, and 
in some instances, convoys. 


goods, 


North America Transfers 


S. T. Dunlap to New York 


The Insurance Co. of North America 
has transferred Stewart T. Dunlap to the 
New York City office as assistant man- 
ager of the inland marine department. 
He started in marine insurance with the 
North America in 1914 and during the 
war he served as a lieutenant in the 
army. Later he traveled in Europe and 
South America for the American Foreign 
Insurance Association. 

In 1929 Mr. Dunlap returned to the 
inland marine department of the North 
America at the Chicaro office and a year 
later was transferred to the home office 
in Philadelphia. He has also done spe- 
cial duty in the Orient on behalf of the 
company. 

NEW ZEPPELIN INSURANCE 

With the completion of the latest Zep- 
pelin “L. Z. 2” the insurance of the hull 
and equipment, which is entirely taken 
by German comnanies, is now in force. 
On March 4 the policies covering crew 
and passengers as well as all accident 
and liabilities, also issued by German 
private insurance, attached. The former 
airships were only in part insured by 
German companies as the risk was con- 
sidered too heavy and the danger of a 
total loss looms as a not remote possi- 
bility. 





LONDON DOCK FIRE REPORT 

A report of the disastrous fire which 
recently occurred at the Surrey Com- 
mercial Dock, London, has been sub- 
mitted to the London County Council. 
Such was the extent of the fire that it 
was found necessary to organize an in- 
telligence center to arrange reliefs, trans- 
port, and supplies of food and stores. 
This enabled the brigade to devote its 
whole attention to extinguishing the fire. 
The Fire Brigade Committee is consid- 
ering the establishment of a regular or- 
ganization of this kind. 
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Shipbuilding Improvements 


Increasing Safety at Sea 
Addiessing the annual meeting of the 
British Corporation Register of Shipping 
and Aircraft, Robert Clark, the chair- 
man, said that the shipping community 
was always ready to adopt improvements 
in construction or equipment which 
would lead to increased safety at sea. 
He emphasized the importance of pro- 
tecting hatchways and other openings 
which were necessary to the working of 
ships, and said that with the improve- 
ments in protection elsewhere modern 
shins would be almost unsinkable if hatch 
covers could neither float away nor be 
stove in, and every encouragement was 
being given in this direction. 

Maurice Denny, chairman of the tech- 
nical committee, referred to the contri- 
bution which welding had made to mod- 
ern shipbuilding technique in Germany 
and Japan particularly, although the 
United Kingdom was not far behind in 
a development which would ultimately 
result in the substitution of welding for 
riveting on a large scale. 


Bjorness Joins Commercial 
Union Marine Department 


The Commercial Union Assurance an- 
nounces that RK. R. Bjorness has joined 
its New York marine department. He 
was with Willcox, Peck & Hughes for a 
number of years and for the past thir- 
teen years has been with the marine de- 
partment of the Insurance Co. of North 
\merica in New York. 


The report of the committee set up by 
the British Board of Trade to consider, 
in the interests of safety of life at sea, 
the types of main and auxiliary gear fit- 
ted in the steamships Usworth and Blair- 
gowrie, which were lost in 1934, has just 
been issued. Among the chief recom- 
mendations is one that in the case of ex- 
isting and new ships there should be an 
annual survey of the rod and chain, and 
auxiliary steering gears, including the 
brake. and bridge control gear, prefer- 
ably at the same time as the annual load 
line survey. At this survey all compo- 
nents should be dismantled, cleaned, ex- 
amined for wear and renewed if neces- 
sary. 


PROF. J. S. HALDANE DEAD 

Professor J. S. Haldane, C.H., F.R.S., 
famous scientist who died recently at the 
age of 75, was best known to the insur- 
ance world for the part he played in the 
perfection of deep-sea salvage methods 
It was due to his work as a member of 
a committee appointed by the British 
Admiralty to investigate the problem of 
deep diving that the risks of caisson dis- 
ease have now been practically abol- 
ished. He worked out what is now 
known as stage decompression by an 
elaborate experimental investigation. 





RULING ON FINE ARTS RISKS 

The fine arts committee of the Inland 
Marine Underwriters Association has 
held that property “owned by and _ in- 
sured for account of Federal, state, 
county or municipal authorities (except- 
ing universities, colleges, schools and 
hotels) is deemed to be in the category 
of a non-private risk and is, therefore, 
subject to members’ discretion as_ to 
forms, rules and rates.” The executive 
committee of the E. U. A. supports this 
view. 





CHICAGO AUTO RATES CUT 

The fourth automobile theft insurance 
rate reduction in Chicago in the last 
couple of years has been made by th« 
National Automobile Underwriters As- 
sociation. This new reduction amounts 
to about 15% for all cars in the three 
zones in the Chicago rate manual. Dur- 
ing the days when automobiles were be- 
ing stolen in Chicago at the rate of 
about 100 a day, theft insurance rates 
were over 150% higher than now. 
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Bancamerica-Blair Corp. 
Bid Favored by Court 


VALENTE TURNED DOWN C. 
Supreme Court Justice More Impressed 
by 70% Offer With 30% Creditor 
Participation Than 100% Bid 

Although faced with the strong possi- 
bility that the decision would be appealed 
Justice Louis A. Valente of the New 
York Supreme Court has decided in fa- 
vor of the revised bid of the Bancamer- 
ica-Blair Corp. and associates for 70% 








As the surety fraternity 
National Surety Corp. sale 
tative source that the Commercial 
the repeated acceptance and 
Insurance of its bid, the highest 
of sale embodied in the order to 
will appeal to the Appellate 
the New York Supreme Court 
sale of National Surety Corp. 
provided on Tuesday when Otis 
of the stock at $97.50 a share, put 


may 





| dation of the C.1.T. bid still stood. 
| In the event, however, 

to the higher court it is the 
the present seven bidders should 
| offers for the stock. 


of the entire stock of the National 
Surety Corp. This offer was $101.50 a 
share as compared with that of the Com- 


mercial Investment Trust Corp. of 
$100.31 a share for 100% of the stock, 
or a total of $10,031,000. It was the 
C. I. T. bid that Superintendent of In- 


surance Louis H. Pink, as liquidator of 
National Surety Co., recommended to the 
court for approval as the highest bidder, 


and the fact that Justice Valente put 
aside the C. I. T. offer caused consider- 
able surprise along William Street. 


In an eight-page brief Justice Valente 
justified the grounds upon which he 
based his decision. He was confronted 
by a mass of testimony as a result of 
almost ten days of continuous court 
hearings, and the vigorous opposition of 
creditors’ groups to a 100% stock sale 
of the National Surety Corp. It was 
well realized by Justice Valente that C. 
a planned to hold National Surety 
Corp. as an investment and thus to give 
greater diversification to its own facili- 
ties. The Bancamerica-Blair Corp., on 
the other hand, would be purchasing the 
stock for purposes of resale and Justice 
Valente concluded that it would be bet- 
ter to have 70% of the stock sold on 
that basis, with the resultant insurance 
of a free market. 


Sup’t Would Hold 30% of Stook 


The Superintendent was therefore in- 
structed by the court to draw up an or- 
der embodying the proposed conditions 
contained in his petition accompanying 
the order to show cause. It was pro- 
vided that upon completion of the sale 
and delivery of 70% of the stock the 
Superintendent should continue to hold 
30% and to exercise the voting rights, 
until the submission of a plan for cred- 
itor participation in the 30%. 


The Bancamerica-Blair Corp. and as- 
sociates were represented by the well- 
known law firm of Cabell, Ignatius, Lown 


included these 
York City 


& Blinken. The syndicate 
investment houses: New 
Jancamerica-Blair Corp., W. E. Hutton 
& Co., Phoenix Securities Corp., Rutter 
& Co., L. M. Marks & Co., Starkweather 
& Co., Inc., Bear, Stearns & Co., Fenner 
& Beane Corp.; Baltimore—Mackubin, 
Legg & Co. and Baker, Watts & Co.; 
of Hartford; Conrad, 


Putnam & Co. 





awaited expectantly the 
it was learned on Wednesday 
Investment 
recommendation by the 
submitted 
show 
Division 


stock to the C.LT. 
& Co., 
through a 
which the Superintendent promptly rejected, 


that the 
opinion 
have 


Bruce & Co. and Wm. Cavalier & Co., 
both of San Francisco; Drumholler, Ehr- 
lichman & White of Seattle; Francis, 
Bro. & Co. of St. Louis; Bosworth, Cha- 
nute, Loughridge & Co. of Denver; 
Mitchell, Herrick & Co. of Cleveland, 
and W. R. Staats Co. of Angeles. 
Three Main Questions Considered 
Justice Va- 


Los 


In reaching his decision 
lente considered (1) the question raised 
by creditors as to whether all bids 
should be rejected and the Superintend- 
ent directed to continue to hold the 
stock; (2) whether or not C. I. T. as 
the highest bidder upon the return day 
did not acquire such a legal right in the 


C.L.T. to Appeal Justice Valente’s Order 


outcome of the 
from an authori- 
Corp. standing on 
Superintendent of 
in accordance with the terms 
cause dated February 11, 1936, 
any order Justice Valente of 
which does not confirm the 
Further interest was 
initial bid was for 70% 
new bid of $103 a share 
that his recommen- 


Trust 


from 
make 


whose 
holding 


C.L.T. bid is not upheld on appeal 
of the Superintendent that all of 
equal opportunity to make new 


matter as to necessitate the award of 
the entire issue to it, and (3) whether 
the court should entertain from bidders 
who had hitherto presented their offers 
an increase of the amount of their bid, 
which raised their bids to a higher level 
than that of the C. |. T. bid. He ex- 
plained: 

“Such was the case 
america-Blair Corp., which raised its 
offer from $97.77 to $101.50, aide it 
higher by $119,000 than that of Commer- 
cial Investment Trust, and agrecing to 
accept an allotment of 70%. There was 
also an increased offer from Otis & Co. 
for 70% of the stock at a price of $100.50 
per share, making its offer proportion- 
ately higher than that of Commercial In- 
vestment Trust, but lower than that of 
Bancamerica- Blair.” 


Weighs C. I. T. Argument 


In weighing the C. I. T.’s argument 
that its offer as a matter of law must 
be accepted, regardless of the wishes of 
creditors or of subsequent increase of 
bids by other bidders, Justice Valente 
said: 

“It must be remembered that the offer 
has not yet ripened into a judicial sale. 
True, judicial approval will not be with- 
held from an auction sale conducted pur- 
suant to order of the court, but the pre- 
sentation of offers here did not consti- 
Consequently the 


in the bid of Banc- 


tute an auction sale. 

case of Wilber v. Wilber, 119 App. Div. 
740, has no application. Nor does Mat- 
ter of Superintendent of Banks, 207 N. 


any analogy. In that case 
actually signed an order 
approving a sale. It was held that it was 
too late to rescind the order under the 
guise of a modification by raising the 
price for which the assets were to be 
sold.” 

Justice Valente further said that sec- 
tion 421 of the Insurance Law, author- 
izing the Superintendent to sell subject 
to court approval, did not limit the 
court’s power in the sense that it must 
accept a recommendation of the Super- 
intendent, unless there is evidence of 
fraud or unfairness or gross inadequacy 
of price. This is particularly true where 
the Superintendent has not, in terms, 
accepted the offer, subject only to the 
approval of the court. In other words, 


Y. 11, offer 
the court had 
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Nation-Wide Plans Being Made to 
Observe National A. & H. Week 


Accident and health insurance men 
throughout the country are expected to 
step up their production materially this 
month as a result of the impetus given 
to their line by the National Accident & 
Health Week campaign which runs from 
April 20 to April 25 and which will be 
proclaimed officially by the governors of 
many states. The theme of the drive is 
“Insure Your Earnings—Protect All” and 
it is the official slogan adopted by all 
of the companies and used in many forms 
in campaign literature. Harold R. Gor- 
don, chairman of the general commit- 
tee, in a bulletin this week said that en- 
thusiasm is approaching the boiling point 
among agents who look upon the week 
not merely as a “one week’s sales drive” 
but as a permanent advertising medium 
whose stimulating effect will be felt for 
many weeks afterward. 

Elaborate N. Y. City Program 

local accident and health associations 
have completed their plans for focusing 
public attention on the disability line, 
perhaps the most ambitious program be- 
ing that of the Accident & Health Club 
of New York. The special committee of 
this club, headed by Leslie W. Winslow, 
Fireman’s Fund Indemnity, has arranged 
for three sales sessions, April 20 to 22, 
to be followed by a banquet at the Hotel 





a mere statement by the Superintendent 
that he would recommend the highest 
bid does not constitute irrevocable ac- 
ceptance which the court must approve 
in the absence of the usual circumstances 
which are considered grounds for dis- 
approval of a sale by the court in the 
ordinary judicial sale. 

Views Creditors’ Objections to Sale 

Justice Valente said he had considered 
in passing upon several questions raised 
by creditors the fact that “the court is 
asked either to take a speculative atti- 
tude by deferring the sale, or else be in 
a position of having disregarded the 
wishes of the great majority of creditors 
for whose sole benefit, after all, the 
stock is held.” He held that no real 
dilemma existed on this point inasmuch 
as a fair solution is possible, where both 
the conservative desire to liquidate can 
be deferred to, and at the same time 
the wishes of creditors respected to a 
certain extent. It was emphasized: 

“The very fact that the Superintend- 
ent has made an alternative offer of sale 
of 70% of the stock shows that he has 
had in mind the possible desirability of 
reserving a 30% option for the creditors 
so that on a subsequent occasion they 
could purchase, for a price at which 70% 
of the stock will be sold, the remaining 
30%. In that way they could benefit 
by subsequent appreciation of the stock 
with a great part of the speculative risk 
eliminated.” 


Astor to which will be invited all pro- 
ducers who have qualified by the produc- 
tion of five new applications written and 
delivered during the first three weeks of 
April through one of the participating 
offices. As many as 1,700 are expected 
to attend and many companies will have 
tables of their own. Thirty companies 
are participating in the drive. 

Other New York City features include 
Gov. Lehman’s endorsement of the week: 
a large banner on William Street; a six 
weeks’ advertising display card in the 
Madison Ave.-Broadway buses; consum- 
er advertising in the daily newspapers 
and insurance trade paper advertising. 
Julius L. Ullman of W. L. Perrin & Son, 
is chairman of publicity. 

Philadelphia and Pittsburgh 

The Accident & Health Club of Phila- 
delphia will stage a sales congress on 
April 16, following which its national 
week’s observance will be opened bya 
luncheon on April 20. Two of the speak- 
ers will be Dr. S. S. Huebner and Insur- 
ance Commissioner Owen B. Hunt. The 
club hopes to have the cooperation of 
banks, department stores and_ transit 
lines, and to make extensive use of ad- 
vertising and window displays. John 
Leibig, Continental Casualty, is chairman. 

The Pittsburgh club, under the chair- 
manship of William E. Stumpf, assist- 
ant branch manager, United States F. & 
G., is concentrating on window displays 
at prominent locations throughout the 
city as was done last year. Sales will 
undoubtedly be stimulated by the flood. 
A sales congress is planned for April 17 
and a breakfast rally Monday morning, 
April 20, which affair 500 people attend- 
ed a year ago. 

Chicago and Detroit 

In Chicago, E. H. Ferguson, Great 

Northern Life, committee chairman, has 
(Continued on Page 52) 
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Late News 


E. Hurlimann, head of the Swiss Re 
insurance Co. fleet, sails today for Eur- 
ope on the Berengaria. 


Elliott Stiles, well known in the instt- 
ance inspection world, is no longer wi 
the Hooper-Holmes Bureau. 





R. J. WOODHOUSE’S NEW POST 


Robert J. Woodhouse, well known ca 
ualty insurance engineer, has joined the 
Eastern department of the Continental 
Casualty as supervising engineer ™ 
charge of inspection and engineering ser 
vice. Mr. Woodhouse was for maty 
years with the United States F. & G. and 
was trained in the compensation rating 
bureaus of New York and New Jers¢y: 
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A fine public tribute was paid to A. R. 
Lawrence of New Jersey at a testi- 
monial dinner in his honor a week ago 
upon his completion of fifteen years as 
special deputy commissioner of banking 
and insurance of the state and chairman 
of the Compensation Rating & Inspection 
Bureau of New Jersey. The 
ting for this testimonial was expertly 
done by the Casualty Underwriters Asso- 
ciation of the state, and leaders in the 
insurance field joined with industry and 
the judiciary in giving visible evidence 
of the respect and esteem with which 
Mr. Lawrence is held. 

It must have been pleasant to Mr. 
Lawrence’s ears to hear the many com- 


stage-set- 


pliments paid to him during the course 
of the evening. Edward C. Graff of the 
General Accident, who as president of 
the Casualty Underwriters Association 
acted as toastmaster set the keynote 
when he spoke of the human understand- 
ing, charm of personality and fine record 
made by the guest of honor in his ad- 
ministration of the compensation bureau. 
Then F. Robertson Jones, general man- 
ager of the Association of Casualty & 
Surety Executives, aptly referred to the 
diplomatic and courageous features of 
the Lawrence personality and said: “He 
has sat in the midst of a competitive sit- 
uation; a veritable whirlpool of conflict- 
ing interests. It is great credit to his 
ability that he has survived these fifteen 
years in such a position with high honor 
to his job and himself.” 


Hear From Chris. A. Gough 


It remained for Christopher A. Gough, 
deputy insurance commissioner of New 
Jersey, who has himself given forty-two 
years of public service to his state, to 
add his words of praise and this he did 
in characteristic fashion. He thought 
that the good start made by the Com- 
pensation Rating Bureau in 1917 under 
W. W. Greene’s initial management and 
the succeeding careful administration by 
A. R. Lawrence had put the organiza- 
tion high up among the best rating bod- 
les in the United States. “I have been 
in close contact with Mr. Lawrence for 
many years and in honoring him the 
Casualty Underwriters Association of 
New Jersey has honored itself,” he said. 

In similar vein Judge Walter D. Van 
Riper spoke for the judiciary and John 
Murphy, Jr., United Piece Dye Works, 
an old college classmate of Mr. Law- 
rence, paid industry’s tribute. John 
Roach, first deputy commissioner of the 
state labor department, represented the 
absent John F. Toohey, state commis- 
sioner of labor; Edward M. Schmults, 
president, New Jersey Association of Un- 
derwriters, brought the sincere greetings 
of that important group; and W. W. 
Greene, now vice-president and secre- 
lary of the General Reinsurance Corp., 
spoke in reminiscent vein. The presence 
of Leon A. Watson, expert of the Sched- 
ule Rating Office, was appropriate as it 
recalled the recent anniversary dinner 
in his own honor. It was also fitting 
that recognition was given to A. E. All- 
Sopp, Indemnity Insurance Co. of N. A. 












agent, for the good work of his com- 
mittee in planning the affair. About 250 
attended. 


Presentation by Douglas S. Schenck 


The “big moment” came when Doug- 
las S. Schenck of Jersey City, executive 
committee chairman of the Casualty Un- 
derwriters, arose to present Mr. Law- 
fence with a suitably engraved wrist 
watch as a token of their appreciation 








Testimonial to A. 


Industry Joins With Casualty Fraternity in Well Earned 
Tribute to Compensation Rating Bureau Chairman 
on His Fifteenth Anniversary 


R. Lawrence 





A. R. LAWRENCE 


of his public service. The guest of honor, 
plainly taken back by so many tributes, 
said that to his junior executives should 
go a large measure of the credit so gra- 
ciously extended to him. One of the 
New Jersey bureau’s graduates is Arthur 
G. Smith, now assistant general mana- 
ger of the Compensation Rating Bureau 
of New York. And interestingly, Mr. 
Lawrence served his own rating board 
apprenticeship under Leon S. Senior, 
manager of the New York bureau, who 
unfortunately could not be present. 

The alert attention which A. R. Law- 
rence has given to New Jersey’s work- 
men’s compensation problems was well 
described by Commissioner Gough who 
said: “He has gone to the bottom of the 
most intricate situations that exist in this 
state. In fact, he has an absolute mas- 
tery of the technical aspects of some of 
our biggest engineering projects. Per- 
haps the best indication of this mastery 
is that in all his fifteen years with us, 
and he has the deciding vote in the bu- 
reau, only once has there been an appeal 
to the Department.” 


Early Days With F. & C. and Globe 


A graduate of Stevens Tech Mr. Law- 
rence showed early interest in industrial 
and all manner of engineering projects 
but never once did he dream of insur- 
ance as a nossible career. After gradu- 
ation in 1911 he spent a season with the 
New York Edison Co. and was then 
engaged by the late T. E. Gaty as one 
of the Fidelity & Casualty’s original 
group of factory safety inspectors oper- 
ating extensively in lower New England, 
New York and New Jersey. Later he 
joined the Globe Indemnity and in July, 
1914, became assistant chief inspector of 


the then organizing Compensation In- 
spection Rating Board under Leon 5S. 
Senior. His interest was transferred to 


Pennsylvania with the adoption of work- 
men’s compensation there on January 1, 
1916, and joined the Pennsylvania Com- 
pensation Rating & Inspection Bureau 
as assistant general manager in June, 
1917. Then in December, 1918, Mr. Law- 
rence became manager and organizer of 
the Workmen’s Compensation Inspection 
Rating Bureau of Virginia. He found 
the country, the industries and living in- 
teresting and enjoyable, but succumbed 
to the urge to get back home and was 
appointed special deputy bv the New 
Jersey commissioner of banking and in- 
surance, therebv becoming. chairman of 
the Rating Bureau March 1, 1921, fol- 
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lowing the retirement of 
Greene. 


Plenty of Rating Board Activity 


At all times since Mr. Lawrence has 
found plenty to do keeping busy with 
the problems naturally and properly as- 
sociated with workmen’s compensation 
insurance rates and the promotion of safe- 
ty activities in a state with the industrial 
concentration and diversity which New 
Jersey affords. Almost at the outset he 
became chairman of the general rating 
committee of the National Council on 
Compensation Insurance as New Jersey 
departmental representative under the 
original scheme of the Council. He found 
a large, three-ring circus demanding ac- 
tive attention in view of the growth of 
the business and the problems arising 
out of the war-time and earlv post-war 
period. These included complete revi- 
sion and rewriting of the plans of sched- 
ule and experience rating and of the basic 
manual. 

Anyone who has had half an eye to 
the growth of compensation insurance 
and the number and variety of problems 
thereby engendered, will understand that 
few idle moments are allowed the rating 
executive, either in fair weather or foul. 
Nearly every committee or subcommit- 


tee having to do with compensation 
problems in the national organization 
have included the New Jersey Rating 


Bureau in membership and the chairman 
has either sat as an active member or 
been in close contact with all such activi- 
ties. The depression period brought on 
its own peculiar group of acute problems, 
and while some of them have been met 
successfully, Mr. Lawrence feels the busi- 
ness is now in a period of reconstruction 
which involves its own peculiar difficul- 
ties. 

As to results the New Jersey manual 
has again been rewritten, the rating plans 
thoroughly overhauled, new formulae de- 
veloped and an effective program created 
and applied to deal with the problem of 
the small risk unable to directly procure 
its necessary compensation insurance. At 
the present time an amplified statistical 
procedure is being put into operation and 
the rating plans are again under critical 
study. Mr. Lawrence recently advised 
the companies that a comprehensive re- 
vision ot premiums rates, with the related 
and appropriate adjustments in the plans 
of risk rating, is in progress. He antici- 
pates that such revision will apply to 
and control all policies which have a 
normal anniversary or renewal rating 
date of June 30, 1936, and thereafter. 

The final gauge of Mr. Lawrence’s 
ability as rate administrator is found in 
the recently tabulated experience of all 
companies writing workmen’s compensa- 
tion in New Jersey in policy year period 
January 1, 1925, to December 31, 1935. 
The loss ratio for the six year period 
1925 to 1930 combined averaged 68% 
and dropped steadily from that point on 
to 1935 .when it stood at 55.85%. The 
peak in premium volume came in 1930 
when $15,000,000 was written. It fell to 
a minimum of $9,300,000 in 1933 but in 
the past two vears has recovered to $13,- 
500,000 of written premiums in 1935. 

Since it is a function of compensation 
rate administration to promote and col- 
laborate in accident prevention activities, 
there is much active cooperation with the 
State Department of Labor and other 
bodies. The chairman is a member of 
the Statewide Interplant Safety Contest 
managing committee, the American So- 
ciety of Safety Engineers, Fellow of the 


EVANSTON, ILL., LED IN SAFETY 


Wins Grand Prize in National Safety 
Council’s 1935 Traffic Safety Contest; 
800 Cities in Competition 
Evanston, Ill, has been named grand 
prize winner in the fourth national traf- 
fic safety contest sponsored during 1935 
by the National Safety Council. Eight 
hundred and one cities competed in this 

| Awards Made in N. Y. 

At a big luncheon gathering in New 
York on Monday, attended by safety 
leaders, governors of prize-winning 
states and mayors of winning cities, 
Evanston, Ill., the grand prize win- 





ner, and other leaders in the inter- 
state contest were awarded bronze 
plaques. Over a nation-wide NBC 


network the program was given wide 
circulation. John B. Kennedy, radio 
news commentator, was toastmaster 
and made the official presentation of 
awards. A.P. Sloan, Jr., General Mo- 
tors president, was the chief speaker 











A - a 


coast-to-coast highway safety competi- 


tion. Illinois, Minnesota and Deleware 
won first honors in the inter-state con- 
test. 


This is the second time Evanston has 
won first honors for all groups. Its 
remarkably low auto death rate during 
1935, and its progress in education, en- 


gineering and enforcement, when the 
majority of the cities throughout the 
country were experiencing sizable in- 


creases in their death rates, merited the 
grand prize honors among cities of all 
sizes. Its 1935 motor vehicle death rate 
was but 2.9 deaths per 100,000 population, 
compared with a rate of 18.1, the national 
average for all cities of all population 
groups, reporting to the council. 

In addition to the grand prize, winners 
were named in six population groups 
above 10,000. Also 138 municipalities be- 
tween 5,000 and 10,000 population which 
went through the year without a traffic 
fatality were awarded honorable men- 
tion certificates. 

In awarding prizes and special mention 
for “the greatest traffic safety progress 
in 1935” to cities, the judges considered 
not only the reduction in traffic acci- 
dents from the average of the previous 
three years, but also the enactment of 
regulations, the setting up of adminis- 
trative machinery and the conduct of or- 
ganized educational activities which, ac- 
cording to general experience, are cer+ 
tain to bring eventual accident decreases. 
Thus, no city could win through the ele- 
ment of luck alone; nor could a city win 
on the basis of a paper program which 
did not actually produce results. 


NEW 25-YEAR MEN HONORED 
Henry Schultz, judicial department su- 
perintendent in the Brooklyn office, and 


C. J. Smith, assistant cashier New York 
office, both U. S. F. & G. twenty-five- 
year men, were given a_ testimonial 


luncheon a week ago in honor of their 
completion of this milestone. 





Casualty Actuarial Society, member of 
the New Jersey Society of Insurance, 
and served four years as a director of 
the Stevens Alumni Association and 
alumni representative on the Board of 
Athletic Control. 
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E. F. Keenan and Sam’! Boksenbom 


Two Promising Young Attorneys in New York Insurance Dep’t 
Took Leading Parts in Court Hearings on National 
Surety Corp. Sale; Their Careers 


At the recent arguments before Su- 
preme Court Justice Valente when bids 
for the National Surety Corp. were un- 
der consideration two young lawyers rep- 
resenting Superintendent Pink of New 
York attracted considerable attention by 
their intelligent handling of experts and 
witnesses. These young men are Edward 
F. Keenan, director of the Title and 


and Liquidation Bureau, the agency at 
160 Broadway through which the Depart- 
ment controls the twenty-eight title and 
mortgage guaranty companies taken over 
for rehabilitation or liquidation. The 
responsibilities were large, both in the 
legal and administrative fields. Despite 
the transfer of certificated mortgage is- 
sues to State Mortgage Commission, the 





SAMUEL BOKSENBOM 
Mortgage Rehabilitation and Liquidation 
Bureau of the New York State Insurance 
Department, and Samuel Boksenbom. 

A Brooklyn man Mr. Keenan is a grad- 
uate from Fordham University in 1923 
and from New York University Law 
School in 1926. He was admitted to the 
bar in Appellate Division in Brooklyn, 
December, 1927. At both Fordham and 
New York University he was an honor 
student. He engaged in private practice 
until March, 1932, specialist in real es- 
tate and mortgage law. 

In March, 1932, he became associated 
with Insurance Department as counsel in 
connection with the liquidation of the 
Southern Surety Company. Later he as- 
sisted in the liquidation of the New Jer- 
sey Fidelity and Plate Glass Co. 

Around March, 1933, he served on an 
Insurance Department committee ap- 
pointed by former Superintendent of In- 
surance George S. Van Schaick in con- 
nection with problems of the casualty 
and surety companies, during the emer- 
gency period caused by the declaration 
of the bank holiday. 

He was appointed as counsel to the 
Superintendent in connection with con- 
servation proceedings of the Internation- 
al Reinsurance Co., Independence Indem- 
nity and affiliated companies in 1933. In 
August, 1933, he was named attorney for 
the Superintendent in connection with 
the rehabilitation (later liquidation) pro- 
ceedings of the National Surety Co., con- 
tinuing in that capacity up to the present 
time 

In April, 1935, he was appointed attor- 
ney for the Superintendent in connection 
with rehabilitation (later liquidation) 
proceedings in the New York Title & 
Mortgage Co. and the National Mort- 
gage Corporation. The New York Title 
& Mortgage Co. was the second largest 
of the twenty-eight title and mortgage 
guaranty companies taken over by the 
Department. 

In May, 1935, after Louis H. Pink be- 
came Superintendent Mr. Keenan was 


designated as his successor director of 
Mortgage 


the Title and Rehabilitation 


EDWARD F. KEENAN 


Department retains supervision over 
some $400,000,000 of wholly-owned mort- 
gages as well as responsibility for even- 
tual liquidation of most of companies. 
Twenty-one companies are now in liqui- 
dation and seven in rehabilitation. Claims 
are now being filed in companies in liqui- 
dation, thousands upon thousands to be 
reviewed and adjudicated. The 
of the companies must be reduced to 
cash to pay dividends. For example, mil- 
lions of dollars worth of real estate must 
be sold without “dumping” at sacrifice 
values. Close to $4,000,000 of real estate 
has been sold in recent months. Some 
942 parcels listed on sales lists are now 
out, and many more are to be offered 
later. 

In the National Surety Corp., Mr. Kee- 
nan has represented the Superintendent 
in all three sales hearings. He is in 
charge of recent hearings before Justice 
Louis A. Valente on application to sell 
stock of National Surety Corporation for 
which $10,031,000 has been bid by the 


Commercial Investment Trust, which bid 


assets 
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was recommended to the court for ap- 
proval by the Superintendent. 

Mr. Keenan was employed in an insur- 
ance brokerage office and later by a cas- 
ualty and surety company. 

He has had considerable experience in 
real estate and mortgage law in private 
practice, having handled a number of 
such matters for one of the city’s sav- 
ings banks. 

He enlisted in United States Naval Re- 
serve in 1917 and was assigned to trans- 
port duty, conveying troops to France. 
He was discharged in 1918. He served 
four years in Squadron C Cavalry in 
Brooklyn. He is a member of Queens 
Valley Golf Club, Forest Hills, 2 
Seminole Club, Forest Hills, and Forest 
Hills Post of the American Legion. He 
served two years as a commander of this 
post and is now first vice-commander. 
At present he lives in Forest Hills. 


Mr. Boksenbom’s Career 


Samuel Boksenbom became associated 
with the Insurance Department in 
March, 1934. He is an attorney with a 
background of business experience, an 
asset of considerable value for the De- 
partment in that he has been engaged 
largely in the litigation over recovery 
suits filed by the Superintendent of In- 
surance against former directors of the 
title and mortgage guaranty companies 
taken over by the Department. Included 
in these actions is the suit against for- 
mer directors of the New York Title & 
Mortgage Company in liquidation in 
which an offer to settle for $1,475,000 
has just been approved by Justice Fran- 
kenthaler of the Supreme Court. 

Mr. Boksenbom has been engaged also 
with the affairs of the National Surety 
Corporation, having assisted Edward F 
Keenan, attorney for the Superintendent, 
in the recent hearings on the proposed 
sale of the corporation and also in simi- 
lar’ hearings last fall. In the hearings 
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just closed, he conducted the cross ex. 
amination of witnesses. 

A native of Ohio, Mr. Boksenbom is q 
graduate of Harvard College with the 
class of 1922 and of the Harvard Lay 
School in 1925. He practiced law iy 
Miami during the Florida boom years of 
1925 and 1926. The following year he 
abandoned the law to enter business, but 
returned in 1932 to become associated 
with the State Banking Department in 
its investigation of the Bank of United 
States failure. His principal connection 
there was with the suit against directors 
which resulted in a judgment of more 
than $12,000,000 against directors. 

His present work on directors’ suits in 
the title and mortgage companies closely 
parallels his legal activities in the Bank 
of United States suit. 





NAMES O. D. COMMITTEE OF 1 





“Dust Diseases” to Be Studied in Penn. 
sylvania with Idea of Framing Suitable 
Legislation; Bashore Project 


No occupational disease bill will be 
passed in the Pennsylvania legislature 
this session, but Secretary of Labor and 
Industry Bashore has just selected four- 
teen attorneys, 
labor and industrial leaders to serve on 


prominent physicians, 
a committee for framing an occupational 
disease law for legislative consideration 
next year. Two insurance men are 
named: Dr. A. J. Lanza, assistant medi- 
cal director, Metropolitan Life, and A 
M. Boyd, president, Pennsylvania Self- 
Insurers’ Association. 

Secretary Bashore also announced 
that the General Refractories Co. of 
Philadelphia; Harbison-Walker Refrac- 
tories Co. of Pittsburgh, and the North 
American Refractories Co. of Cleveland, 
three of the largest operators of quat- 
ries in Pennsylvania, where rock has sil- 
cate content as high as 95%, have given 
permission to his department to make 4 
detailed study of their workers. The 
survey will begin immediately. 

Secretary Bashore’s department als 
surveyed recently approximately 18M 
Pennsylvania industrial plants to deter 
mine potential disease hazards, in addi- 
tion to silicosis and allied dust diseases 
and reports of this survey now are Dt 
ing tabulated. 





R. E. McGINNIS ON MEND 
R. E. McGinnis, vice-president, Cet 
tral Surety & Insurance Corp., is slowly 
but steadily recoverin~ from a_ serious 
operation. 





J. P. KIPP’S NEW POST _ 
J. P. Kipp has joined the metropolitan 
production department of the Fidelity & 
Casualty after resigning from the Mary: 
land Casualty in New York. His father 
is of the firm of DeLanoy, Kipp & Swat 
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By FRANK 








G. MORRIS 


President, Standard Surety & Casualty 


The Last 


Circumstances which invite argument 
arise daily in the insurance business, 

But argument 1s an economic waste. 
It kills enthusiasm. It has the power 
to make the most engrossing and = en- 
thralling and thorouchly delightful occu- 
pation under the sun (insurance) seem 
drab and colorless. 

As for ourselves, we lay no claim to 
possessing the business sagacity of avoid- 
ing all argument. But we have the happy 
faculty of visualizing that part of a “dif- 
ference which is consequential. We 
shepherd facts. We try to apply the 
tests of logic and established experience, 
for only so can equitv be found, recog- 
nized and identified— 

. and good fellowship maintained ! 

On the cannon of France there used 
to be inscribed the Latin phrase, “ultima 
ratio regum,” “the last argument of 
kings.” 

In 1914 the cannon spoke. 
men were killed over an argument. 


17,000,000 
The 


NEW A. & H. CLUB 
30 Underwriters in St. Louis Group To- 
gether; G. L. Dyer, Jr., Columbian 
National, as President 
George L. Dyer, Jr., of the Colum- 
bian National Life, has been elected 
president of the recently formed Acci- 
dent & Health Underwriters of St. Louis. 
\bout thirty health and accident men 
attended the organization meeting at Ho- 
tel Statler on March 25. It is to be 
affliated with the National Accident & 
Health Association. Other officers are: 
First vice-president, Riley Cornwall, 
Hartford Accident & Indemnity; second 
vice-president, Leigh Turner, Ocean Ac- 
cident & Guarantee; secretary, August 
Kern. Kern Insurance Agency represent- 
ing Continental Casualty, and treasurer, 
Clinton Karst, Aetna Casualty & Surety. 
_ The club was formed to advance the 
Interests and devise methods to protect 
the common interests of the underwrit- 
ers and agents of accident and health 

insurance. 








JOHN J. KELLY DEAD 
John J. Kelly, one of the veterans in 
the casualty claim investigating field, 
who was with the General Accident in 
its burglary claim department at one 
time, died last week. More than twenty 
years in the business he was an inde- 
pendent investigator at the time of his 
death. The business will be continued by 
his brother-in-law. , 





PHILA. A. & H. CONGRESS 
Ps Accident & Health Club of Phila- 
ry Phia will hold a sales congress on 
Dril 16 and follow it up with a luncheon 
= April 20 to start off auspiciously Na- 
ional A. & H. Week. Gov. Earle has 


— to issue a proclamation for the 





TO HEAR HARBISON, SPOTTKE 

Hugh Harbison, assistant secretary, 
aavelers, and A. E. Spottke, auto man- 
seer National Bureau, will be the guest 
oeekers at the dinner meeting April 7 
‘tthe Automobile Casualty Underwriters 
Pease of N. Y. in the Downtown 
- etic Club. The standard auto policy 

visions are to be explained. 





Argument 


whole direction of the world was changed! 
Empires were wiped out. Thrones top- 
pled. New kingdoms and republics were 
set up. But astonishing fact! the argu- 
ment wasn’t settled. 

The cards with which the game of life 
is played are still the 52 weeks, each set 
of 13 composing a season. The average 
agent has to play the hand that is dealt 
him, take life as he finds it. He does not 
know how to bathe in rainbows. He 
earns his bread by intelligent service, 
backed by intelligent cooperation from the 
companies he represents. And he will 
never earn it in anv other way. 





Takes Six Million Punch Cards to Record 


National Bureau’s Yearly Statistical Data 


Some idea of the huge volume of sta- 


tistical data handled annually by the 
National Bureau of Casualty & Surety 
Underwriters is given in the following 
estimate prepared by Chas. J. Haugh, 
actuary, under whose supervision the 
Casualty Experience Exhibit and many 


other exhibits is compiled: 

For the various lines of casualty insur- 
ance under the jurisdiction of the Na- 
tonal Bureau the experience of the in- 
dividual companies is in a great majority 
of the cases reported not upon punch 
cards but tfpon standard forms prepared 
by the Bureau. However, the experience 
is reported on punch cards for automo- 
bile property damage written in the state 
of Massachusetts and for all forms of 
burglary insurance. In addition, the Bu- 
reau acts as statistical agent for the Bu- 
reau of Personal Accident & Health Un- 
derwriters and for accident insurance 
reccives the experience of the various 
members of that Bureau on punch cards. 
In the course of a year the Bureau re- 


ceives approximately 6,000,000 punch 

cards made up as follows: 

EE i sin ccessetwsasencae’ 2,800,000 

pS ree SSE SAAS 2,700,000 

Mass. Auto. Prop. Damage... 500,000 
6,000,000 


Experience for other lines of business 
is reported to the Bureau on standard 
forms. In the course of a year approxi- 
mately 1,000,000 separate report forms 
containing classification experience on 
the various lines of casualty insurance 
are received. A large portion of thi 
material is transferred to punch cards 
and in addition to the 6,000,000 punch 
cards reported annually to the Bureau 
by the companics the Bureau for its own 
purposes punches approximately 1,300,- 
000 cards. 

These data are compiled annually and 
are made up in a form to be used for 
the purpose of developing rates. In the 
course of a year there are prepared foi 
this purpose approximately 1,500 pages 
of exhibits of experience of various 


kinds. 








COLD FACTS 


If Casualty rates are “too high” in your 
Community it is because casualties are too high— 


by comparison. 


Lessen the claims, and rates will be reduced. 
With lower rates, more business will be written. 


BE THE LEADER IN SAFETY WORK 
IN YOUR COMMUNITY 


BANKERS INDEMNITY 
INSURANCE COMPANY 


NEWARK, NEW JERSEY 


Casualty Affiliate of The American Group 
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A. & H. Week 


(Continued from Page 48) 


centered activity almost entirely on the 


breakfast, 
which will be only by an application pro- 


Tuesday morning admission to 


duced the previous day. The agency or 
business has been 
produced will pay the breakfast fee. 
Some 600 are expected \ 
talk will follow the breakfast 

E. B. Brink, Mutual Benefit H. & A. 


Association, chairman in 


company for whom the 


short “pep” 


Detroit, has 
sales cong 
April 17, at which 
short talks. <A skit is 
planned. The morning session will be 
culminated by a direct wire hook-up by 
six leading disability producers over the 
country. It is hoped that the Michigan 
insurance commissioner will make a 
luncheon talk. Arrangements are also 
being made to have speakers appear at 
various luncheon clubs. 


planned an all day ‘ress on 


Friday, producers will 


give sales also 


Los Angeles and San Francisco 
G. V. Chandler, General Accident, who 
is chairman of San Francisco’s special 
committee, and who was recently elected 


president of that association, has lined 
up an impressive poster and _ publicity 
campaign, making effective use of the 


literature furnished by the general com- 
mittee. Included are window displays in 
department and display posters 
in the elevators of leading buildings of 
the city. There will be specially pre- 


stores 


pared ads for agency use, news releases, 
street banners, five and fifteen minute 
talks, blotters and a_ booklet, “What 
Good Is a Father,” written by E. J. 
Schofield, well-known casualty executive. 


\ll of this promotional material inci- 
dentally is available for use in any part 
of the ocuntry. 


The Accident & Health Managers Club 
Angeles, E. F. Hanson, president, 
is building all of its national week ac- 
tivity around the school for accident and 
health underwriters being conducted by 
the city’s board of education. The in- 


of Los 


structor is George Gray, who lectures on 
insurance in the public schools. Some 
400 producers registered for the school 


last year. Two nights of this school will 
be given to the Los Angeles Club, the 
evening of April 21 being devoted to the 
promotion of A. & H. Week. A radio 
hook-up and letter contest are also 
planned. It is expected that Gov. F. F. 
Merriam of California will issue his an- 
nual proclamation designating the week. 


SEABOARD SURETY EXPANDS 

The Seaboard Surety of New York is 
now writing forgery bonds in addition 
to fidelity and surety lines as a result 
of a recent amendment to its charter. 
The company also has authority to write 
burglary and plate glass insurance. 


JOYCE TO BEVERLY HILLS 

William B. Joyce, former 
the National Surety Co., who now heads 
W. B. Joyce & Co., 115 Broadway, New 
York, is leaving soon for his 
Hills, Cal. home. 


chairman of 


Nebraska Supreme Court Decides Against 
Quizzing Defendents On Insurance Held 


Nebraska insurance men are particu- 
larly well pleased with a decision of the 
state Supreme Court on March 14 in re- 
versing previous decisions of ten years’ 
standing which permitted on voire dire 
examination facts about whether or not 
defendant had insurance and pertinent 
questions relating thereto to be brought 
out. This practice of law had become so 
vicious in Nebraska that in recent years 
many cases upon which there were no 
grounds for payment and where the de- 
fendant was entirely blameless, have 
been settled out of court because of the 
company’s fear to appear before a jury. 
Claim men have estimated that the com- 
panies have paid out from $250,000 to 
nearly $1,000,000 a year more than cases 
justified on account this practice of law. 

The condition became so serious that 
three years ago various leading agents 
with the complete support of the Ne- 
braska State Medical Society and vari- 
ous trade organizations attempted to ob- 





tain legislation to remove the practice 
but after a long fight the bill was de- 
feated because of a small bloc of plain- 
tiff’s attorneys who were members of the 
legislature and threatened to vote against 
pending beer legislation if the bill were 
sal defeated. 

The medical society 
interested because 


was particularly 
it had become a fav- 
orite indoor sport of a certain type of 
lawyer to bring action against doctors on 
the slightest pretext knowing that 90% 
of the doctors had malpractice insurance. 
Conditions relative to malpractice insur- 


ance became so bad that practically all 
companies retired from the writing of 
this class of business with some few 


exceptions. 

Great credit for the decision is given 
to Gerald Nye of the firm of Wear, Bo- 
land & Nye who prepared the appellant’s’ 
brief and argued the case alone before 
the Supreme Court. Its decision was 
seven to two. 


Beverly 


Pittsburgh Flood 


(Continued from Page 1) 
and, of course, because grace was expir- 
ing persuaded a few policyholders not to 
drop their insurance.” 


Reliance Life 


The only space occupied by Reliance 
reached by water was a basement file 
room in which old records were kept. 
Reliance employes moved at least 80% of 
these records to the safety of the sec- 
ond floor before in-rushing water called 
a halt. For four days it was necessary 
to suspend business. There was no light, 
heat, water, elevator power, telephone or 
telegraph service. Mail piled up in the 
post office. Railroads and highways lead- 
ing into the city were blocked. 

\s soon as the flood receded sufficient- 
ly, Reliance employes braved terrific 
traffic and transportation obstacles and 
argued through lines of police and mili- 
tia to reach the home office. Working 
under difficulties, using candles, flash- 
lights and lanterns to see and wearing 
hats and overcoats to keep out the damp 
chill, many departments functioned on an 
emergency basis. 

Under orders from Executive Vice- 
President Jay N. Jamison, payinents to 
policyholders and beneficiaries were 
given the first consideration. Hundreds 
of vouchers were issued to them. 

Quick Action 

Three days after the emergency force 
went to work, all policy claims, for which 
proof was received, had been paid. An- 
nuities and total and permanent disabil- 
ity payments were up to date. Policy 
loans were caught up and were being is- 
sued upon application. Policyholders un- 
able to pay premiums because of the 
flood were granted an extra 31-day grace 
period upon application. 

The application department began to 
tackle the huge stack of new business 
which had piled up from the national 
force during the days when the 
water was at its height. Policies again 
are being issued as quickly as conditions 
permit. A national sales campaign in 
March, which was interrupted for a time 
in the districts affected by the flood, is 
being continued as originally planned. 


nlec 
saies 


SILLIMAN EVANS INTERVIEWED 


Maryland Cunnsity Chief on P. C. Trip 
Says Floods Not as Devastating as 
Auto Death Situation 


Silliman Evans, president of the Mary- 
land Casualty of Baltimore, Los 
Angeles last week, at the Biltmore Ho- 
to southern Califor- 


while in 


tel, on a brief visit 
nia, remarked that nature on one of her 
worst rampages did not kill as many peo- 
ple in the floods in the East as would 
have been killed had the streets not been 
flooded and people could have traveled in 
their automobiles. “In the United States 
last year there were 35,000 people killed 
in automobile accidents,” said Mr. Evans, 
“and in the wide area of the recent 
floods only about 200 persons were killed 
incidental to the floods. It is safe to 
assume that in that area in the same 
time more people would have been killed 
in motor accidents had people been able 
to go about their ordinary business. 
“My company’s ratio of claims has de- 
clined sharply in the last year and we 
attribute this definitely to the newspa- 
per campaigns to reduce accidents,” he 
said. “The fact that a major calamity 
of nature like the recent floods can’t kill 
as many human beings as are killed in 
the normal course of civilized life should 
cause further emphasis on the problem.” 





NEW A. & H. MANUAL GUIDE 

The New York office of the United 
States F. & G. is sending out to metro- 
politan producers a new handy accident 
and health manual containing classifica- 
tions, premium rates and essential un- 
derwriting rules. 








Taking Care of Loans 


Manager A. G. Tragesser of the lona 
department, Reliance Life’s home office, 
is shown in the accompanying photo. 
graph sitting at his desk filling some 
loan demands in spite of the lack of 
light, heat, water, elevator, telephone and 
wire service during one of the days whey 
Pittsburgh was having flood troubles, All 
loans were taken care of, and, a few 
days after employes were able to get into 
the building loans were caught up with 
and were being issued upon application 





M. A. Gesner Leaves 
U. S. F. & G. to Join 
H. W. Schaefer & Co. 


M. A. Gesner is resigning on April 16 
as assistant manager of the New ig 
office of the United States F. & G. i 
charge of its casualty department to isin 


H. W. Schaefer & Co., insurance brok- 
ers at 1 Wall Street, New York, ina 
responsible capacity. Mr. Gesner joined 


the U. S. F. & G. five years ago a 
assistant superintendent for compensa- 
tion and liability lines. Prior to that 


he spent eleven years with the National 


Bureau of Casualty & Surety Under- 
writers. 
Arthur F. Connolly succeeds Mr. Ges- 


ner as assistant manager of the office 
having for several years past been as 
sistant manager of the casualty depart- 


ment. His previous experience was with 
the U. S. F. & G. home office and the 
Globe Indemnity. 


HARTFORD CHANGE 


Travelers Appoints M. N. Platt Casualty 

Branch Manager There; E. B. Fields 

Made Advisory Manager 

Myron N. Platt, who has been casualty 
manager of the Travelers in Kansas City 
in 1930, has been transferred to Hartford 
where he began on April 1 his new work 
as manager of casualty lines in the Hart- 
ford branch office. He succeeds Edward 
B. Fields, thirty years in the office, who 
becomes advisory manager. 

Earl F. Hussey continues as assistant 
manager here and W. Hiter Atkins has 
been called from the Richmond branch 
office as general assistant manager. Hol- 
lis F. Danvers is called from the Chicago 
branch as special assistant in indemnity 
lines. 


LANE AGENCY MOVES 

The Lane Agency of New York City, 
run by the well known brothers, Mervin 
L. Lane and Frank L. Lane, is now lo 
cated at 50 East Forty- second Street in 
larger quarters than occupied forthe 
past few years in the Empire State 
Building. The Lanes as insurance brok- 
ers are now writing general lines in ad- 
dition to life insurance. Their latest 
move is due to a rapidly expanding busi- 
ness. 
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aley Bill Opposed 
o— the U. S. Chamber 


mmposES WAGE, HOUR CODES 








-iant Harper Sibley Gives National 
Membership’s Objections Before House 
Judiciary Committee Hearing 





The Healey bill pending in Congress, 
which has been closely watched this ses- 
sion by casualty and surety people, and 
which imposes arbitrary wage and hour 
codes upon those having contracts to 
supply the government with goods, is 
strongly opposed by the Chamber of 
Commerce of the United States. Harper 
Sibley, national president, in presenting 
the Chamber’s viewpoint before the sub- 
committee of the House Judiciary Com- 
mittee, said in part: 

“The Supreme Court on several impor- 
tant occasions has declared invalid dele- 
gations of legislative power less pro- 
nounced than the delegation to the Sec- 
retary of Labor contained in this bill. 
Moreover, the language used in the pre- 
vailing opinion invalidating the Agricul- 
tural Adjustment Act would seem to ap- 
ply to the proposal in this bill to use 
federal contracts to obtain in the proc- 
esses of production compliance with Fed- 
eral regulations. In that opinion, the 
Adjustment Act was called a scheme for 
purchasing with Federal funds submission 
to Federal regulation of a subject re- 
served to the states. 

Practical Objections 

“Aside from legal considerations, there 
are many practical objections to the leg- 
islation. The processes of production of 
materials and articles are such‘ that a 
plant cannot, under the conditions of 
modern industry, follow one set of hours 
and one set of wages in turning out ar- 
tices for delivery under a government 
contract and another set of hours and 
wages for production of like articles in 
the same plants. Bringing under Federal 
regulation plants with contracts would 
place such plants at a disadvantage in 
their competition in the market with 
plants that do not have contracts and 
do not come under this regulation. 

“These consequences would be_ pro- 
duced, it should be emphasized, not only 
for contractors but for their sub-con- 
tractors and suppliers. 

“No government agency, however large 
and However competent its staff, should 
adequately perform the function of fixing 
equitable wage scales and proper hours 
of work for plants in different parts of 
the country and in communities of dif- 
ferent size, with varying conditions. 

“Every abuse which all of the elabor- 
ate machinery in this bill might reach, if 
the machinery ever proved workable, 
would be directly and easily removed if 
contracts were limited to concerns which 
accept broad responsibility.” 


A slant on the new insurance rules and 
regulations under the Motor Carrier Act 
of 1935 is given by R. E. Steele, tax as- 
sessor, Virginia corporation commission, 
who points out that many for-hire trucks 
operating on a financial shoe-string ba- 
s&8 in that state, probably will be forced 
off the roads as result of the act’s strin- 
gent provisions. He says it will be diffi- 
cult for truck owners to put up the re- 
quired $400 annually in cargo liability 
and cargo insurance. 


W. S. PEET PROMOTED 
W. Stanton Peet has been promoted to 
Manager of the burglary department in 
the New York office of the Maryland 
Casualty succeeding Willis Jones, re- 
signed. Mr. Peet, son of W. G. Peet of 
ohn A. Eckert & Co., has been seven 
years with the company as_ assistant 

urglary manager in New York. 





' 12% PREMIUM GAIN 
Pee accident premium volume of the 
onnecticut General last year showed a 
“fo gain over 193. 











PAYROLLS 
POINT THE WAY 


NCREASING payrolls are an index not 
only of improved business conditions 
but of an immediate opportunity for 
agents and brokers to sell more Payroll 
Insurance. 


Facts you need to help you sell Pay- 
master Robbery and other burglary cov- 
erages are contained in a recent series 
of U.S. F. & G. “Pathfinders.” Copies 
are available upon request at your near- 


est U.S. F.&G. office. 


U.S & G. 


UNITED STATES FIDELITY & GUARANTY COMPANY 


with which is affiliated 


1S, GG. PURE 


FIDELITY & GUARANTY FIRE CORPORATION 
Home Offices: BALTIMORE 
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Originators of the Slogan: 


“Consult Your Agent or Broker as You Would Your Doctor or Lawyer” 




















Page 54 


Insurance Men Aid In 
Mich. Safety Program 


DISCUSSED IN LANSING MEET 
Four Broad Points Embraced Including 
Betters Drivers’ License Law and 
Safety in Schools 


Insurance men are figuring prominent- 
ly in the program for safety activity 
drawn up in Michigan at a recent Lan- 
sing meeting called by Secretary of State 
Orville E. Atwood, chairman of the state 
safety council. Those present from in- 
surance ranks included Insurance Com- 
missioner John C. Ketcham, John J. Hall, 
safety expert, National Bureau of Cas- 
ualty & Surety Underwriters; Clyde B. 
Smith, Lansing. former president, Na- 
tional Association of Insurance Agents: 
Dean W. Howland, Detroit, chairman of 
the Michigan agents’ association accident 
prevention committee; Carl F. Trager, 
Lansing, member of this committee; R. 
N. Meninger, Jackson, president, Michi- 
gan Fire Underwriters’ Association; 
Francis A. Hackett, Detroit, co-manager 
in Detroit of the Standard Accident; W. 
S. Carpenter, Lansing, Continental Cas- 


ualty; Vern V. Moulton and J. J. Miller, 
president and secretary-treasurer, re- 
spectively, of the Auto-Owners, Lans- 


ing automobile carrier; B. Frank Emery, 
Detroit, public relations counsel, Michi- 
gan Mutual Liability. 

Described as “fundamentally sound” 
and one that motor-makers would like to 
see carried out throughout the nation. 
the program embodying four broad 
points follows: 

1. Establishment of a 
tee of lawyers and representative public-spirited 


recodification commit 


groups to bring prevailing safety laws into con 
formity with recommendations of the National 
Conference on Street and Highway Safety. 
Stress will be laid on a better drivers’ license 


law, uniform accident reporting system, and pe 


riodical inspection of motor vehicles, 
2. Drafting of a 
sion of safety studies in the schools plus a pro- 


the 


program looking to exten- 


gram directed at adults through press, 


radio, films, and other media. 
3. Development of traffic 


highways, 


adequate regula 


building safety into develop 


trafhe 


signals 


tions, 
ing 


signs 


modern plans, and adopting uniform 
and 
4. Appointment of an enforcement commit 
tee to close loopholes to persistent violators of 
and bring about a strong uniform 


trafic laws 


enforcement of existing statutes 


SUNSTROKE IS ACCIDENT 

A Milwaukee Circuit Court decision 
holding that sunstroke is a cause of acci- 
dental death within the coverage of a 
double indemnity insurance policy was 
affirmed recently by the Wisconsin 
Supreme Court. The original decision 
was in the case of Frances Hruzek, wid- 
ow of Anton Hruzek, Cudahy, who died 
in a pool there July 17, 1931. She sued 
the Old Line Life of America in which 
he had a $2,500 policy. Circuit Judge 
John C. Kleczka awarded her a judg- 
ment of $2,500 with interest, totaling $3,- 
154, above the face of the policy under 
the double indemnity provision covering 
accidental death 


GETS $50 FOR DERBY ACCIDENT 


Graham McNamee, famous radio an- 
nouncer, who was knocked down last 
\ugust bv a contender in the second 


annual All-American Soa~box Derby at 
Akron, Ohio, was recently awarded $50 
for his injuries under the state work- 
men’s compensation law. It was the max- 
imum allowed by law and was directed 
against an insurance company 


GEOLOGIST IN SAFETY POST 

Lyle Hardy, one-time assistant chief 
geologist in the United Verde Copper 
Co. of Arizona, has been named safety 
engineer for the Compensation Insurance 
Fund of California. He succeeds Oscar 
A. Glaeser, who is with the U. S. Bureau 
of Mines at Pittsburgh, and has been 
making a study of silicosis. 
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Union Mutual Casualty 
Of Iowa Has Reorganized 
Maurice V. 
commissioner of lowa, reports that the 


Pew, deputy insurance 


Iowa Department has withdrawn its re- 


quest to the attorney general for the 
institution of receivership proceedings 
for the Union Mutual Casualty. This 


company has been reorganized following 
the resignation of all officers and direc- 
tors, and the new management, approved 
by the Iowa Department, is as follows: 

President, Harry Lewis; vice-president, 
Clyde H. Pettey; secretary and treas- 
urer, Clifford M. Everett. 

The directors are Harry Lewis, Sioux 
City; Don D. Usher and Clyde H. Pet- 
tey, both of Des Moines; H. F. Lewis 
and Clifford M. Everett of Sioux City. 

A substantial sum has been contrib- 
uted to the company today, and we are 
assured that such additional amounts as 
may be found to be necessary will be 
forthcoming. The company as reorgan- 
ized continues to be fully responsible 
to claimants and policyholders. 

The home office of the company will 
remain in Des Moines. 

Deputy Pew emphasizes, however, that 
the Union Mutual Casualty reorganiza- 
tion will not affect the status of the 
Union Mutual Life for which receiver- 
ship proceedings are pending in the Polk 
County District Court. 


G. G. Mulligan, 50 Yrs. With 
F. & C., Gets Gold Watch 


Ernest Sturm, chairman of the board 
of the Fidelity & Casualty, on Friday, 
March 27, presented a gold watch, mark- 
ing a half century of service, to George 
G. Mulligan of the statistical department 
of the company. The presentation took 
place in the officers’ lunch room atop 
the company’s home office building at 
80 Maiden Lane, during the luncheon 
hour. 

Mr. Mulligan started with the Fidelity 
& Casualty fifty years ago Sunday, 
March 29, as an office boy and his work 
has been in the statistical and account- 
ing departments. 

On Monday evening, March 30, a din- 
ner was tendered him at the Hotel 
New Yorker by some fifty of his asso- 
ciates. 


Cc. C. COLYER IN NEW FIRM 


C. Carleton Colyer, who ran an insur- 


ance agency in Newark, N. J., for sev- 
eral years, has recently joined forces 
with Hilton C. Brewer of Glen Ridge, 


N. J., in a new partnership, Brewer & 
Colyer, to engage in insurance and real 
estate 


SIGNS BAIL JUMPING BILL 
Governor Lehman of New York has 
signed Sen. Int. No. 23, amending sec- 
tion 1694-a, penal law, making bail jump- 
ing a misdemeanor in misdemeanor cases 

or other offenses less than a felony. 
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Wins Promotion 




















GEORGE D. NEWTON 


the Travelers 


new 


Newton of 
his 


George D. 
this week 
agency assistant for casualty lines under 
Vice-President Howard A. Giddings, and 
Harry P. Barsantee, formerly of the Na- 
tional Safety the 
Travelers home office in Hartford to take 
Mr. Newton’s former post as supervisor 


assumed duties as 


Council, arrived at 


of the news bureau. 

Mr. Newton has been the compiler and 
editor of the Travelers’ six annual pub- 
lications on automobile accidents which 
started with “Worse Than War” and is 
this year known as “Live and Let Live.” 
He has become known as an authority 
on the subject throughout the country, 
has addressed a number of important 
national gatherings and served on vari- 
ous committees created by Secretary of 
Commerce Daniel C. Roper, by Governor 
Wilbur L. Cross, by former Mayor J. W. 
Beach and by the Hartford Chamber of 
Commerce. In his new work he will de- 
vote a large part of his time to automo- 
bile insurance. 

Mr. Newton is a graduate of Indiana 
University and before coming to the 
Travelers in 1928 he had been on the 
staff of the Indianapolis Star and News 
Editor of the Indianapolis News, and for 
two years instructor in journalism at In- 
diana University. 

Mr. Barsantee is a graduate of the 
University of Wisconsin and before join- 
ing the National Safety Council seven 
years ago had newspaper experience at 
Madison, Wis., and publicity work in 
Chicago. He is thoroughly familiar with 
the duties that he will take up in his 
new position with the Travelers. 
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United States Fidelity & Guaranty ¢, 
with which is affiliated 
Fidelity & Guaranty Fire Corp, 
Home Offices: Baltimore, Md, 
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Joint Annual Meet of Casualty As, 
and Bureau’s Sectional Committee; }, 
C. Gillespie, U. S. F. & G. President 
The Casualty Association of Los An. 
geles and the southern California sec. 
tional committee of the National Bureay 
of Casualty & Surety Underwriters held 
their annual joint meeting recently jp 
Los Angeles and each elected officers for 
the ensuing year. Harold C. Gillespie 
southern California manager for the 
United States F. & G., was elected head 
of the Casualty Association as chairman, 
Joseph E. Joseph, manager of the Com. 
mercial Union-Ocean group, was elected 
vice-chairman, and L. B. Grayson, Rolph, 
Landis & Ellis, was re-elected secretary- 
treasurer. : 

In the election of the southern Calj- 
fornia sectional committee of the Na- 
tional Bureau, the Hartford Accident & 
Indemnity was chosen as chairman, to- 
gether with the Globe Indemnity and 
the Ocean Accident & Guarantee, the 
personnel being the respective managers 
George F. Houghton, F. R. Robinson and 

Joseph E. Joseph. 


SAVES $115,000 IN COMP. COSTS 


State Mortgage Commission Reports on 
Results of Group Management of In- 
surance; Making Cost Analysis 


Group management of insurance pro- 
vided by the New York State Mortgage 
Commission for thousands of mortgaged 
properties, a large percentage of which 
had been administered previously on an 
independent unit basis, is saving certif- 
cate holders approximately $115,000 an- 
nually in workmen’s compensation costs 
alone, the Mortgage Commission reports. 
Many other substantial savings, addi- 
tionally protecting the financial interests 
of certificate owners, were being made 
through the commission’s plan of unified 
inanagement, it was said. 

Cost analysis of all the Commission’s 
operations is being made to insure main- 
tenance of minimum management ex- 
pense. When this was applied to insur- 
ance costs it showed that savings were 
being effected in compensation protec- 
tion, which greatly exceeded earlier esti- 
mates. All compensation coverages, thi 
Commission said, had been centralized in 
the State Insurance Fund. 





HONOR PAST PRESIDENTS 


The Accident & Health Managers’ 
Club of Los Angeles recently gave its 


fifth annual past presidents’ banquet. 
These past presidents attended and 
spoke: W. L. Thomas, Harry L. Bur- 


ford, E. J. Lawrence, I. C. Cunningham, 
H. F. Thompson, P. H. Ackerman, M. P 
Hawkins, Wm. E. Lebby and E. W. Mc 
Gary. 

After a review of 1935 activities by ¢ 
M. Beall, Inter-Ocean Casualty, the new 
officers for 1936 were installed. They are 
Ernest F. Hanson of Cass & Johansing 
agency, president; C. H. Thrift of Beb- 
rendt-Levy agency, vice-president, and 
H. B. Johnson, Aetna Casualty & Surety, 
secretary-treasurer. New members 0 
the board of directors installed were 
H. B. McElrath, A. L. Lyttle and T. W 


Leonard. 





15% TO MUTUAL’S CREDITORS 


Creditors of the defunct Jersey Mutual 
Casualty will receive a 15% dividend, 
authorized recently by Vice-Chancellor 
Stein, but policyholders who have failed 
to pay their assessments will receive 
their dividends minus the amounts of 


unpaid assessments. 
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3 years 260, a fifty mile “tour” 


was a daring adventure. 


NOWADAYS trips of two hundred 
miles — five hundred miles — or 
across the continent are common- 
place events. 


tna Combination Automobile Policies 
meet the needs of present-day motorists 


They may be written to cover every insurable motoring 
hazard and are backed by coast-to-coast service facilities. 


It pays to be Atna-ized! It pays to be an Astna-izer! 


THE ETNA CASUALTY & SURETY COMPANY 


THE ZTNA LIFE INSURANCE COMPANY —THE STANDARD FIRE INSURANCE COMPANY 
THE AUTOMOBILE INSURANCE COMPANY OF HARTFORD, CONNECTICUT 











































































} Fala Gini} 



































PROTECTION 
at C44 ae a 


} 
ae 


More PROTECTION 
fort your PROPERTY 





ya FEW of the advertising leaflets available to Trav- insurance problems, a Travelers Fire agent has at his 

elers Fire producers. This is just one of the sales services command the support and cooperation of the company’s 

rendered to representatives. staff of experienced field men, survey engineers and claim 
In addition to his own personal knowledge of Fire adjusters. 


THE TRAVELERS FIRE INSURANCE COMPANY 


L. Edmund Zacher, President 
HARTFORD, CONNECTICUT 
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